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ABSTRACT 
The purposes of this research are to explore the rational and heuristic components of 
strategic decision making and their relation to the perceived importance of decisions. 
The research studies way in which heuristics and rational approaches interact in strategic 
decision making, investigates the types of heuristics used, and investigates how the 
degree of rationality is related to the perceived strategic level of the decision. Measures 
of rationality drawn from the literature are used in conjunction with techniques of 
argument mapping to represent decisions in a standardized manner. The concept of the 
strategic level of a decision is investigated and a scale constructed for its measurement 
drawing on factors in the literature and a survey of managers' understanding of the 
concept of strategic level. 
A sample of Thai Executive Managers from various business areas. The results of a 
study involving 466 Thai executive managers are presented. A structured questionnaire 
was completed by all managers and repeated interviews were conducted with a subset of 
40 managers. All managers participating were at CEO, divisional head or similar senior 
position. 
The study leads to two major findings. First, the strategic decisions in all cases involved 
the use of both rational and intuitive elements in combination. It did not appear that 
rationality vs heuristic could be regarded as opposite ends of one dimension; instead both 
elements appear to contribute to practical decisions. Second, the higher the strategic level 
of the problem, the higher the rational content of the decision making process becomes. 
Implications for managerial decision making are discussed. 
Keywords: decision-making, strategy, rationality, heuristics 
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CHAPTERI 
INTRODUCTION 
1.1 Background 
I 
Decision-making is one of the most important issues in the business world. The success 
or failure of a business depends very much on the decisions its managers take. Those who 
are in charge have to have a broad awareness of what is going on around them, as well as 
the situation they are in, in order to come up with the best solution. Strategic decisions are 
ones that cover a long span of time and whose consequences are not known until long after 
the decision was made. Effective decision-makers can act to reduce the organisation's 
uncertainty in dealing with future outcomes. Environmental uncertainty must be taken 
into consideration because it can have a disastrous impact on an organisation. Constant 
change is a part of the reality that confronts the decision-maker in the business world. 
Although decisions are an everyday activity for all of us, the manner in which managers 
actually make decisions in an organisational context must be emphasised. Numerous 
examples of business failures such as, Ford's losses on its Edsel car in the 1950s, the 
bankruptcy of Continental Airlines, the discontinuation of home computers by Texas 
Instruments highlight the critical importance of strategic decision making. In some cases, 
decisions are based on erroneous assumptions or some critical factors have been 
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overlooked. For example, in the early 1980s, Edward Cooley, chairman of Precision Cast 
Parts, made a major decision that could have ruined his company (Beauchamp, 1989). He 
invested heavily in new plants and new technology at exactly the time that the recession 
was wreaking havoc with the airline industry. Today, airlines are furiously trying to 
expand their fleets and are installing many new engines. The result is that Precision has 
quadrupled sales since 1980 and profits are almost seven times their previous high. By 
taking that highly dangerous risk, Cooley made the decision that resulted in a high payoff. 
Other managers have not been as astute. Dr. Wang built a $3 billion company after having 
survived Chinese revolutions, the Japanese invasion, American racism, and IBM 
harassment. He was brought down by the one fatal decision he made: turning the business 
over to Wang Junior, who posted a $424 million loss in 1986. Wang's stock price went 
down to 5 3/8 from a high of 42 1/2 (Queenan, 1989). 
Another better-known strategic decision example is 'The Cuban Missile Crisis'. During 
the early days of the crisis, the overriding objective of the ExCorn (Executive Committee 
of the National Security Council) Nvas to force the removal of the Soviet missiles from 
Cuba. As portrayed in published accounts of crisis (Sorensen, 1965; Abel, 1966; Alison, 
1971; Detzer, 1979), the ExCom faced a choice of either imposing a blockade or 
launching an air strike. This choice appears, however, to have been one of the few choices 
between competing alternative decision-makers confronted during the crisis. Although the 
Cuban missile crisis shared some characteristics of Cohen, March, and Olsen's (1972) 
'garbage can model' the model in which decision making occurs in a stochastic meeting of 
choices looking for problems, problems looking for choices, solutions looking for 
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problems to answer, decision makers looking for something to decide, and what to decide 
depends very strongly on timing and luck. That model is not wholly appropriate for 
understanding the group decision-making process during the missile crisis. The missile 
crisis was in danger of becoming an organisational garbage can, but President Kennedy 
and his top advisors controlled the issues that they allowed to be attached to the crisis. 
Making the right strategic decision is very crucial for every type of leader, from the 
manager of a small company to a leader of a country. 
The examples mentioned above have confirmed the importance of strategic decision 
making in the business world. This trickles the needs for in-depth study on strategic 
decision making process. Decision-makers are distinguished by their ability to recognise 
the critical factors in a situation and to translate them into operational requirements that 
the organisation can convert into reality. The way they do this varies. Decision makers do 
not all act in the same manner Nvith respect to their level of interaction, use of information 
and maintaining control. First, with respect to the level of interaction, some decisions 
makers have a greater need for interaction and will actively seek others before making a 
decision; other managers prefer a minimum of interaction before making a decision. 
Second, individuals vary greatly in the amount of information they need or will use prior 
to making a decision. The analytic individual needs large amounts of information, is quite 
cautious, and makes decisions only after a thorough analysis. The conceptual directive or 
intuitive individual is very quick in making decisions and uses limited information or 
interaction. The behavioural individual does not use much information but needs support 
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from others before making a decision, relying more on reinforcement than personal 
judgement. 
Different perspectives of strategic decision making and outcomes have been advanced in 
the literature review. Choice among alternative courses of action lies at the heart of the 
decision-making process. The study of how people make preferential choices and 
judgements has been of great interest to psychologists, economists, and researchers in 
many other fields, and over the past 20 years a number of differeni strategies used by 
people to solve decision problems have been identified. Some of those strategies involve 
the processing of all relevant information about the available alternatives and explicit 
consideration of trade off among values, whereas other strategies (heuristics) use 
information more selectively and tend to avoid trade-offs. As a consequence of using such 
selective heuristics, people sometimes make substantial decision errors. 
Considering the theoretical and practical importance of descriptive research on how people 
arrive at decisions, it is quite surprising to discover from the literature research that there 
is less than the prescriptive work. Most of the work by behavioural scientists who deal 
with problems of decision making consists of developing exclusively normative models 
that specify how they think decisions should be made. In contrast, descriptive research 
deals with what people or managers actually do when they make strategic decisions. 
The present research is concentrated on the descriptive model with emphasis on how 
executive managers make their decision. The whole thesis studied into the great detail of 
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how managers from different business fields make their strategic decisions. The literature 
review, in chapter 2 indicates that the study of how managers make decisions can be 
categorised into two major groups (Figure 1). There is the Group decision making process 
which involves more than one person to conclude the final decision and the Individual 
decision making process in which the decision maker has full authority to decide by 
himself. Within the Group decision making process, there are the Garbage Can Model and 
Power and Politics Model. The Individual decision making process includes the, 
Heuristics model and Quasi-rational model. 
Decision making within organisation 
F_ 
Individual Group 
Rational Boundedly rational Garbage can 
(Proved non-existence) 
/\ 
Intuition Quasi-rational 
I 
Heuristics 
Politics & Power 
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Figure 1: Main School of Thought in Decision-Making Process 
1.2 Group decision making 
1.2.1 Powers and Politics model 
The view of the model held that decisions were the result of a process, in which decision- 
makers have different goals, they come together through coalitions, and the preferences of 
the most powerful triumph. Similar to the boundedly rational model, the application of 
the political model to strategic decision making was a reaction to the prevailing economic 
assumptions that organisations obsess a single, superordinate goal (March, 1967). While 
the boundedly rational model was a reaction to cognitive assumptions about individuals, 
the political model was a reaction to social assumptions about groups. In the political 
model, people are individually rational, but not collectively so (Eisenhardt and Zbaracki, 
1992). The heart of the political perspective is the process by which conflict is resolved 
among individuals with competing preferences. Simply put, decisions follow the desires 
and subsequent choices of the most powerful people (March, 1962; Hinings et al., 1974; 
Salancik and Pfeffer, 1974). Further, decision makers often attempt to change the power 
structure by engaging in political tactics such as coalition formation, strategic use of 
information, and the employment of outside experts. However, the majority of authors on 
the subject concluded that politics are seen as ineffective. Many people dislike politics, 
finding them inefficient, unpleasant, and unnecessary (e. g., Gandza and Murray, 1980; 
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Sharfman and Dean, 1992). These authors concluded that politics create animosity, waste 
time, disrupt infon-nation channel, and ultimately lead to poor performance. 
1.2.2 Garbage Can model 
The garbage can model describes decision making in highly ambiguous settings called 
organised anarchies. Decision opportunities are fundamentally ambiguous stimuli. This 
theme runs through several recent studies of organisational choice. Organisations can 
often be viewed conveniently as vehicles for solving well-defined problems or structures 
within which conflict is resolved through bargaining. They also provide sets of 
procedures through which participants arrive at an interpretation of what they are doing 
and what they have done while in the process of doing it. From this point of view, an 
organisation is a collection of choices looking for problems, issue and feelings looking for 
decision situation in which they might be aired, solutions looking for issues to which they 
might be the answer, and decision makers looking for work. 
The garbage can process is one in which problems, solutions and participants move from 
one choice of opportunity to another in such a way that the nature of the choice, the time it 
takes and the problems it solves all depend on a relatively complicated intermeshing of 
elements. These include the mix of choices available at any one time, the mix of problems 
that have access to the organisation, the mix of solutions looking for problems and the 
outside demands on the decision-makers. A major feature of the garbage can process is 
the partial uncoupling of problems and choices. Although decision making is thought of 
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as a process for solving problems, that is often not what happens here for this model. 
Problems are worked upon in the context of some choice, but choices are made only when 
the shifting combinations of problems, solutions and decision-makers happen to make 
action possible. Quite commonly, this is after problems have left a given choice arena or 
before they have discovered it. It is quite clear that the garbage can process does not 
resolve problems well. It does not give nor contribute any useful pattern for decision- 
makers in making the best strategic decision. Therefore, further study will not be pursued 
on this research. 
1.3 Individual decision making 
1.3.1 Rational model 
Early development of the strategic management literature advanced a rational, normative 
model of strategic choice (Andrews, 1971; Ansoff, 1965; Hofer and Schendel, 1978). As 
a result, the normative model of strategy formulation and implementation remains 
dominant in the teaching and practice of strategic management. According to this model, 
strategic decision making involves a series of sequential, rational, and analytical processes 
(Huff and Reger, 1978). In its most basic form, the rational model of choice follows the 
everyday assumption that human behaviour has some purpose. In research on decision- 
making, this translates into a common model of rational action (March and Simon, 1958; 
I 
'Chapter 1: Introduction Page 8 
Allison, 1971), sometimes referred to as the synoptic or comprehensive model of decision 
(e. g., Anderson, 1983; Nutt, 1976,1984). According to this model, decision-makers enter 
decision situations with known objectives. These objectives detennine the value of the 
possible consequences of an action. The actors gather appropriate infon-nation and 
develop a set of alternative actions. They then select the optimal alternative. However, 
new threads of research break from this dominant view. This work argues that rationality 
is multidimensional, and so strategic decision-makers are boundedly rational instead of 
rational. The empirical research clearly supports the existence of cognitive limits to the 
rational. Decision-makers satisfy instead of optimise, rarely engage in comprehensive 
search and discover their goals in the process of searching. Therefore, the original debate 
whether decision-makers are rational or boundedly rational is no longer an issue. 
1.3.2 Quasi-Rational model 
A more recent variation of the rational model accepts the model, but rearranges its pieces 
to allow repetition and variety in their order (e. g., Mintzberg et al., 1976; Nutt, 1984; 
Hickson et al., 1986). One example is the study by Mintzberg et al., (1976) of 25 decision 
processes from which they generated a model of the structure of apparently 'unstructured' 
strategic decisions. Three basic phases --- the identification, development and selection 
phases of decision making --- form the heart of the model. In the classic rational model of 
choice, these stages occur sequentially. In Mintzberg et al's study, these phases have no 
sequential relationship. Rather, within each phase, decisions follow various routines: 
decision recognition and diagnosis routines during the identification phase, search and 
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design routines during the development phase and screen, evaluation-choice and 
authorisation routines during the selection phase. The phases and their routines can come 
in any order and can repeat. The result is that steps in a rational strategic decision process 
actually shift, branch, cycle and recycle. However, this model is more towards the 
concept of normative model with emphasis on how people should decide rather than the 
descriptive model. Therefore, not great length of detail will be covered on this model. 
1.3.3 Intuition 
Another way, to create a more realistic view of how strategic decision-makers actually 
think is intuition. Mintzberg and Waters (1982) and Eisenhardt (1989) revealed that 
intuition is related to continuous engagement in the details of business and is linked to 
firm success. Where insight involves quantum shifts in understanding, intuition refers to 
more incremental adaptations based on deep, intimate knowledge of the situation. As 
Eisenhardt (1989) writes, 'Executives who attend to real-time information are actually 
developing their intuition'. Aided by intuition, they can react quickly and accurately to 
changing stimuli'. 
Intuition has been identified as one of the more important aspects of decision making and 
problem solving (Rowe and Boulgarides, 1992). The intuitive manager is one who can 
respond quickly because of insights based on experience and judgement. Sometimes, 
intuition is based on an analysis of symptoms or deviations that permit the decision-maker 
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to readily identify what the true situation is. Many researchers surnmarised that intuition 
is a key element in decision making because it allows the manager to make rapid and 
generally good decisions. Intuition is considered the reasoning used that is based on 
experience, analogy or instinctive insights. It does not operate at the conscious level and 
thus does not rely on rational thought processes. Intuition is elusive but it guides our 
mental impressions (often called hunches). It has the ability to shift out irrelevant factors 
and at the same time to perceive all relevant factors impinging on a situation. Pattern 
matching that involves unknown reasons for choice often is based on intuition that leads to 
the uneasy feeling of not really being sure of how the answer came about. 
Research done by Mihalasky (1969) strongly suggests that some executives have more 
"precognitive" ability than others do. They are better able to anticipate the future 
intuitiveLy rather than logically. Thus, when there is little data to support a decision, they 
I 
rely on intuition. He also found that the higher the level of executive rises, the more 
complex the decision, the more intuition is used. He showed that senior managers 
typically use intuition when making decisions. However, intuition does not always 
provide correct answers. Although problem solving often is viewed as a logical process5' it 
generally follows a convoluted sequence. However, it is not suggested that the biases will 
always be found in unsuccessful decision making. 
According to Jenis (1982), intuition is one of the most powerful tools the decision maker 
use in terms of rapid response to a situation, especially when dealing with highly 
ambiguous situations. Intuition depends on the mind's ability to perceive and process 
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infon-nation. Because the human mind has difficulty in dealing with problems having 
many factors, a wrong or poor solution could result if intuition were the sole basis for the 
problem solving (Spender, 1989). Facts alone are seldom enough to ensure making the 
good decision, and this is when some managers apply instinct and intuition in their 
decision making process (Dreyfact, 1966). Instinct is related to intuition and generally is 
based on logic, knowledge, and experience. When knowledge of the situation is limited, 
managers rely on judgement, not facts. Instinct is also useful when human behaviour is 
involved and when timing is critical. 
However, it is difficult to draw a clear line between the subject of intuition, and this 
subsection, heuristics. Intuition is considered to be the set of all decision rules internalised 
by an individual pertaining to one or more specific subject areas, for example, the 
exploration of an oil field, or the diagnostics of pulmonary diseases (Hogarth, 1980). 
Heuristics are also decision rules, but in contrast to those of intuition these rules pertain to 
general processes for reaching a conclusion rather than to a specific subject area. 
According to the definition used here, cognitive heuristics are of a processual rather than 
of a substantive nature. For instance, one heuristic allows decision-makers to imply that if 
the occurrence of an event in the past can be readily called to mind it is also more likely to 
occur in the future. This heuristic is not specific to a particular type of event. Just like 
intuition, heuristics are utilised generally automatically and non-reflectively by (Janis, 
1989). But unlike intuition, heuristics can in principle be made explicit without essentially 
changing their character. Substantial literature deals with heuristics, especially in the 
context of strategic decision making in organisations. Therefore, more gaps and 
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opportunities are opened for further research on the heuristics area regarding the strategic 
decision making area. 
1.3.4 Heuristics model 
According to recent literature a number of authors have focused their attention on the 
importance of heuristics (e. g., I, Janis 1982; C. Schwenk, 1984). However, there appears 
to be quite a conflict on the belief of how heuristics were put into practice and how 
beneficial it is in the strategic decision making process. This conflict can roughly be 
categorised into three groups according to different concepts and beliefs held by the 
authors 
The first group is made up of authors who considered literature on heuristics as having 
little relevance to strategic decision making. They suggest that strategic decision-making 
involves a series of sequential, rational and analytical process. For example, J. Scott 
Armstrong (1982) suggests that formal planning and rational decision making processes 
seem valuable in terms of strategic decision making because of the amount of money 
involved. The same evidence is found in AI-Bazzaz and Grinyer's work (1980) which 
concluded that some of the companies that use formal planning believe that it improves 
profits and growth. They supported the evidence that 48 per cent of the companies 
reported a benefit from the use of strategic planning. 
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However, the second group of authors (e. g., Laurence Paquette and Thomas Kida, 1988) 
have argued that the more efficient decision-makers were those who relied on a reduced 
processing strategy such as heuristics when faced with complex decisional tasks. Others 
(e. g., Beach & Mitchell, 1978; Klayman, 1985; Payne, 1982; Olshavsky, 1979) had 
supported this concept by commenting that with the tasks involving lower levels of 
complexity, decision makers often use full processing strategies, while an increase in task 
complexity typically results in the use of reduced processing strategies to reduce cognitive 
effort (as already examined). 
There is a third group of authors (e. g., Spender, 1989; Fredrickson, 1985) who suggested 
that concept of decision making process for executives are involved in a two-step process, 
both rational and intuitive. They stated that while the decision process has a rational 
component, a process of judgement is used to deal with uncertainty. They argued that 
judgement intervenes in the proposed causal model that links the executives' objectives to 
his responsibility as decision-maker. Under conditions of uncertainty and information 
deficiency, executives interpret and add to the available objective data in order to make 
decisions 
Four main schools of thought on the area of decision making process will be explained in 
detail in the following chapter. 
1.4 Relationship of Decision Making and Strategicness 
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Bauer and Gergen (1968) and Anthony (1965) classify decisions into three types: routine, 
tactical and strategic. This research concentrates specially on strategic decision problem. 
Recently, theoretical and empirical models that argue for elements and meaning of the 
word 'strategic decision' have surfaced in the literature (Hitt and Tyler, 1991; Hambrick 
and Finkelstein, 1987). Different authors have different ideas and beliefs in the meaning 
and factors of 'strategic decision'. For example, Tversky and Kahneman (1973,1981); 
Slovic, Fischhoff and Lichtenstein (1977) stated that strategic decision is the situation of 
uncertain, complex and/or ill-structured problems. . Child (1972) suggested that top 
managers make strategic choices. That is, they make decisions regarding the goals, 
domains, technologies and structure of a firm. Duhaime and Schwenk (1985) suggested 
that strategic decision in a business environment refer to acquisition and divestment 
decisions. Harvey (1982) commented that strategic decisions are involved with uncertain 
and unpredictable sets of future condition. In addition to uncertainty, the other primary or 
most salient features of strategic decision are incomplete information, novelty, nonroutine, 
complexity and iterativeness (Amara, 1976; Armstrong, 1982; Cosier, 1983; Mintzberg, 
Raisinghani, & Theoret, 1976). Arnstrong (1982) suggested that strategic decision is 
business decision, which involves large sums of money. Mintzberg et al (1976) state that 
the strategic decision is characterised by novelty, complexity and openendedness. Howard 
Thomas (1984) concluded that strategic decision is associated with a low level of initial 
structure, long time horizons, distinct political complications, wide ranging effects within 
the organisation and a high sensitivity to environment changes. 
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It is interesting to consider the decision making process used to solve strategic problems. 
Work by behavioural decision theorists and strategists (e. g. Hambrick and Mason, 1984; 
Schwenk, 1984,1988; Walsh, 1989), suggests that executives do not follow a totally 
rational model in making strategic decisions. More specifically, Duhaime and Schwenk 
(1985) suggested that a number of specific simplifying processes may be used in 
acquisition and divestment decisions. For example, Fridrickson (1985) found that the 
decision processes of experienced managers differ markedly from those used by 
inexperienced managers in making the same strategic decision. Experience allows 
managers to test and 'fine-tune' a cognitive model that produces more successful 
decisions. Less experienced managers are more naYve (Fridrickson, 1985) and do not have 
the benefit of knowledge based on the outcomes of multiple past decisions (Hambrick and 
Mason, 1984). 
However, other authors have different theories, for example, Armstrong (1982) concluded 
from his study that formal planning or rational method should be useful for strategic 
decision making. He stated that fon-nal planning seems valuable for strategic decision 
making because so much money is involved. 
Another group of authors have different ideas. Pettigrew, 1973; Carter, 1971; Allison, 
1971; Cyert and March, 1963; and Bower, 1970; suggested that decision-makers make 
strategic decision by using power and political model. 
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The new group of authors e. g. Tversky and Kahneman (1974); Winkler and Murphy 
(1973); Schwenk (1984) developed the new idea that decision-makers make their decision 
by the 'Heuristics' method. For example, Ireland et a]. (1987) found that strategic 
decision processes varied with managers' level in the firm. They found that managers at , 
different levels had distinctly different perceptions of the firm's strengths and weaknesses 
and of environmental uncertainty. According to Tversky and Kahneman (1973), people 
often make decisions by using information that can be easily recalled (e. g. availability 
heuristics). Ireland et al. speculated that part of the reason for these differences related to 
different decision models based on the availability heuristic. The type and amount of 
information available for strategic decisions may vary with level. 
Williams (1965) suggested that those who have a higher propensity to take risks are likely 
to choose more uncertain decision alternatives. Laurence Paquette (1988) stated in her 
paper that the more efficient decision-makers were those who used a reduced processing 
strategy such as elimination by aspects when faced with a complex decision task. The 
decision-makers achieved this efficiency by saving time, without losing decision accuracy. 
Olshavsky (1979); Payne (1976,1982) concluded from their study that with low task 
complexity, decision-makers often use full-processing strategies, while an increase in task 
complexity typically results in the use of processing strategies to reduce cognitive effort. 
There are a number of different ideas regarding the meaning of strategic decision and the 
relation between decision-making method and the strategic decision. This research 
Chapter 1: Introduction Page 17 
concentrates on the relation between the decision-making method and the level of strategic 
decision. 
1.5 Research objective 
Individuals seem to make decisions using a wide variety of strategies, ranging from 
careful and reasoned examination of alternatives to simple and fast rules of thumb. How 
do people decide how to decide? What factors determine the strategy a decision-maker 
will use in one situation as opposed to another? Answers to such questions are crucial for 
building a theoretical and empirical account of decision making. 
Two gaps in the literature are identified: 
1. The degree to which heuristics are used in strategic decision making; and 
2. The relation between rational or heuristics and the level of strategicness. 
The purpose of this research is to explore in detail the strategic decision making process 
and the use of heuristics in strategic decision making. The research tends to answer a 
number of specific questions, which have not yet been answered by the presently available 
literature 
The aims of the research are: 
E to study whether heuristics form a significant component of strategic decision making 
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a to investigate which types of heuristics are used 
0 to investigate how the use of heuristics is related to the degree of 'strategicness' 
Accordingly, the following hypotheses are proposed. 
Hypothesis 1: 
The strategic decision process is composed of a mix of both rational and heuristic 
elements. 
Hypothesis 2: 
M The more strategic a decision is, the more rational the decision process becomes. 
M The less strategic a decision is, the more heuristic the decision process becomes. 
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1.6 Research approach 
This research was developed in three stages. They are Pre-Pilot test, Pilot test and 
Fieldwork study. The aim of Pre-Pilot test and Pilot test is to prepare the researcher with a 
reliable and suitable method for data collection and data analysis for fieldwork study. 
The Pre-Pilot test involved both personal and telephone interviews with five executive 
managers. They were either managing directors or the managers at divisional/functional 
levels. The companies chosen are all Thai based groups with significant operations in the 
UK. 
The Pilot test consisted of twenty Thai executive managers. Each one of these twenty 
managers was asked to complete the questionnaires and ten of these managers were 
interviewed in person. 
The data collected for the fieldwork came from two major sources, personal interview and 
structured questionnaires. Forty Thai Executive managers were interviewed in person and 
466 structured questionnaires were responded to out of 1000 that were sent out. The 
questionnaires were comprised of three separate parts Strategic Decision Measurement, 
CSI (Cognitive Style Index) Measurement and Case study. 
1.7 Results of the three tests 
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1.7.1 Pre-Pilot test 
The result of the pilot test gave useful recommendation for the improvement of the next 
two tests. It was also found that the simple way of drawing diagram flow as was done for 
this pre-pilot test is not sufficient enough to capture all the details. More fon-nal process to 
analyse the information regarding'their decision making process is seriously needed. It 
was also found that more formal techniques are required in order to measure the rationality 
of managers. Evidence from the protocols was available to support the use of all the 
generic categories proposed: simplifications, past case experience, imitation, search for 
satisfying rather than optimal decisions, risk avoidance and co-operation. Evidence for 
use of these heuristics was however scattered with different decision processes using 
different sets of heuristics. 
1.7.2 Pilot test 
The CSI (Cognitive Style Index, Allison and Hayes, 1996) was chosen to be one method 
to measure the rationality of the managers in questionnaire. For interview, argument 
mapping (Huff, 1994) and flow diagram were used. A level of strategic decision 
questionnaire was developed for collecting the infon-nation regarding the level of 
managers' strategic decision. The tennis case study was also developed. Good correlation 
was found between CSI & Interview pair and Tennis case & Interview pair. 
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1.7.3 Field work study 
The two main hypotheses proposed for this research were supported by the result of this 
field work-study. The higher the level of strategic decision that the managers are involved 
with, the more rational approach they are trying to apply to the cases. Managers use a mix 
of rational and heuristics steps in decision making process. The results also suggest strong 
support on each five types of heuristics commonly used which were quoted from the 
literature review. Additionally, others types of heuristics were also evidenced during the 
interview of the forty managers. These heuristics included both the general heuristics and 
more specific types of heuristics used for certain type of cases. The result also indicated 
that there is no standard way of mixing rational and heuristics steps. Different decision- 
makers used different sequences and combination of stePs. Some other results include a 
relationship between the CSI (rationality) scores and environment (unstable). The analysis 
result also suggests an interesting relationship between the personal background of 
managers and the decision-making approaches that they used. The results show that the 
managers who are relative to the owner of the company prefer to used intuitive approach 
for their decision making process. Whereas, the managers who have no family relation to 
the company's owner tend to be more rational when making strategic decision. These 
results are discussed in detail with a picture of decision on a rich and complex process. 
The relation of these results to existing theories of decision making is also discussed. 
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CHAPTER2 
LITERATURE REVIEW 
During the past decade theorists and researchers have debated and studied two major 
approaches for structuring strategic decision-making groups: The individual decision 
making model and the Group decision-making model. The chapter starts off with the two 
main groups of 'group decision making model', garbage can and power and politics, based 
on previous literature available in this field. The chapter then discusses in detail the 
'individual decision making model' which includes rational and bounded rational model 
and quasi-rational model. The individual's decision styles form the backbone of effective 
decision making. Each individual acts in accordance with his or her decision style because 
that style reflects the person's mental construct. Ultimately, it is that mental construct, 
combined with the person's value system, which dictates one's behaviour as a decision- 
maker. The end of the chapter discusses the new model, heuristics, of the individual 
decision making model. 
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2.1 Group decision making process 
2.1.1 Politics and Power Model 
One characteristic of strategic decision processes which has received a great deal of 
attention is the degree of power and political manoeuvring present in the decision. Most 
strategic decision processes are ultimately political in that they involve decisions with 
uncertain outcomes, actors with conflicting views, and resolution through the exercise of 
power (Allison, 197 1). 
The roots of the political perspective on strategic decision-making lie in the political 
science literature of the 1950s. Various authors of that era developed a view of decision 
making in government, which emphasised the conflicting nature of the legislative process. 
That view held that decisions were the result of a process in which decision makers have 
different goals, they come together through coalitions, and the preferences of the most 
powerful triumph (K. M. Eisenhardt and M. J. Zbaracki, 1992). This paradigm was 
obviously well suited to the legislative branch of government where there are competing 
interests, sharply defined coalitions, and clear winners. 
A: Politics 
Many authors have argued that the source of politics is conflict (Baldridge, 1971; March, 
1962; Pfeffer, 1981). In absent conflict, there is no need for people to use politics to 
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influence decision-making. Many authors have also argued that politics arise when power 
is decentralised (Dean, Sharfman, &Ford, 1987; Hage, 1980; Pfeffer, 1981). When the 
power of individual actors is roughly equivalent, individual and together to influence 
decision processes. Conversely, when power is highly centralised, conflict is submerged 
and the use of politics declines (Pfeffer, 198 1). As Eisenhardt and Bourgeois wrote (1988), 
'Strategic decision making is often conceptualised as an intellective process. However, it 
also is very much a political process. Organisation members use whatever power base 
they have at their disposal to bend the strategy to their own benefit or in what they see as 
the right direction. This means that strategic decision making is influenced by the power 
or political relations existing within the organisation, and by the coalitions individual 
actors, departments and other (informal) groups build (Narayanan and Fahey, 1982). 
The key assumption of this model is that organisations are coalitions of people with 
competing interests. While these individuals may share some goals such as the welfare of 
the firm, they also have conflicts. For example, some people in a business firm may 
favour growth while others may favour profitability or public service. These conflicting 
preferences arise from different bets on the shape of the future, biases induced by position 
within the organisation, and clashes in personal ambitions and interests (Allison, 1971). 
Similar to the boundedly rational model, the application of the political model to strategic 
decision making was a reaction to the prevailing economic assumptions that organisations 
possess a single, superordinate goal. As March wrote (1962), 'I will argue that the 
business organisation is properly viewed as a political system and that viewing the firm as 
such a system both clarifies conventional economic theories of the firm and (in 
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conjunction with recent developments in theoretical languages) suggests some ways of 
dealing with the classical problems in the theory of political systems generally'. While the 
boundedly rational model was a reaction to cognitive assumptions about individuals, the 
political model was a reaction to social assumptions about groups. In the political model, 
people are individually rational, but not collectively so (Eisenhardt and Zbaracki, 1992). 
The heart of the political perspective is the process by which conflict is resolved among 
individuals with competing preferences. Simply put, decisions follow the desires and 
subsequent choices of the most powerful people (March, 1962; Hinings et al., 1974; 
Salancik and Pfeffer, 1974). Further, decision makers often attempt to change the power 
structure by engaging in political tactics such as coalition fonnation, strategic use of 
information, and the employment of outside experts. This generally leads to conflict, 
empire building, rivalry, frustration and the kind of environment that may not be 
conducive to effective performance. For example, Bennis (1966) suggested that the death 
of bureaucracy might come because of its inability to cope with an increasingly complex 
and turbulent environment. This point is seen in those situations where group pressures 
lead to conformity and dependence on the group for satisfaction. Likert (1967) discussed 
the manner in which groups made decisions and concluded that when properly used, the 
group process deals with important issues but that managers are ultimately responsible for 
making the decision and for the results achieved. 
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B: Power 
Collins and Guetzkow (1964) have examined the question of power and influence in an 
organisation, and concluded that when subordinates are involved in decision making, 
superiors have more influence in how decisions are carried out. The distribution of power 
among individuals in decision-making groups as they move from problem to problem may 
vary from a concentration within one or two persons to widespread influence among many 
members of the group. Yet, 'when one examines the power of individuals vis-d-vis 
particular issues, there tend to be those who have large amounts of power with respect to 
particular problems. 
Power alone does not provide an adequate explanation for the results observed in 
organisation (Pfeffer and Salancik, 1974, Pfeffer and Moore, 1980, Baldridge, 1971). As 
Zaleznick (1970) explained, there are two dimensions that define an executive's cognitive 
biases when exercising power. First, is the selection of goals, whether only partial or total; 
second, is an orientation towards action. He concluded that the use of power is a function 
of cognitive styles. Zaleznick contended that most problems involve a conflict of ideas 
and interests. Organisations that rely on a purely bureaucratic approach do not deal with 
vital issues that make organisations dynamic. 
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Discussion of power and politics model 
The role of conflict in strategic decision making has been studied by a number of authors. 
One aspect of conflict is disagreement on the goals of an enterprise and the means for 
reaching those goals. Dess and Origer (1987) summarize a number of studies which 
reached conflicting conclusions about the relationship between disagreement on goals and 
means for achieving those goals among top management and organisational performance. 
Some studies have shown a positive relationship while others have shown a negative 
relationship. Schwenk and Cosier (1993) suggested that the lack of consistent results in 
these studies may be due to the fact that disagreement must be expressed in a productive 
way in strategic decision making in order for it to have positive effects on organisational 
performance. Techniques for introducing conflict into strategic decision making like 
devil's advocacy and dialectical inquiry have been studied as ways of improving decision 
making performance (Schwenk, 1990). 
The view that organisations are political systems in which a group of people with at least 
partially conflicting goals join together for decision making, has been supported by several 
case studies (e. g., Allison, 1971; Baldridge, 1971; Pettigrew, 1973; Quinn, 1980; 
Pettigrew, 1985; Eisenhardt and Bourgeois, 1989). For example, Allison (1971) used the 
case study of Cuban Missile Crisis to reveal that deep divisions existed among President 
Kennedy's advisors regarding an appropriate reaction to the deployment of Russian 
missiles in Cuba, based on different assumptions and their place in the hierarchy. The 
same approach was evidenced by Baldridge (1971) who used the Polaris missile program 
Chapter 2: Literature review Page 28 t, 
as a sample and concluded that success of the Polaris program depended upon skill in 
politics. Eisenhardt and Bourgeois (1988) did their study based on eight firms in the 
microcomputer industry and found that politic - the observable, but often covert, actions 
by which executives enhance their power to influence decisions-arise from power 
centralisation. Autocratic CEOs engage in politics and generate political behaviour among 
subordinates by using many political tactics such as coalition formation, withholding 
information, and the use of expert consultants to gain advantage over others. Another 
example, which came from Quinn's (1980) study of executive choice, indicated that 
effective managers used such politics, which he termed 'logical incrementalism. ' Senior 
executives developed a broad strategy of what they wished to accomplish, but 
implemented that strategy in a series of piecemeal, opportunistic decisions along 
'corridors of indifference. ' This selective approach allows executives to build a power 
base for their ideas, to accelerate or delay as necessary and to be flexible as the need to 
change arises (Quinn, 1980). 
However, not all strategic-decision making processes evidence politics. Pettigrew's 
(1973) study of decision making within a British retail firm contained numerous examples 
of political activity including agenda control, withholding inforniation, and behind-the- 
scenes coalition formation. 
Some of the best evidence that powerful people triumph comes from deductive studies. 
The original study (Pheffer and Salancik, 1974) examined budgeting at a major university 
by juxtaposing rational and political models of choice. The authors found that the power 
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of university departments influenced their share of the budget and did so more than 
rational criteria such as student units taught. This capability of powerful individuals and 
groups to get what they want was then replicated in other studies of universities and 
charitable funding agencies which also contrasted predictions from political and rational 
models (e. g., Pfeffer and Moore, 1980; Hills and Mahoney, 1978). Other authors who had 
used the same deductive method include Hills and Mahoney (1978), Gandz and Murray, 
1980 and Dean and Sharfman, 1992. Dean and Sharfman (1992) studied conditions 
leading to political behaviour in strategic decision making. They concluded that differing 
interests lead to political behaviour; trust and importance of decision mitigate politics; 
theory exaggerates the level of politics. 
Some authors (Daft, 1983; Pfeffer, 1981) have argued that politics can be beneficial. 
Moreover, those authors have argued that politics may be particularly advantageous in 
rapidly changing environments because they serve as an important mechanism for 
adaptation. However, the majority of authors on the subject concluded that politics are 
seen as ineffective. Many people dislike politics, finding them inefficient, unpleasant, 
and unnecessary (e. g., Gandza and Murray, 1980; Sharfman and Dean, 1992). As one 
executive described, 'lobbying isn't a good use of time' (Eisenhardt and Bourgeois, 1988). 
These authors concluded that politics create animosity, wastes time, disrupt information 
channels, and ultimately lead to poor performance. Other research (e. g., Sharfman and 
Deaan, 1992) suggests that the persuasiveness of politics has been exaggerated. 
Traditional theorists have underestimated the degree to which executives will put aside 
parochial interests for the good of the firm. 
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To summarise, Power is a fact of life in most business organisation, and it often has a 
disruptive effect on managers and on the performance of the organisation. Zaleznick 
(1970) states that when managers purport to make decisions in rational terms, a sense of 
disbelief occurs because most observers and participants know that personalities and 
politics play a significant if not overriding role in making decisions. While there are many 
sources of power, it is primarily used when resources are scarce, goals are uncertain, 
organisational units have discretion and possible success is not impeded by other parties 
(McCall, 1979). Power is not universally good or bad but it depends on how it is used. 
Power can be used to achieve results but it can be dysfunctional in terms of attitudes and 
commitment to performance. Nonetheless, power is exercised whether we like. it or not 
and the challenge is how to make it productive without incurring negative effects. It 
becomes painfully clear that power is a double edged sword that when used properly leads 
to desirable results but when misused can create alienation and undesirable consequences. 
According to the literature available most scholars accept the central ideas of the political 
perspective: that organisations are comprised of people with partially conflicting 
preferences, the most powerful people in any decision making situation get what they want 
and that people in general engage in political tactics such as co-operation, coalition 
formation and use of information to enhance their power. However, an emerging debate 
within the paradigm is whether politics are a positive, conflict-driven phenomenon or a 
power-driven process signalling dysfunctional decision making. 
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Having said that, there is obviously still more room for research to be done before any 
solid conclusion can be drawn on the usage and benefit of the model. The evidence so far 
has confirmed the existence of the model in some particular organisation. However, one 
has to understand that most of the evidence came from the case study approach and does 
not provide strong evidence of a general effect. 
2.1.2 Garbage Can Model 
The garbage can model of organisational choice (Cohen, March, and Olsen, 1972) has 
been a mainstay of the literature on organisational decision making for over fifteen years. 
According to this model, many decision processes within organisations do not operate 
according to rational choice models. Rather, confounding situation elements further limit 
the cognitive capacities of organisation participants (Cohen, March, and Olsen, 1972; 
March and Olsen, 1986). Streams of loosely coupled problems, solutions, participants, 
and choice opportunities flow into the organisation at different rates and connect or 
decouple elements according to a temporal rather than a causal logic (Levitt and Nass, 
1989). Garbage can processes depend on a relatively complex intermeshing of elements, 
including the mix of problems that have access to the organisation, the mix of solutions 
looking for problems, and the outside demands on the decision makers (Cohen, March, 
and Olsen, 1972). Thus, solutions may seek problems, both problems and solutions may 
await opportunities for decisions, and participant energy is likely to be distributed 
according to the overall load and arrival time of the various streams rather than by any 
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"objective" criteria determining the relative importance of a particular issue. In garbage 
can systems, decisions are often made by flight or oversight rather than by calculation. 
Research in recent decades has eroded this image. Humans miss the resources to meet the 
high standard of rational organising; their rationality is bounded, their motivation self- 
centred (Barnard, 1938; Simon, 1957; March and Simon, 1958; Cyert and March, 1963; 
Weick, 1969). The constraints, alternatives, and implications of organisational action are 
often opaque, preference orderings are inconsistent and decision rules are poorly 
understood. As Cohen, March, and Olsen pointed to the spatial and temporal 
ramifications of bounded rationality, they argued that organisational choice is ambiguous; 
linkages between means and ends, between actions today and actions tomorrow, between 
action in one part of the organisation and action in another are obscure. Plans and 
subsequent decisions, decisions and subsequent implementation are at odds (Masuch and 
LaPotin, 1989). As a consequence, it is often unclear whether an issue is a problem or a 
solution, whether a choice is available, or whether a choice is better than other choices. 
As Cohen, March, and Olsen (1972) stated: 
To understand processes within organisations, one can view a choice opportunity 
as a garbage can into which various kinds of problems and solutions are 
dumped by participants as they are generated. The mix of garbage in a single 1ý t, 
can depends on the mix of cans available, on the labels attached to the alternative 
cans, on what garbage is currently being produced, and on the speed with which 
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garbage is collected and removed from the scene. 4-ý 
Oreanisation as anarchies 
Central to the garbage can perspective are organisations termed 'organised anarchies, ' 
organisations beset by extreme ambiguity (Cohen et al. 1972). The ambiguity surfaces in 
three principle ways. One is problematic preferences: the inconsistent and ill-defined 
preferences that decision makers often possess. Decision-makers are as likely to discover 
their goals through action as they are to understand them prior to choice. 
Two, organised anarchy have unclear technology. People have only a loose understanding 
of means and ends (Eisenliardt and Zaracki, 1992). Organisational participants gain 
knowledge by trial-and -error learning, but without clear understanding of underlying 
causes (Cohen et al. 1972). Three, organised anarchy are characterised by fluid 
participation. Decision making participants come and go from the decision process, with 
their involvement depending upon their energy, interest and other demands on their time 
(Cohen et al., 1972). Therefore, anticipating who will actually be involved in a decision is 
difficult. 
In other words, organised anarchies are organisations characterised by problematic 
preferences, unclear technology, and fluid participation. Recent studies of universities, 
familiar for organised anarchy, suggest that such organisations can be viewed for some 
purposes as collections of choices looking for problems, issues and feelings looking for 
Chapter 2: Literature review Page 34 
decision situations in which they might be aired, solutions looking for issues to which they 
might be an answer and decision makers looking for work. 
Model of random process 
The heart of the garbage can model is the premise that decisions are the result of a random 
confluence of people, problem, solutions and choice opportunities. In comparison to 
political and rational models, the garbage can model calls attention to the importance of 
chance. What gets decided depends very strongly on timing and luck. Moreover, 
decisions themselves have a fuzzy character. They lack the clear beginning and end points 
of rational and political models (Eisenhardt and Zbaracki, 1992). Garbage can participants 
wander in and out of the decision. Their preferences differ as well as individuals not sure 
about what they want and who change their minds frequently, Decisions are not the result 
of analysis by boundedly rational individuals or the power of a coalition, but rather are a 
random confluence of events. As Eisenhardt and Zbaracki (1992) concluded, the garbage 
can model describes the accidental or random confluence of four streams: (1) choice 
opportunities -occasions which call for a decision, (2) solutions-answers looking for 
problems, (3) participants-people with busy schedules who might pay attention, and (4) 
problems-concerns of people within and outside the organisation. Thus, decision 
making occurs in a stochastic meeting of choices, solutions looking for problems to 
answer and decision makers looking for something to decide. 
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The garbage can model of organisational choice implies that random or heterogeneous 
outcomes should be expected, because the connections between decisions and outcomes 
are determined by temporal factors, such as time of arrival or overall load on the system, 
rather than by causal connections between decisions and outcomes. As Cohen, March, 
and Olsen (1972) stated Garbage can models describe a portion of almost any 
organisation's activities, but not all. The garbage can model has been successfully applied 
to educational (Clark et al., 1980), public (Sproull, Weiner, and Wolf, 1978), and military 
(Bromiley, 1985) organisations, as well as other "organised anarchies" (Cohen, March, 
and Olsen, 1972). However, there are number of authors and researchers who commented 
that the garbage can approach seems to be at odds with the intuitive understanding of 
organising: if organisations really function like garbage cans, how could they survive? 
But if they survive, as many apparently do, how could they act like garbage can? 
There have been number of attempts made on the research within the garbage can 
perspective. Empirical evidence suggests that some organisations can be accurately 
characterised as organised anarchies (e. g., Olsen, 1976; Kreiner, 1976; Levitt and Nass, 
1989). The evidence is drawn primarily from government and education examples (March 
and Olsen, 1976), with more recent efforts applying the garbage can model to military 
organisations (March and Weissinger-Baylon, 1986). Olsen's (1976) study of the 
selection of a new dean at a U. S. university provides a good illustration. Olsen reported 
that the preferences of the various decision makers were 'multiple, inconsistent, ill- 
defined, and changing. ' He also described fluid participation, another characteristic 
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feature of organised anarchies. Many people Nvere engaged in the selection process, but in 
a part-time fashion. 
Discussion of garbage can model 
Several case studies amplify the garbage can model. One set of results concerns deadlines. 
Decision making processes tend to become less like a garbage can as deadlines are 
imposed. For example, Weiner (1976) explored the impact of deadlines on the garbage 
can process to integrate the San Francisco school district. Deadlines forced the 'ejection' 
of extraneous garbage from the can and a focusing on the remaining issues. The number 
of participants became more knowledgeable and their participation was more frequent. In 
addition, problems and solutions became clearly intertwined. Related empirical results 
concern time perspectives. A number of authors (e. g., Kreiner, 1976; Olsen, 1976; 
Rommetveit, 1976) have observed that a longer time perspective improves the fit with the 
garbage can model, whereas a short time perspective is better captured by rational and 
political models of choice. Apparently, as time progresses, the scope of decisions 
increases, the participants become more varied and the number of solutions become larger. 
Taken together from the entire literature search, the existence of organised anarchies and 
the garbage can decision making process (i. e., random confluence of independent streams) 
is evidenced. However, numbers of strong alternative views were also presented within 
Chapter 2: Literature review Page 37 
the literature research. A good illustration is the empirical support for problematic 
preferences. For example, in the Olsen (1976) study of dean selection which is mentioned 
earlier, the importance, if not ranking, of criteria such as philosophical kinship to the 
school and academic leadership remained throughout the decision process. Thus, while 
there was some variation and ambiguity about what people wanted in a dean, there were 
common themes throughout the choice process. Another good example came from 
Kreiner's (1976) study of a Danish free-school. The author concluded that participation is 
not always so random in the garbage can process either. Although all parents and teachers 
could participate in decision making, a core group of six people dominated choice 
processes. Moreover, they faced a predictable group of opponents. 
In conclusion, the garbage can decision making process does certainly exist and in 
practice within the organisations. As Olsen (1976) claims that the garbage can model 
provides a superior explanation to rational and political explanations of decision making 
because only the garbage can model can support the existence of multiple outcomes that 
could have happened under slightly different circumstances. However, some had argued 
that such a backhanded argument seems better able to refute other theories than to confirm 
the garbage can (Eisenhardt and Zbaracki, 1992). More recently, the new approach has 
been used to study the garbage can model by comparing the model with other 
perspectives. These studies partially affirm the descriptive accuracy of the garbage can 
model, but then show how alternative perspectives strongly challenge the model. For 
example, Levitt and Nass (1989) did their study and found evidence for the existence of 
organised anarchies. But, once the research went beyond an individual case study 
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description, other mechanisms imposed more order than the garbage can model allows. 
For example, the authors indicated that the institutional factors constrain or 'put a lid on' 
the garbage can (Levitt and Nass, 1989). Another good support came from the study of 
Pinfield (1986) of the decision to develop a human resource strategy within the Canadian 
government. While Pinfield found some support for a garbage can interpretation, he also 
found that participation was not randomly fluid, but rather was a consequence of 
institutional roles, politics, and the phase of the decision process. He also observed those 
streams of problems, people, choice opportunities and solutions were not independent, but 
rather linked together by the issue at hand. Further, individuals attempted (often 
successfully) to manage choice opportunities and the participation of others in the process 
(Pinfield, 1986). 
These authors do not consider garbage can to be applicable. An overall Pattern of 
participation was clearly predictable from psychological and demographic variables as 
well as from position in the social network (Magjuka, 1988). The author concluded that 
the results suggest an interpretation 'that does not support the Garbage Can or is in any 
sense congenial to the underlying thrust of the Garbage Can theory. The results indicate 
that patterns of participation are purposive rational and predictable' (Magjuka, 1988). 
Overall, the empirical support underlying organised anarchies and the garbage can model, 
which is often single case studies in book chapters, has modest methodological validity 
and is surprisingly soft. The garbage can model may be just a label of the unexplained 
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variance of other, more powerful, descriptions of strategic decision making. The model 
might be considered as an extreme form of bounded rationality. 
2.2 Individual decision making process 
For the past few decades, researchers have attempted to model the strategic decision 
process and identify the major types or categories of the strategic decisions. This is a 
difficult task since strategic decisions are often described as "unstructured", 
"unprogrammed", and "messy". Mintzberg, Raisinghani, and Theoret (1976) provided an 
early attempt at modelling the process of strategic decision making and identified three 
major phases with subroutines or subphases within each. These included "Identification 
phase", The development phase", and "The selection phase". The researchers since 
Mintzberg et al. have focused on identifying and describing the major categories of types 
of strategic decision processes. In perhaps the most extensive study of strategic decision 
processes to date, Hickson, Butler, Cray, Mallory, and Wilson (1986) examined 150 
decision processes in British organisations and developed a typology which included three 
basic types of processes; fluid, constricted, and sporadic. Hart (1992) synthesised earlier 
research on strategic decision models and developed his own integrative framework which 
included five styles of strategy making processes. There are command mode, symbolic 
mode, rational mode, transactive mode, and generative mode. 
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A topic which is closely related to strategic decision making is strategic issue diagnosis. 
Much of the work in this stream was conducted by Jane Dutton and her colleagues (Lyles 
& Schwenk, 1992). Strategic issue diagnosis deals with the early phases of the strategic 
decision making process, including identification of issues and the assessment of the 
characteristics of issues. This process is obviously linked to the later stages of strategic 
decision making. While there has been a great deal of conceptual work done on strategic 
decision models, efforts the assess the validity of the models empirically is somewhat 
more rare. Hitt and Tyler (1991) examined the decision making behavior of executives to 
determine which of three decision making models, the rational-normative mode, the 
external control model, or the strategic choice model received the greatest empirical 
support. Strong support was found for the rational-non-native mode, an important and 
somewhat surprising finding since many decision theorists regard the rational-normative 
model as less valid than some of the more politically oriented models. 
2.2.1 Rational Model 
Early development of the strategic management literature advanced a rational, normative 
model of strategic choice (e. g., Andrew, 1971; Ansoff, 1965; Hofer and Schendel, 1978; 
Lorange & Vancil, 1977; Steiner, 1979; Thompson & Strickland, 1981; Uyterhoeven, 
Ackerman, & Rosenblum, 1977). The idea of the rational decision making model was 
initiated and developed by early researchers (e. g., March and Simon, 1958; Andrews, 
1971; Ansoff, 1965; Hofer and Schendel, 1978) who believed that people make decisions 
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based on clear objectives; where all necessary information will have been taken into 
account and where the people will end up making the best choice amongst all the possible 
alternatives. According to this model, actors enter decision situations with known 
objectives. These objectives determine the value of the possible consequences of an 
action. The actors gather appropriate infon-nation and develop a set of alternative actions. 
They then select the optimal alternative. For example, Simon's identification, 
development and selection model (Simon, 1965) is a simplified version of this rational 
model. These methods propose the search for a maximum, full, or complete number of 
alternatives a common feature of comprehensive strategic planning models (e. g., Harvey, 
1982). 
At the very least, the extended list of alternative choices are desired in order to maximise 
the performance and produce the best results. MacCrimmon and Taylor (1976) described 
this problem solving decision behaviour as the 'maximising mode', which gives the 
decision-makers a considerable amount of responsibility regarding the information- 
processing demands. Huber, Valacich & Jessup (1993) discussed what they called 
"procedural rationality" or the degree to which strategic decision processes are rational 
and orderly. Schoemaker (1993) showed the benefits of applying both rational and 
behavioral principles in explaining strategic decisions. 
Although certain details on rational decision making models vary from author to author, 
there is a general pattern that can be identified, which can be summarised as follows: 
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Step 1. Identify the goal, objective or a precise formulation of the problem 
Step 2. Search for all the necessary information 
Step 3. List all the alternative solutions 
Step 4. Evaluate alternatives according to predetermined criteria 
Step 5. Select the optimal solution 
As Eisenhardt and M. J. Zbaracki (1992) discussed in their paper, the Rational Actor model 
(Allison 1971) suggests that strategic success depends on careful analysis and planning 
before action is taken. This suggests a picture of a contemplative, deliberative group of 
managers. In his book on "groupthink, " Janis (1982) argues that extensive consideration 
of goals and a wide range of alternatives is a prerequisite to sound decision making. 
George (1980) describes superior decision making among U. S. presidents and their 
advisors in terms of the rational model. As all three studies focus on crisis and time- 
constrained decision making, one might conclude that "rational" processes arý appropriate 
for high velocity environments. However, many authors criticise this model as unrealistic, 
particularly in rapidly changing environments, with their lack of information or time to 
process it. Both cognitive and resource limits force us to abandon comprehensive, rational 
analysis (Simon 1957; Cyert and March, 1963). At best, viability of the rational model is 
seen as contingent upon a stable environment and bureaucratic organisation (Mintzberg, 
1973), a view supported empirically by Fredrickson and Mitchell (1984). Further, 
Fredrickson's subsequent research suggested that incremental processes should be used in 
unstable environments (Fredrickson, 1984). 
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The value of a systematic approach to decision making has been described by Kepner and 
Tregoe (1965). However, a purely rational basis for decision making does not take into 
account the realities that exist in complex organisation (Alan J. Rowe and James D. 
Boulgarides, 1992). 
In the Oxford Dictionary of the English Language 'rationality' is described as ['t]he 
quality of possessing reason; the power of being able to exercise one's reason'. The 
exercise of reason does not necessarily imply the maximisation of utility. Reason, the 
faculty of thinking, does not always lead to the best choice. Reasoning may be imperfect, 
in that wrong inferences are drawn from the available information. But the information 
itself may also be imperfect or incomplete. If the decision which is objectively best in 
terms of a given utility function is referred to as 'substantively rational', it will be clear 
that reasoning will not automatically lead to substantive rationality (Lea et al., 1987; 
March and Simon, 1993). Henry Mintzberg, Duru Raisinghani, and Andre Theoret 
suggested that their research indicates that, when faced with a complex, unprogrammed 
situation, the decision maker seeks to reduce the decision into subdecisions to which he 
applies general purpose, interchangeable sets of procedures or routines. In other words, 
the decision-maker deals with unstructured situations by factoring them into familiar, 
structurable elements. 
The synoptic (rational model) description of strategic processes argues that decision 
activities should begin as a result of a continuous, proactive search to identify problems of 
opportunities. However, this characterisation is at odds with numerous descriptions of 
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organisation decision making and suggests a number of questions for researchers. For 
example, Cyert and March (1963), Aharoni (1966), and Steinbruner (1974) have all 
articulated a problem-oriented motive for initiation. However, Carter (1971) disputed this 
description by suggesting that strategic decision processes also may be initiated as a result 
of an opportunity-seeking strategy, or the personal interests of individuals. Similarly, 
Mintzberg, Raisinghani, and Theoret (1976) argue that these processes can be best 
described as a compromise between the exploitation of opportunities and a reaction to 
problems and crises. Camus (1951) argued that man was not smart enough to be rational, 
a point made in a different way at about the same time by Herbert A. Simon (1957). 
In spite of the prominent position of synoptic processes (rational model) in the strategic 
management literature, authors in several fields have questioned their reality and 
advisability. For example, authors have frequently cited the individual's cognitive 
limitations (Cycrt & March, 1963; March & Simon, 1958) and the costs of information 
gathering (Braybrooke & Lindblom, 1970) as arguments against using comprehensive 
processes to make decisions. In addition, Quinn (1980) expressed numerous concerns 
about managers' ability to comprehensively integrate multiple decisions into a consistent 
whole. Several contributors to the strategy formulation literature have suggested that 
synoptic processes, which are based on a rational model, are appropriate for firms in stable 
environments (Anderson & Paine, 1975; Mintzberg, 1973; Nutt, 1976); they have also 
suggested that firms should use incremental processes when their environment is unstable. 
Since comprehensiveness is a major feature of synoptic models, this view implies that a 
comprehensive decision process will result in superior performance in a stable 
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enviromuent. In contrast, a noncomprehensive process, with its speed and flexibility, 
would be expected to have a similar effect in an unstable environment. Both assertions 
have received empirical support (Fredrickson, 1984; Fredrickson & Mitchell, 1984). 
Another major barrier of human cognitive limitation which prevent people from becoming 
rational is 'bias'. There is substantial literature which deals with cognitive biases and 
heuristics e. g. Hogarth, 1980; Slovic et al., 1977; Tversky and Kahneman, 1974. Michael 
(1973) suggests that when environment uncertainty cannot be minimised by organisational 
action, managers may alter their perceptions of the environment so that it appears more 
certain. Decision-makers may repress awareness of the uncertainty and act on a simplified 
model of reality which they construct (Michael, 1973). In order to be able to act at all in 
such environments, decision-makers may use perceptual processes to simplify the decision 
situation. Researchers in the fields of cognitive psychology and behavioural decision 
theory often call these processes biases. However, others prefer the tenn 'heuristics', 
since the term 'biases' suggests that these processes generally have a negative impact on 
strategic decisions. Tversky and Kahneman (1974) and other behavioural decision 
theorists have pointed out that they may actually improve decisions. 
2.2.2 Bounded Rational Model 
March and Simon (1958) introduce the concept of bounded rationality which implies that 
decision-makers do not know all of the possible decisions or their consequences. Bounded 
rationality negates the concept of the decision-maker who can effectively elucidate a 
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single goal or the optimal strategy for its attainment. The resultant model of organisation 
is one of a loosely coupled group of suborganizations characterised by bounded rationality 
and seeking to attain their own goal(s), although not in an optimising sense. As mentioned 
earlier, to be effective, the decision-maker must deal with both the behavioural and the 
technical aspects of a problem. 
However, there have been enough studies in the area of strategic decision making to 
conclude that people are not being as rational as they wanted or believed to be. The major 
weakness of the rationality view is that the decision-makers are assumed to possess an 
unlimited capacity to analyse situations and develop optimal solutions to the problem. The 
initial debate involved the study of cognitive limitations which concluded that people are 
boundedly rational by the limitation of their information process (e. g., Cyert and March, 
1963; Carter, 1971; Anderson, 1983; Pinfield, 1986). 
March and Simon (1958) state: 
Because of the limits of human intellective capacities in comparison with the 
complexities of the problem that individuals and organisations face, rational 
behaviour calls for simplified models that capture the main features of a 
problem without capturing all its complexities. 
Several empirical studies reveal cognitive limitations and concluded that human 
information processing capacity is limited. Writers in the field of strategic management 
generally recognise that human cognitive limitations may affect strategic decision making 
(Steiner and Miner, 1977). The original work of cognitive limitation was done by Cyert, 
March and colleagues (Cyert and March, 1963). These authors presented theory and case 
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studies, which demonstrate that goals can be inconsistent across people and time. Search 
behaviour is often local, and standard operating procedures guide much of organisational 
behaviour (Eisenhardt and Zbaracki, 1992). Others also support this idea by explaining 
that strategic decision involves complexity, novelty and uncertainty. The information 
available for analysis will never be complete. Hence, people have to make some kind of 
prediction based on the available information. In other words, the decision making 
process is boundedly rational because people often search for information and alternatives 
haphazardly and opportunistically. Goals and objectives to the problem are unclear and 
shift over time. The analysis of alternatives may be limited and decisions often reflect the 
use of standard operating procedures rather than systematic analysis. 
A number of studies indicated that human cognitive limitation occurred in each step of the 
rational model. Most recent research has demonstrated that human cognitive processes 
attempt to reduce cognitive effort through the use of heuristics which may create 
systematic biases (Barnes, 1984; Kahneman and Tversky, 1979,1987; Schwenk, 1984, 
1986,1988). One well-known example of the reduced cognitive process strategy is 
Elimination by Aspects (EBA) strategy by Tversky (1972). Elimination by Aspects 
(EBA) is a noncompensatory technique, often used to reduce cognitive effort by quickly 
eliminating alternatives (Tversky, 1972). In a typical version of this strategy, the decision- 
maker first compares all alternatives on the cue or aspect considered most important. 
Those alternatives not having satisfactory values of this aspect are eliminated. The 
remaining alternatives are then compared on the next most important cue, with 
unsatisfactory alternatives eliminated. The process continues until one alternative 
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remains. This is a reduced processing strategy, since an alternative may by eliminated on 
the basis of one or a few cues, without considering all the relevant infonnation. 
In one of the first studies to investigate this issue, Pain (1976) examined the decision 
strategies subjects used Nvhen selecting one apartment from a number of alternative 
apartments. Task complexity was manipulated by varying the number of alternatives in a 
choice set and the number of dimensions per alternative. Using an information board 
methodology, analysis of the subjects' search behaviour was conducted to detennine the 
processing strategies used. Pain found that when few alternatives were included in the 
choice set, subjects used a complex strategy, such as additive compensatory. When the 
number of available alternatives increased, however, subjects utilised reduced processing 
strategies like elimination by aspects (Tversky, 1972). 
Therefore, the original debate on whether decision-makers are rational or boundedly 
rational is no longer arguable. Empirical research clearly supports the existence of 
cognitive limits to the rational model. Based on this reason, the alternative view of 
rational decision making model has occurred. A number of authors followed along the 
line of rational but have rearranged the pieces to make the model more practical (e. g. 
Mintzberg et al., 1976; Hickson et al., 1986). The most recent authors have transformed 
the rational vs. boundedly rational dichotomy into an extension by investigating whether 
and when decision making is rational (e. g., Fredrickson, 1984; Fredrickson and Mitchell, 
1984; Fredrickson and laquinto, 1989; Dean and Sharfman, 1992). These authors 
acknowledge that decision processes are often boundedly rational and so seek to improve 
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the rationality by using more information and creating more diverse viewpoints (e. g., 
Janis, 1982; Schweiger, Sandberg and Tagan, 1986). 
Moreover, an increasing number of authors have suggested that the more complex or 
turbulent environments require less rationality (e. g., Fredrickson, 1984; Miller, 1987). 
Many authors have come up with the suggestion that human cognitive processes attempt 
to reduce cognitive effort through the use of heuristics (Barnes, 1984; Kahneman and 
Tversky, 1979; Schwenk, 1984). By using heuristic, decision-makers can make fairly 
accurate interpretations and evaluations without having to examine all available 
information (Nisbett and Ross, 1980; Starbuck and Miliken, 1988). 
2.2.3 Quasi-rational model 
A more recent variation of the rational model accepts the model, but rearranges its pieces 
to allow repetition and variety in their order (e. g., Mintzberg et al., 1976; Nutt, 1984; 
Hickson et al., 1986). This work recognises that decisions have unique patterns of 
solution (Eisenhardt and M. J. Zbaracki, 1992). 
One example is the study by Mintzberg et al., (1976) of 25 decision processes from which 
they generated a model of the structure of apparently 'unstructured' strategic decisions. 
Three basic phases - the identification, development and selection phases of decision 
making - form the heart of the model. In the classic rational model of choice, these stages 
occur sequentially. In Mintzberg et al's study, these phases have no sequential 
relationship. Rather, within each phase, decisions follow various routines: decision 
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recognition and diagnosis routines: decision recognition and diagnosis routines during the 
identification phase, search and design routines during the development phase and screen, 
evaluation-choice and authorisation routines during the selection phase. The phases and 
their routines can come in any order and can be repeated. The result is that steps in a 
rational strategic decision process actually shift, branch, cycle and recycle. 
Another example is Nutt's (1984) study of decisions in health-related organisations. This 
study also indicates that the pieces of the rational model are valid, but that they do not 
necessarily follow a simple, causal sequence. The author found five types of decision 
processes which vary primarily in their approach to search. For example, in the historical 
process, people draw ideas from the practices of others in order to guarantee that the idea 
will work. The off-the-shelf approach uses aggressive search to find the best available 
technique while in appraisal processes, managers use the scientific method to evaluate the 
effectiveness of ideas with unknown value. 
More recently, the Bradford group (e. g., Hickson et al., 1986) examined 150 widely 
varying strategic decisions in the UK. They determined that the linearity of the decision 
process is highly variable. The amount of cycling and the shape of the process depend on 
how complex and political the decision is. Simple matters with little debate follow 
smooth and often constricted decision making processes. In contrast, complex and 
contentious matters had more complicated processes with delays and recycling. Thus, like 
the previous studies this study suggests that decision processes vary depending upon 
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decision characteristics as executives apparently bypass or revisit different aspects of the 
choice over time. 
All these authors acknowledge that decision processes are often boundedly rational and so 
seek to improve the rationality, usually by rearranging and repeating the sequence of the 
original rational model. 
In summary, human cognitive capacity limited the opportunity for them to be perfect in 
making strategic decision. In reality, people are not nor can be as rational as they hope or 
want to be, especially in the business world where everything moves and changes 
dramatically and too frequently. The question of how to help people make a perfect 
decision does exist in the area of decision making. However, in order to come up with a 
result we need to take a closer look on how people actually make their decisions. Till we 
can truly understand their methods and the downside of them, we have no way to reach the 
perfect solution. Rational decision making process itself is a good method but as we all 
know it is far from becoming the practical method in reality. Boundedly rational model on 
the other hand has a more promising effect in reality dealing with true human cognitive 
limitation. However, the main theme of this thesis suggests that both methods, rational 
and heuristics together may very well be used as the main key by decision-makers. After 
all, people always try to be as rational as possible when it comes to strategic decision 
which involves money. The aim of this section is to confirm the findings based on 
literature research that people are not being rational as much as they want to due to their 
cognitive limitation capacity. That puts researchers into other concepts of decision 
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making which are Politics and Power model, Garbage can model, Quasi-rational model 
and Heuristics model. 
2.3 Validity of the four major models 
The previous sections look to the past in describing the three major strategic decision 
perspectives. Overall, the original debate, which shaped the paradigm, over whether 
decision-makers are rational or boundedly rational, is no longer very controversial. From 
previous studies in literature review, it is very obvious that the rational model is too 
extreme on the idea of people being perfect. The idea has received little support from the 
proved existence of human cognitive limitation. As for quasi-rational model, the model 
has clearly taken the facts of human cognitive limitation into account. However, the 
model is more towards the suggestion of how decision-makers should make their decision. 
There is no real evidence to support the actual use of such model in real strategic decision 
making. As mentioned earlier this research emphasises more on the pattern of how the 
decision-makers actually make their decision. Therefore, this quasi-rational model will 
not be covered in detail at this stage. Both of the group models; Power and Politics and 
Garbage Can may describe certain activities but do not offer any basis for improving 
decision making. Many people dislike politics, finding them inefficient, unpleasant, and 
unnecessary (e. g., Gandz and Murray, 1980; Sharfman and Dean, 1992). As one executive 
described, 'Lobbying isn't a good use of time' (Eisenhardt and Bourgeois, 1988). These 
authors concluded that politics create animosity, waste time, disrupt information channels, 
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and ultimately lead to poor performance. The same idea also applies to garbage can 
model. 
As a conclusion, Rational decision making model is too extreme in the normative model 
of decision making whereas both Power and Politics and Garbage Can are extreme in 
descriptive model decision making. A more even model which attempts to be more 
representative of the decision making process is 'Heuristics'. Studying 'Heuristics' is the 
way to create a more realistic view of how strategic decision-makers actually make 
decisions. Heuristics is the best way to describe strategic decision making process in 
reality. It takes into account the fact that decision-makers are cognitively limited and 
engage in a cycling among rational decision making step. 
2.4 Heuristics Model 
Strategic problems and strategic decision making are complex (Mintzberg, Raisinghani, 
and Theoret, 1976; Mason and Mitroff, 1981; Cray et al., 1991). Environments become 
more complex as international competition and knowledge flows develop (Porter, 1986; 
Melin, 1992) and the scope of some diversified multinational companies adds even greater 
complexity (Prahalad and Doz, 1987). Firms, industries and business environments may 
be considered as systems and their level of complexity can be conceived in terms of 
systems theory or rules of the game representing the variety of the system. 
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Confronted with new or changing environments, managers are likely to deal with the 
situation within the bounds of existing cognitive structures (Johnson, 1988). It is typically 
after a phase of unleaming (Hedberg, 1981), perhaps prompted by threat or crises, that 
mangers reconceive situations outside that cognitive structure (Argyris and Schon, 1978; 
Grinyer and Spender, 1979). Some environmental events will be retained and included in 
the knowledge structure thus causing a new association to be developed (Meyer, 1982). 
Simple structures may therefore develop over time into complex ones by the inclusion of 
new experiences (Schank and Abelson, 1977; Lyles and Schwenk, 1992). 
As noted, people are imperfectly rational, or boundedly rational, due to the limits of 
human information processing and communication (March and Simon, 1958). Since that 
time, there have been a number of conceptual and empirical pieces and studies which have 
extended these ideas (Reger & Huff, 1993; Schwenk & Dalton, 1991; Huff & Schwenk, 
1990; Hambrick & Geletkanycz, 1993; Milliken & Lant, 1991). Isenberg (1984) and 
Geletkanycz & Fridrickson (1993) note that, while the executive is 'imperfectly rational', 
there is still a need for the organisation to try to act rationally in pursuit of the firm's 
goals. A number of authors suggested that handling strategic decision problem require 
high cognitive complexity from top managers in order to embrace the complexity of his or 
her environment. As Mintzberg (1987) mentioned strategies are abstractions in the mind 
of managers; they emerge from sets of ideas and constructs through which problems are 
identified and interpreted. 
Chapter 2: Literature review Page 55 zlý 
Strategic management researchers have recently begun to recognise the importance of 
information processing limitations for strategic decision-making (Hogarth & Makridakis, 
1981; Schwenk, 1984; Taylor, 1975). In explaining the nature, content, and timing of 
strategic decision, behavioural and non-rational impacts on the decision process must be 
taken into account (Duhaime and Schwenk, 1985). It seems reasonable that the more 
complex, unstructured, and strategic a decision is, the more likely it is that information 
processing limitations might affect the decision process. It has been said that strategic 
decisions involve complexity, ambiguity and lack of structure. Decision-makers cannot 
simultaneously consider or process all the variables and data involved in strategic decision 
problem. It has been suggested that in order to function in such ill-structured situations, as 
well as to avoid the stress that such ambiguity produces, decision makers may use 
perceptual processes or heuristics for simplifying information processing. 
Steinbruner (1974), in his discussion of cognitive psychological research on decision 
making, provided some insights into this process. He suggested that in any complex 
decision situation involving a number of potential alternatives, decision-makers may 
engage in single outcome calculation. Rather than attempting to specify all alternative 
courses of action for dealing with a failing unit, as normative decision theory would 
suggest, decision-makers may focus on a single goal and a single alternative for achieving 
it. Steinbruner argues that, contrary to normative models of organisational decision 
making, uncertainty is often not resolved by probabilistic calculations of the outcomes of 
alternatives. Rather, favourable outcomes are inferred for preferred alternatives; 
unfavourable outcomes are projected for non preferred alternatives. 
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Mason and Mitroff (1981) and others have observed that strategic problems are almost by 
definition, extremely complex. The problem raised by numbers of authors is how do 
strategists with limited information processing capacities deal with this complexity in 
order to make sense of strategic problems? 
One way to achieve a more realistic view of cognition is to study heuristics of strategic 
choice. Previous researchers suggested that heuristics are important, especially for senior 
managers (e. g., Isenberg, 1986; Fredrickson, 1985; Eisenhardt, 1989) because they 
provide a more realistic, multidimensional view of rationality. For example, strategic 
decision-makers develop many alternatives, but analyse them superficially (Eisenhardt, 
1989) 
2.4.1 Coping with cognitive limitation 
Heuristics is the new idea which has recently emerged as a major factor inherent to 
research on decision-making processes. Most of the work integrating behavioural decision 
theory into the strategic decision-making literature has been based on early notions by 
Tversky and Kahnernan (1973,1974 and 1981). Tversky and Kahnernan (1974) and 
Slovic, Fischhoff and Lichtenstein (1977) stated that when faced with uncertain, complex 
and strategic decisions, individuals develop and use heuristics (simple rules that decision 
makers apparently adopt in order to cope with their limited information-processing 
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capacities) to simplify the decision process. In other words, individuals approach complex 
decisions with previously constructed heuristics of cognitive models that are reflected in 
personal characteristics. Most recent research has demonstrated that human cognitive 
processes attempt to reduce cognitive effort through the use of heuristics which may create 
systematic biases (Barnes, 1984; Kalmeman and Tversky, 1979,1987; 1984,1986,1988). 
Others have suggested that by using heuristics, decision-makers can make fairly accurate 
interpretations and evaluations without having to examine all available information 
(Nisbett and Ross, 1980; Starbuck and Milliken, 1988). The literature on management and 
cognitive psychology suggests that individuals use these heuristics or cognitive models to 
integrate pieces of information into a single judgement in making decisions (e. g. Hitt and 
Middlemist, 1979; MacCrimon and Taylor, 1976; March and Simon, 1958). Because 
managers often use past experience or intuition as the basis for problem solving, the 
heuristic approach is particularly appropriate. It is based on the experience, insight, 
understanding and logic the human mind uses to arrive at solutions to complex problems. 
Therefore, rather than formal, deductive logic, heuristics allows the decision-maker to use 
informal, inductive logic and thus to be able to solve problems that are otherwise difficult 
to deal with. 
In addition, Spender (1989) argued that executives are involved in a two-step process. 
While the decision process involves a rational component, a process of judgement is used 
to deal with uncertainty. He argued that judgement intervenes in the proposed causal 
model that links the executives' objective data in order to make decisions. Often, the 
burdens and risks of exercising judgement cause executives to draw their primary support 
Chapter 2: Literature review Page 58 
from other executives operating in the same industry. However, these executives do not 
seek detailed or prescriptive formulae because they know that organisations in the same 
industries are in different circumstances. Mintzberg's (1976) hypothesis that intuition 
increases with seniority has found favour in the literature. Indeed, the general view is that 
uncertainty and time pressures associated with higher management positions call for a 
decisive, experience-based approach rather than elaborate analysis. He also claims that 
planning and management science, with their emphasis on logic and articulation, require a 
rational cognitive style whereas management at the policy level, which involves coping 
with ambiguity and complexity, requires a more intuitive approach. Agor's (1991) survey 
of American managers provides empirical support for this. Senior managers in every 
organisation score higher on intuition than their subordinates. Work by behavioural 
decision theorists and strategists (e. g. Hambrick and Mason, 1984; Schwenk, 1984; Walsh, 
1989), therefore, suggests that executives do not follow a totally rational model in making 
strategic decision. Furthermore, they may not always interpret industry information 
correctly or utilise all relevant and available inforination. More specifically, Duhaime and 
Schwenk (1985) suggested that a number of specific simplifying processes may be used in 
acquisition and divestment decisions. 
A number of authors also agreed on the same basic understanding that heuristic reasoning 
used the conceptual ability of the manager to innovate by thinking "laterally' rather than 
deductively. The president of a successful company using a heuristic approach remarked 
when asked what he would do if he did not have sufficient infonnation, "I would take 
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action, recognising that some of my decision would not be correct. But in the process of 
trying, I would learn how to make the right decision". 
Top executives often have experience in multiple fields, although they may have dominant 
experience in one or two. Thus, their possibly broader and richer experience is seen as 
more appropriate for strategic decision-making. Additionally, the type and weighting of 
these different levels of experience may well have helped shape a cognitive model used for 
making strategic decision. Fridrickson (1985) found that the decision processes of 
experienced managers differ markedly from those used by inexperienced managers in 
making the same strategic decisions. Experience enables managers to test and adjust to a 
cognitive model that leads to more successful decisions. Less experienced managers lack 
the knowledge gained from past decisions that experienced executives have. Therefore, 
executives' cognitive models are partially based on their career experience (Hambrick and 
Mason, 1984). M. A. Hitt and B. B. Tyler (1991) also found that the strategic decision 
models varied from one executive to another according to their different level of 
experience. Duhaime and Schwenk, (1985); Schwenk (1984) suggested that given the 
limits of human information processing capabilities, a top executive evaluating different 
potential acquisitions can be expected to simplify the decision process by emphasising 
certain criteria more than others. 
2.4.2 Relationship of cognitive limitation and strategic decision making 
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M. A. Hitt and B. B. Tyler (1991) suggested that top executives rarely do conduct 
preliminary analyses on potential acquisitions. Rather, staff members or other managers 
assimilate and analyse relevant data and present executives with summary evaluations of 
targets. This idea Nvas supported by 1. Janis who suggested the same concept of this 
heuristic type called 'Nutshell briefing'. Both Mason (1969) and Schwenk (1982) also 
noted that the use of advice from planners and consultants is the most common form of top 
management decision making. In other words, information is developed by others and 
then presented to decision-makers for their use. It is widely understood that human 
cognitive limitations might affect strategic decision -making (Steiner and Miner, 1977). 
As Downey and Slocum (1982) found individuals' cognitive abilities affected the manner 
in which they perceived that uncertainty in the enviromuent affected their perfonnance. 
Therefore, the effects of cognitive complexity relate to the processing of information. As 
a result, it affects the number and type (complex) of criteria and alternatives evaluated in 
the decision. Thus, increases in the complexity of the decision situation (i. e., more 
choices) will result in decision-makers resorting to choice heuristics in an effort to reduce 
cognitive strain. It has been suggested that with low task complexity, decision makers 
often use full processing strategies, while an increase in task complexity typically results 
in the use of reduced processing strategies to reduce cognitive effort. This reduced 
processing strategy methods consider only a few alternatives as being appropriate for 
decision-makers' consideration. In fact, "satisfying" (i. e., find a satisfactory choice as 
opposed to an optimal maximising choice) as explained by Simon (1976) might be 
superior to the others in a strategic context. 
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There are a number of different ways in which the decision process can be simplified, to 
reach a decision without the extensive information gathering and mental processing 
required by normative rules. One basic approach is to set general limits on what 
information will be examined. One way of doing this is through "satisfying" (Simon, 
1957). Here, the goal is to find a satisfactory alternative, rather than- the optimal 
alternative. Thus, you can stop searching as soon as you find an alternative that exceeds 
your "aspiration level", rather than having to consider all the alternatives. 
The simplifying strategies require less processing because of their limited information 
search and simpler evaluation processes. However, the resulting decisions may not be 
optimal. Sub-optimalities arise from unused information, inconsistency, order effects, and 
the like (see, e. g., Einhom, 1970,197 1; Hogarth, 198 1; Slovic et al., 1977; Tversky, 1969, 
1972). Also, there can be instances of default, in which these strategies fail to achieve 
their goal of a unique choice. Thus, the decision-maker faces an important trade-off 
between reduced effort and increased sub-optimality. Indeed, in research with managers 
(e. g., Einhorn, 1971; Huber, 1980; Payne, 1976) it has been found that decision makers 
adapt to complex decision by making greater use of simplifying strategies 
Simplification, and dealing with few components at a time, leads to a concentration on 
'strategic factors' (Barnard, 1938) and bounded rationality (March and Simon, 1958). 
Decision-making is the essence of strategy and improving the quality of strategic decisions 
is problematic. This is because a strategic decision often involves choices which have not 
been encountered before, for which no predetermined, explicit set of ordered response 
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exist in the organisation, and which are important in terms of resources committed or 
precedents set (Narayanan and Fahey, 1982). Strategic decisions are often quite complex, 
a problem which is exacerbated by the lack of precedence or predetermined responses. 
Pain found that when few alternatives were included in the choice set, subjects used a 
complex strategy, such as additive compensatory. When the number of available 
alternatives increased, however, subjects utilised reduced processing strategies like 
elimination by aspects (Tversky, 1972). Laurence Paquette and Thomas Kida (1988) 
comment from their study that the more efficient decision-makers were those who used a 
reduced processing strategy such as elimination by aspects when faced with a complex 
decision task. The decision-makers achieved this efficiency by saving time, without 
losing decision accuracy. 
2.4.3 Type of Heuristics 
The most commonly encountered aspect of heuristics may be categorised into the 
following generic types: 
Simplification: Intentionally limiting the manifold aspects involved in the decision in 
order to reduce the cognitive load. 
0 Reference to past cases: Identifying similar past cases and using their past decision 
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outcomes as guideline 
0 Imitation: Identifying similar decisions taken by other organisations and adopting 
them 
N Risk aversion: Searching for specified types of risk, carrying out small scale 
experiments, relating to recent or high profile failure cases 
m Satisfying: Searching for an acceptable solution rather than the optimal one, only 
generating alternatives if the first possibility is rejected 
N Co-operation: Pooling knowledge, sharing risk with competitors, customers, 
suppliers 
2.4.4 Applied Heuristics in other areas 
There are many definitions of heuristics, ranging from trial and error to experience or 
intuitive logic. No matter how one describes heuristics, it involves the way we think, 
reason, and perceive situations. Polya (1957) was one of the early writers who described 
heuristics as "the study of methods and rules of discovery and invention. Heuristic 
reasoning has as its purpose the discovery of a plausible or provisional solution to a 
problem. If you cannot solve the problem at hand then solve some related problem". 
Pearl (1984) describes heuristics as a rule of thumb to guide one's actions based on 
criteria, methods, or principles for deciding which alternative course of action will achieve 
some goal. He also refers to heuristics as "intelligent search strategies for computer 
problem solving" 
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Heuristics is not only a newly accepted individual decision making model, but it's reliable 
and useful enough to be applied as part of decision aids tool. Heuristic rule development 
is facilitated when applying appropriate models. Pearl's (1984) approach to computational 
heuristics as well as Bimson and Burris' (1987) approach to conceptual model based 
reasoning are part of the class of modelling or methodological bases for developing 
heuristic rules. Although deterministic problems are often solved by methods such as 
linear programming, heuristic methods offer another approach that decision-makers can 
use to solve such problems. Managers faced with the ongoing requirement of satisfying 
multiple objectives often seek satisfactory rather than optimum solutions to problems. A 
very useful approach to developing heuristic rules is the general Pareto Law. It appears 
frequently in practical problems and has been applied to inventory control to describe 
items with high, medium, and low values. It is also used to describe the relative 
importance of decisions that managers make. 
SUMMARY 
Strategic management researchers are showing increased interest in the cognition of 
strategic decision-makers. This is due to the increased recognition of the importance of 
key decision-makers' perceptions in studying the likes between the environment, strategy, 
and structure as well as a greater awareness of the role of cognition in strategic issue 
diagnosis and problem formulation. 
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Authors in several fields have questioned the realism and advisability of using a 
comprehensive process. Individuals' cognitive limitations have been cited as an 
explanation of why organisations establish "bounded rationality" (March & Simon, 1 958) 
that result in "satisfying" choices (Cyert & March, 1963). Similarly, it has been argued 
that suggestions to be comprehensive ignore the costs of obtaining the necessary 
information and delay an organisation's response time (Braybrooke & Lindblom, 1970). 
Quinn (1980) has summarised this issue by suggesting that it is impossible for a manager 
to orchestrate external events, internal decisions, needed information and so on effectively 
so that they all come together at a desired moment. 
Although the debate regarding synoptic and incremental processes usually has revolved 
around the value of using one approach over the other, several authors have suggested that 
organisations employ both approaches. For example, Nutt (1977) has argued that some 
stages of strategic decision making require a synoptic process and others call for an 
incremental. Similarly, Mintzberg (1973) has observed a "mixing" of processes 
depending on the nature of the decision and the functional orientation of the department 
involved. He and others (Lorange & Vancil, 1977; Nutt, 1976) also suggest that a variety 
of contextual factors (e. g., size, environment) explain why either approach is used. 
As was stated earlier, interest in strategic cognition is growing because of increased 
awareness of their role in strategic issue diagnosis and problem fonnulation. Research on 
cognitive structures, processes, and biases gives insights into the ways decision-makers 
Chapter 2: Literature review Page 66 
with limited cognitive capacities comprehend and solve very complex strategic problems. 
It may also give insights into the types of errors that they make in strategic decision- 
making. A better understanding of strategists' cognitive structures and processes will also 
provide a basis for better recommendations for improving strategic decision-making. 
Indeed, some studies of expert knowledge suggest that increasing expertise is associated 
with greater cognitive simplification, by the application of more efficient heuristics 
(Schvanveldt et al., 1982). It was also concluded that when faced with ill-defined 
problems, the decision-makers will utilise past information stored in his/her memory to 
evaluate alternative representations of the problem. Although concerns have been 
expressed about using heuristics, this is nonetheless the way that managers, who are 
considered experts, view the world. What the decision-maker has to consider is that 
heuristics typically involve right-brain thinking and that this may not match every 
manager's style. 
It is very clear that a deeper study and understanding on the heuristics and intuition are in 
urgent need. The idea of heuristics has long been mentioned in the decision-making area. 
However, no concrete conclusion has been drawn in the past to explain on how it was used 
or how much it was used in strategic decision. That is why this research is concentrated on 
the 'Heuristics' model in particular and not the others. The main research issues on 
'Heuristics' for this thesis are as follow: - 
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Are they used in strategic decision making process? 
0 How much are they used? 
0 Are they used together with the rationality model? 
0 What type of heuristics are used by strategic decision-makers? 
E The relationship between heuristics and the level of strategicness: 
Are they used more with a high level of strategicness decision? 
or, 
Are they used less with a low level of strategicness decision? 
2.5 Level of Strategicness in Decision 
In early developments of strategic decision making, it was found that models for these 
decisions varied from industry to industry. It was also found that the executive's personal 
characteristics (such as age, educational background, work experience and managerial 
position (CEO and below)) have a direct impact on strategic decisions. For example, 
Ireland et aL (1987) found strategic decision processes varied according to the managerial 
level of an executive in a firm. He found, for example, that executives of varying 
managerial levels had distinctly different perceptions of the firm's strengths and 
weaknesses as well as perception of enviromnental uncertainty. He speculated that these 
differences could be explained by different decision models based on the availability of 
heuristic. According to Tversky and Kahneman (1973), people often make decisions by 
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using information that can easily be recalled (e. g. available information). The type and 
amount of information available for strategic decisions may vary according to the 
managerial position and level of responsibility. 
Hambrick and Mason (1984) proposed that managerial aspirations and strategic decisions 
may vary according to the actual proportion of the managers' salary which is linked to the 
firms performance. Many incentive compensation plans closely link top executives' 
compensation to performance. A larger proportion of the CEO's total compensation is 
linked to performance rather to top executives below the CEO. Hoskisson, Hitt and Hill 
(1989) also found that difference in compensation incentives directly affected the criteria 
executives used to make strategic decisions. Thus, executives below the CEO may rely on 
different models than the CEO to make strategic decisions because of different criteria 
used, resulting from executive incentive compensation plans. The work of Hambrick and 
Mason (1984) and Schwenk (1986) confirms that the human actors (e. g. top executives) 
also affect the strategic decision made. 
Most current researchers suggest that different factors should be taken into account when 
considering strategic decision making. They argued that strategic decision making is 
largely constrained by the external environment as well as the internal one (Romanelli and 
Tushman 1986). In other words, to measure the level of strategic decision by the level of 
the manager is too vague. This is clearly illustrated in the case where executives from 
different companies, who may all occupy the same managerial position, will have a 
different conception of strategic decision making. This is precisely because each of these 
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executives is operating in a different type of industry. This is further emphasised by other 
authors who stated that factors such as the context within which the problem is located as 
well as the manager's individual perception of the problem also have a direct impact on 
the manager's decision making process. For instance, Miles and Snow (1978) suggest that 
business environmental (external factor) complexity and dynamism have been closely 
linked to the infonnation uncertainty perspective, while conflict has been tied to the 
resource dependence perspective. Some perspectives offer a better understanding of the 
impact of each problem with in the firm. These dimension affect top management's 
perception of uncertainty. This uncertainty also influences such strategic decision 
characteristics as propensity for risk taking, futurity, proactiveness and defensiveness. 
Some other internal factors included the company's goal and objective, the financial status 
and the manager with their problem solving mental model. 
It is difficult to directly measure the strategic level of a decision. As mentioned earlier on, 
there are many methods available to indirectly measure the level of strategic decision. It 
was decided for this research to use a direct measure based on the characteristics of 
strategic decisions obtained from the literature (see table II). A number of authors have 
identified aspects of strategic decisions. There is no unique description of a strategic 
decision. Each author has his own description of strategic decisions according to the type 
of business or the experience they have. For example, Jane E. Dutton & Susan E. Jackson 
(1987) identified the meaning of strategic decision as threat and opportunities while 
Michael A. Hitt and Beverly B. Tyler (1991) suggested that strategic decision is the 
decision which concerns goals, domains, technologies and structure of a firm. 
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There has been no specific evidence within the literature review regarding the standard- 
method to measure the level of strategicness of the decision. However, a number of 
authors have expressed their understanding of the concept 'strategic decision' through its 
characteristics. The literature of strategic decision has been advanced in the area of 
decision making. Strategic decision has became the core study of the executive decision- 
makers. However, no real attempt has ever been made on how strategic each decision is. 
Taken into account the fact that this is a new approach, it is reasonable enough to base the 
measurement of level of strategicness decision on its characteristics mentioned by various 
authors. For example, Tversky and Kalmeman (1974) and Slovic, Fischhoff and 
Lichtenstein (1977) stated that strategic decisions are the uncertain and complex problems. 
Another example came from Armstrong (1982); Cosier (1983); Mintzberg, Raisinghani, 
& Theoret (1976), these authors stated that strategic decisions are involved with 
incomplete information, novelty, complexity, iterativeness. Each author has his own 
opinion and understanding on the issue of strategic decision. However, they are not 
completely different from each other. Most of the characteristics mentioned by authors 
shows some similarity or even repeatedly mention from author to author. 
The full list of characteristics of strategic decision is listed on table 11 below. 
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Authors Characteristic qJ'Strategic Decision 
I. J. Justin Tan and Robert J. i. Iiii1cwation (non-routine) 
Litsehert 2. Take long time to solve the problem 
3. High risk/ uncertainty 
4. Money involve 
5. Rational 
Tyler 
3. Laurence Paquette 
4. Jane E. Dutton and Susan E. 
ackson 
5. Lewis A. Taylor 
6. T. S. Bateman and C. P. 
Zeithaml 
technologies and structure of a firm 
7. High complexity 
8. Threat (negative situation in which loss is 
likely) 
9. Opportunity (in which gain is likely) 
10. Uncertainty 
11. Incomplete information 
12. Novelty (non-routine) 
13. Complexity 
14. Iterativeness 
15. Investment on project or organisation activity 
7. Charles R. Schwenk 16. Complexity (Uncertainty and ambiguity) 
17. Novelty 
18. Openedendness 
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Howard Thomas I ig. Low level of initial structure 
2o. Longtime horizons 
2 1. Distinct political complications 
22. Wide ranging effect within the organisation 
23. High sensitivity to environmental changes 
9. Harvey. D. F 124. Risk 
26. Large changes 
27. High uncertainty 
28. High complexity 
Table 2: Characteristics of strategic decision (from literature review) 
Based on the list in table 1, five of the characteristics were selected by as major criteria of 
the Level of a strategic decision. The reason for these five characteristics was being 
chosen because they were repeatedly mentioned by numbers of authors. They are types of 
problem (novelty, non-routine, innovation, incomplete information and openedendness), 
money involved (investment), level of risk involved (high risk or threat), and complexity 
of the problem and time consumed when making a decision. Other characteristics will be 
excluded from this study as they are unclear and do not appear to add significantly to the 
concept of the level of strategic decision. 
2.5.1 Type of problem (non-routine) 
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Strategic decision problems are complex in nature because they have to take into account 
the different levels of uncertainty in their environment (J. Justin Tan and R. J Litschert 
(1994). Indeed, there are simply too many variables involved, both internal organisational 
factors and environmental factors, for these decisions to be simple. Normally, these 
problems are novel and non-routine in their scope, signalling further complexity. 
2.5.2 Money involved 
J. Justin Tan and Robert J. Litschert (1994) and T. S. Bateman and C. P. Zeithaml shared 
the common view that strategic decisions frequently involve investments and 
reinvestments in a particular project or organisational activity. The amount of money 
involved in an investment decision is normally high. Managers tend to be more careftil 
than usual when making any decision which involves a large sum of capital. Managers 
normally search for a maximum, full, or complete number of alternatives and information 
before reaching their solution (Harvey, 1982). 
2.5.3 Level of risk involved 
Harvey (1982) stated that strategic decisions require consideration of an uncertain and 
unpredictable set of future conditions in order for calculated judgements to be made. 
Therefore, because of the uncertainty of the future, there is usually an element of risk 
associated with these decisions. Strategic decisions are often made without complete 
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information. This is partially due to the rapid change rate occurring in the current 
economic environment. These rapid changes can lead to uncertainty in making predictions 
about the future. 
2.5.4 Complexity of the problem 
Laurence Paquette (1988), J. Scott Armstrong (1982), Lewis a Taylor (1987) and Charles 
R. Schwenk (1984) shared the same view on the implications of strategic decisions. They 
suggested that the level of strategic decision varied by the degree of complexity of the 
problem. They are normally involved with too many variables regarding the internal and 
external factors of the problem. In addition, when faced with these types of problems, 
decision-makers often require decision aids in order to better structure the problem 
identification and solution processes. Mintzberg et al. state that the strategic decision is 
characterised by novelty, complexity and openendedness. Decision-makers usually begin 
with little comprehension of the situation and their understanding deepens as they work on 
the problem. 
2.5.5 Time consumed in making decision 
A thorough strategic decision analysis of available options is frequently extremely 
complex and time-consuming. Howard Thomas (1984) concluded that strategic decision 
making is associated with a low level of initial structure, long time horizons and a high 
sensitivity to environmental changes. Likewise, Mason and Mitroff (1981) also suggested 
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that strategic decision problems could generate many alternative courses of action and 
involve lengthy time horizons during which many interrelated decisions and chance events 
may occur. 
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NUMBERING 
AS ORIGINAL 
CHAPTER3 
DATA COLLECTION AND REPRESENTATION METHODS FOR 
DECISION MAKING 
3.1 Data collection 
Research techniques are a bit like fishing flies: you choose the right one for the fish you 
want to catch. No fisherman would use the same kind of fly for twenty different varieties 
of fish, just because it was the first kind he had ever tried or even the one he felt more 
comfortable with (Kane, 1993). There are a number of different techniques available in 
use for research purpose. The reason for choosing the method depends very much on the. 
objective of the research and what kinds of information researchers are expecting to get. 
However, the most common techniques used, especially within the management area, can 
be explained in four major types. These are participant observation, experimental case 
study, questionnaires, and interviews. 
3.1.1 Participant observation 
Observation as a research technique covers a variety of situations and approaches. It can 
be done in a 'natural' setting such as a shop or a bus, or it can be done in a formal 
situation, such as a laboratory. The observer can be a participant or at least, a visible 
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presence; or his presence can be concealed. The observation can be 'free', that is the 
observer simply writes what happens; or it can be 'structured: a specific list of activities 
is looked for and checked off when they occur, while everything else is ignored (Kane, 
1993). Observation can be direct-looking at the actors and their actions as they occur- 
or it can be indirect-looking at the results of actions or events. 
Participant observation is a technique used when you wish to learn from people's actions 
what they do, as opposed to what they say they do. Both are equally important. 
Participant observation will tell what people do, but only in situations where the 
researcher gets the opportunity to observe. And after the researcher observes, he/she still 
has to make sense of what he/she saw. Often, the researcher needs to know much more 
than observation tells. The researcher may also need to know how representative the 
observation is, how often this kind of thing occurs and -what people say about it. The 
researcher may need to know if they would behave differently if the observers were not 
present. 
Participant observation simply means observing and listening with as much attention to 
detail as possible. It is a good method when one is trying to learn from scratch, when 
superficial explanations and judgements will not work. In such cases, the researcher can 
take nothing for granted. Taken together, these mean that you try to act like a tape 
recorder and a camera. The most obvious benefit from this method it that it can act as a 
Iscanner' or check on the researcher's other techniques. If people say on questionnaires 
and interviews that they do a certain thing, and records and documents show they did it in 
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the past, yet, when an appropriate situation arises, the researcher may see people doing 
something else. However, the main drawback of this method is that it is very costly and 
time consuming. The research period could take years before any conclusion of the study 
can be drawn. Also, the process of interpreting the result and the process of observation 
involves lots of researcher's understanding and personal quality. The fact that the 
researcher is only human, bias could easily be a problem during the observation period 
and therefore, the result. Also, a number of details from the observation could easily be 
missed during the process and that could cause the wrong result or conclusion. This 
method requires a well-structured plan and well-trained observer. 
Some previous researchers in the field of strategic management who used this method as 
their research technique are Dean and Sharfman (1992) to study the use of rational 
decision processes in organisations; Hills and Mahoney (1978) to study the allocation of ' 
budgets at the University of Minnesota departments; Pfeffer and Salancik (1974) studied 
relationship between department power and resource allocation; and Magjuka (1988) to 
study the comparison of garbage can & structural autonomy. 
3.1.2 Experimental study 
There are two main types of experimental method, laboratory experiments and quasi- 
experiments. 
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(I) Laboratorv experiments 
This is the highly structured nature of experimental research designs, with their 
identification and manipulation of independent and dependent variables and assignation 
of subjects to control experimental groups. Being highly structured, it is comparatively 
easy to replicate many aspects of an experimental research design. Moreover, its 
utilisation of matched control and experimental groups enables observation of the effects 
of manipulating an independent variable while providing a high degree of confidence that 
the effects of any potential extraneous variables have been ruled out, or controlled, thus 
allowing the establishment of causal connections. However, this experiment, in gaining 
these strengths through its high degree of structure, loses or 'trades off naturalism: 
experiments are low in ecological validity because of the artificial nature of the research 
process and context created by their very structure (Gill and Johnson, 1991). Such 
weaknesses arise in the issue of the extent to which any conclusions from ideal 
experiments are mere artefacts of the research process and context and thus inapplicable 
to social contexts outside those in which data has been collected. Another weakness is 
that it is often low in population validity since it may involve small numbers of subjects, 
who may often be volunteers. 
(II) Quasi-experiments method 
This method attempts to take the research design of the ideal experiment out of the 
laboratory and into the field. By attempting to undertake research in relatively natural, 
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non-artificial settings it is , therefore, relatively higher in ecological validity. But, 
through venturing into the field naturalism may be gained, but only at the expense of 
losing the ability to extraneous variables (Campbell, 1963). For this method, it is usually 
much more difficult for a researcher to manipulate the independent variable and assign 
subjects to matched and experimental groups. Indeed, to attempt to create such groups 
often disturbs the nonnal lives of subjects and so reduces naturalism. So, by increasing 
ecological validity quasi-experiments trade off internal validity when compared with the 
laboratory experiments. Another problem regarding these methods, both laboratory and 
quasi-experiment, is that it is quite difficult to gain access in the field. This could give 
rise to problem of the regarding population validity. 
There are some researchers who used these two research methods to carry out their 
researches. For example, Fredrickson (1985) on the study of the effect of problems 
versus opportunities & performance on comprehensiveness; Schweiger, Sandberg and 
Ragan (1986) in the study of comparison of devil' advocate, dialectical inquiry and 
consensus; Isenberg (1986) to study the analysis of decision process used in solving a 
business case. 
3.1.3 Questionnaires 
A questionnaire, like participant observation, can be used before the researcher begins 
his/her research, to get enough preliminary information to decide to change the entire 
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problem of what he/she discovers. It can also be used as one's research technique, or part 
of a group of techniques. This depends on what the research requires. The most obvious 
benefit from this method is that it is a cheap method and can get massive response with 
less time required when compared with other methods with the same expected response. 
In using questionnaires, the researcher has two aims; namely to develop questions which 
will yield the necessary information, and to persuade people to answer them. Both can be 
more difficult to achieve with self-administered questionnaires because there is no 
intermediary to assist and encourage the respondent. The most common type of self- 
administered questionnaire is the postal questionnaire. In a study involving a large 
number of respondents, this method seems to benefit most. 
Questionnaires are generally used for postal surveys, although they can also be 
distributed by hand, for example, in a school or workplace. The questionnaires follow a 
standardised format in which most questions are pre-coded to provide a list of responses 
for selection by the respondent. The main advantage of self-completion questionnaires is 
that a large population can be surveyed relatively cheaply. The main arguments against 
using postal questionnaires have generally been that the response rate is low (many postal 
surveys do not achieve more than a 50 per cent rate of return) and that many are 
incomplete, illegible and incomprehensible. 
3.1.4 Interviews 
Chapter 3: Data Collection and Representation Methods Page 81 
Interviews can take several forms, ranging from very informal exchanges to very 
structured, ordered sets of questions. The form one selects depends upon one's research, 
the subject and the kinds of information one needs, the setting of one's research and the 
characteristics of the people to whom one is talking. There are two major forrns of 
inter-views that are most commonly used, structured interview and unstructured interview. 
(I) Structured interview 
This is the formal type of interview. The same information is required of each person, 
and each is asked exactly the same question in exactly the same order. The form from 
which these questions are asked is called the interview schedule and is, in fact, a type of 
questionnaire. Often the questions have been pre-tested on another group, to make sure 
that the wording and order give the best possible results. In this way, words that are 
confusing, phrases that seem to have a different meaning for different people, and 
'leading' questions that seem to bias people's answers may be removed. New questions 
may be inserted as a result of the infon-nation gained from these 'pilot' interviews. 
(11) Unstructured interview 
For this type of interview, there is no set order or wording of questions, no schedule, and 
the researcher is not looking for the same information from each person. This form of 
interview is often used at the beginning of the research project, when the researcher 
knows so little that he/she does not even know the questions or the possible answer 
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categories. Asking the widest, most general questions and allowing the interviewee to 
develop the subject the way he wishes may enable the researcher to get a sufficiently 
general picture that the researcher can then decide which specific topic of study he/she 
would like to follow. 
(III) Send-structured interview 
This type of interview is based on the assumption that it may take different kinds of 
questions, perhaps put in a different order, to get the same information from different 
people. The researcher proceeds with any approach which is useful to convey to the 
interviewee the sense and meaning of what the researcher Wants. In general, it is the type 
of interview, which combines the most out standing method of the first two types. With 
semi-structured interview, the researcher will have a list of questions that needs to be 
covered with each interviewee just like the structured interview. However, the difference 
is that with this type the questions do not have to follow a strict order. The researcher can 
rearrange the whole order according to the situation and opportunity available during the 
interview, as long as all questions are asked of all interviewees. The aim is to get the 
same type of information from every interviewee through the different tactics of the 
interviewer. 
3.2 Representation methods for decision-making 
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This section discusses the means of structuring and analysing decision making style and 
process. 
3.2.1 Cognitive style measurement methods 
During the past decade, there has been an increasing interest in the cognitive style among 
management researchers and practitioners. A major problem has been the shortage of 
valid and reliable measures convenient for use in organisation setting. A number of 
means to measure the cognitive style have been made available, such as The Body- 
adjustment Test (Witkin et al., 1962), The Rod and Frame Test (Oltman, 1968) and The 
Embedded Figures Test (EFT) (Witkin et al., 1971). However, these measures were too 
cumbersome and time consuming to be applied to large-scale organisational studies. 
Measures of other important dimensions are just as inconvenient to use. For example, the 
content analysis method used to assess integrative complexity (Tetlock and Scedfeld, 
1988) and the Paragraph Completion Test (Schroder et al., 1967), the primary measure of 
cognitive simplicity complexity, both require trained ratter to code and score the subjects' 
written text. Simulation techniques for the assessment of data complexity (Suedfeld et 
al., 1992) require six to eight hours of task participation on the part of each subject. 
Other types of measurement, such as those inferring style from physiological state (e. g. 
electroencephalograms) and those based on observation of behaviour are equally time 
consuming and expensive to apply. 
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Others means of measurement with more straightforward questionnaires were also 
devised but they were also given a negative comment by other researchers. For example, 
Freedman and Stumpf (1978) and Atkinson (1988) point to the moderate internal 
reliability and temporal stability of the successive versions of Kolb's Learning Style 
Inventory (Kolb, 1976; Smith and Kolb, 1986). In addition to this, there appears to have 
been little or no published independent evaluation of several self-report measures 
developed as management training tools. These include the Cognitive Style Instrument 
(Whetten, 1984), the BrainMap measure (Brain Technologies Corporation, 1985) and 
Herrmann's Brain dominance Instrument (Herrmann, 1988). 
However, there were some other measures which were applied extensively in many other 
researches but do not really fit into the content of this present research. For example, the 
Myers-Briggs Type Indicator (MBTI) (Myers, 1962) was omitted because of it's density 
(between 94 and 166 items) and the time taken to administer it. This leaves only a few 
measures which might be considered for application in large-scale organisational studies 
such as this present study. One is the Human Information Processing (HIP) Survey 
(Taggart and Torrance, 1984). It assesses preferences in rational-intuitive terms and 
groups people into four different information processing categories. Another two 
measures are Personal style Inventory (PSI) (Taggart, 1984) and the Cognitive Style 
analysis (Riding, 1991). The Personal Style Inventory (PSI) differentiates respondents on 
six scales arranged in a spectrum most rational (analysis, planning and control) to the 
most intuitive (sharing, vision and insight). The Cognitive Style Analysis is a computer- 
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presented test designed to measure two fundamental dimensions of cognitive style: 
wholist-analytic and verbal-imagery. 
However, the measuring device, which this study has decided to apply within the research 
is the Cognitive Style Index (CSI). 
The Cognitive Style Index (CSI) 
The most recent and most suitable measure which has been chosen for this research, is 
The Cognitive Style Index by C. W. Allinson and J. Hayes (1996). Indeed, the CSI test 
seems to be the most compatible to the current needs and objectives set forth by this 
study. It was designed specifically for use with managers and professionals. The CSI is a 
new self-report questionnaire designed for the purpose of valid, reliable measure and 
convenient for use in the organisation setting. The CSI has proved easy to apply in 
research surveys. The relatively small number of items can be completed within five to 
ten minutes, so, it is brief enough to incorporate into a larger research questionnaire; and 
its simple fon-nat obviates the need for formal administration by an expert tester, thus 
permitting its use in correspondence studies (C. W. Allinson and J. Hayes, 1996). The CSI 
test has shown the internal consistency with Cronbach's alpha coefficient ranging from 
0.84 to 0.92 across all sample tests (C. W. Allinson and Mayes, 1996). 
The questionnaire contains thirty-eight items. Twenty-one items were worded in such a 
way that a response of 'true' indicated an analysis orientation and the scoring of the 
remaining 17 was reversed. The items were placed at random. In the item analysis, a 
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score of 2 was assigned for a response of true, I for uncertain and 0 for false. Therefore, 
the nearer the total CSI score to the theoretical maximum of 76, the more analytical the 
respondent, and the nearer the total score to the theoretical minimum of zero, the more 
intuitive the respondent. Intuition, characteristics of the right brain orientation, refers to 
immediate judgement based on feeling and the adoption of a global perspective. 
Analysis, a characteristic of the left brain orientation, refers to judgement based on 
mental reasoning and a focus on detail. Intuitive people (right-brain dominant) tend to be 
relatively nonconformist and prefer an open-ended approach to problem solving. They 
rely on random methods of exploration, remember spatial images most easily, and work 
best with ideas requiring overall assessment. Analysts (left-brain dominant) tend to be 
more compliant, favour a structured approach to problem solving depend on systematic 
methods of investigation, recall verbal material most readily and are especially 
comfortable with ideas requiring step by step analysis. 
3.2.2 Cognitive mapping analysis methods 
One important tool in many cognitive studies is a visual representation, or map. On the 
one hand, the idea of 'mental maps' in different forms permeates many discussions of 
cognition. The status of these images is the subject, however, of considerable debate. 
One line of thinking closely equates the nature of the world, human representation of the 
world and the researcher's graphic depiction or model of cognitive activity. There are 
cognitive scientists who have a great deal of difficulty with this position. Some observers 
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point out that cognitive scientists like Johnson-Laird are overly enamoured with a 
computational model of mental activity. Other observers feel that all maps invite an 
inaccurate pictorial interpretation of cognition. Others are disturbed by the inherent 
simplification of mental models or maps, in whatever form. Whatever the debate is, at 
the least, pictorial representations are at least a useful device for surnmarising and 
communication and individuals do encode some information as images rather than words 
(Kosslyn, 1980). 
The relationships ultimately chosen for mapping depend upon the purpose of the map. 
According to Huff (1990), however, it is possible to group the purposes of mapping and 
the relationships that help fulfil that purpose into at least five generic 'families' that tend 
to fall along a continuum demanding increasing interpretative input from the researchers. 
According to Huff (1990), there are five major cognitive mapping choices. 
1. Maps that assess attention, association and importance of concepts 
2. Maps that show dimensions of categories and hierarchies among concepts 
3. Maps that specify schemes, frames and perceptual codes. 
4. Maps that show influence, causality and system dynamics 
5. Maps that show the structure of argument and conclusion 
Each of these five maps will be described in detail in this chapter. However, the 
emphasis will be put on the last two maps because of their purpose and relevance to this 
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research. Both of these maps are the most popular used within management and the 
strategic decision areas. 
A. Maps that assess attention, association and importance of concepts 
Sapir (1944) and Whorf (1956), who hypothesised that the way in which people perceive 
the world is heavily influenced initiated one of the most influential lines of work on the 
importance of language by the categories of their language. The associated idea is that 
we can know a great deal about a speaker if we look closely at the words he or she uses. 
Two basic representations of this approach are statistical graph and road map. 
According to Huff (1990), word-based analysis makes one or more of the following 
assumptions: 
* ftepency of word use is a reflection of cognitive centrality 
* related words can be clustered to indicate theines of importance; 
* change in word use can be taken as an indicator of changing attention; 
e juxtaposition of words can be taken as an indicator of mental connection between 
concepts. 
In many cases, the 'map' that results from this kind of study is a statistical graph rather 
than a road map. Two basic representations include the histogram showing the relative 
use of key concepts, as in Figure 2 and 3. 
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Figure 2: Maps that assess attention, association and importance (Huff, 1994) 
( ollipall) 
)any B 
and a line graph illustrating changes in word use over time, as shown in Figure 3. 
Map that Assess Attention, Association and Importance 
Word 2 
Word 1 
Line 
Figure 3: Line Graph (Huff, 1994) 
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While many studies suggest direct analogues for strategic management, relatively little 
Word-based analysis has been done within management fields. 
B. Maps that show dimensions of categories and hierarchies amon 
concepts 
Mapmakers of this approach may attempt to show more specific links among concepts 
by making the following kinds of assumptions (Huff, 1990): 
9 thinking involves search and retrieval from organised memory; 
* learning involves categorisation - either the modification of old categories or the 
formation of new categories; 
9 the meaning of any given concept arises primarily from its contrast with other 
concepts. 
Kelly (1955) suggested that understanding how individuals organise their envirorunents 
requires that subjects themselves define the relevant dimensions of that environment. 
As with maps of attention, one can argue that maps categorising key concepts provide 
basic evidence on managerial cognition that is essential to understanding strategic 
management. An example of the map can be seen from Figure 3. 
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Retailer Level I 
Retailer of Retailer of 
Goods Services Level 2 
BarfFavem Grocery Confectionery Level 3 
--'ýriental 
Superrnýýýuick`Stop Level 4 
z\ 
Gasoline No Gasoline Level 5 
Figure 4: Maps that show dimensions of categories and hierarchies among concepts (Huff, 1990) 
The range of subjects that such maps might explore is very large, and studies already 
completed indicate that these approaches are helpful for understanding the competitive 
environment. Hambrick (1981) has suggested that top level managers in successful 
companies do not necessarily agree on ends. A map defining concept dimensions and 
interrelationships might help sort out acceptable levels of disagreement among top 
executive groups. However, one problem with maps focused on categories is that 
categorisation can vary considerably among individuals and may involve entities at 
different levels of specificity. The basic difficulty is that even a single individual may 
use overlapping categories that differ in their level of specificity, and different individuals 
will categorise in different ways. 
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C. Maps that specify schemes, frames and perceptual codes 
The notion of an organising frame or schema -developed in both cognitive psychology 
(Fisk and Linville, 1980; Taylor and Crocker, 1981) and artificial intelligence (Winograd, 
1975; Minsky, 1975; Schank and Abelson, 1977)-elaborates upon the basic idea that 
experience is stored in memory as a set of structured expectations. These researchers 
suggest that interpreting often-fragmentary clues from any given stimulus depend upon 
more complete details from a schema or frame to 'fill in the gaps' and make understanding 
possible. Such an idea has been of interest to a number of management researchers, 
including Phillips and Lord (1982); Kiesler and Sproull (1984); walsh (1985); Isenberg 
(1986); Shrivastava and Mitroff (1983). According to Huff (1990), maps that seek 
underlying cognitive structure are at odds in their assumptions about cognition, with 
assumptions that permeate most other mapping approaches. The underlying theory here 
suggests that the designation of important concepts, categorisation of concepts, causal 
links and arguments are all highly influenced by previous experience and by routine. 
Thus, fresh analysis and decision is structured by what worked in the past. The analyst 
wishing to understand and predict decision-making behaviour must find a way to tap this 
underlYing structure. An example of the map is shown in Figure 5. 
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EVENT 
0 Mace 
0 cay 
--Jl- 0 Time 
SOCIAL EVENT 
I 1 1.0 Host I 
-- -0- 0 Number of Guests 
WEDDING 
ýw 0 Bride 
10. 0 Brift's Parep. ts 
- 0 Groom 0 Groom's Pare-its 
0 Bride's Dress 
Figure 5: Maps that specify schemes, frames and perceptual codes (Huff, 1990) 
This mapping method is, however, the most interpretative and difficult to replicate of all 
the other maps described. The method of this map relies on a priori value schema, a 
foundation that may skew interpretations of the data. According to Huff (1990), outside 
observers worried that the data might have been fitted to a schema the researcher may 
already have had in mind can cite the very argument upon which this method is based: 
attention and interpretation are influenced by deep, unconscious structures. 
D. Maps that show influence, causalijy and system dynamics 
Maps designed to show causal association appear to be the most widely used cognitive 
map in the management literature (Maruyama, 1963 and 1982; Bougon, Weick and 
Binkhorst, 1977; Eden, Jones and Sims 1979; Klein and Newman, 1980; Roos and Hall, 
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1980; Bettman and Weitz, 1983; Ford and Hegarty, 1984; Fahey and Naryanan, 1986). 
The basic idea is that, in a world of incomPlete data, individuals nonetheless make some 
of the extensive work that relates to this general notion to emotional states, self- 
perception, achievement and other behaviours. The causal map allows the mapmaker to 
focus on action-for example, how the respondent explains the current situation in terms 
of previous events, and what changes he or she expects in the future. 
Causal maps are based on the assumptions that causal associations are the main way in 
which decision makers understand their situations, that causality is the main element in 
explanations and that choice of actions involves causal evaluation of their effects (Huff, 
1990). They may be used interactively to help structure thinking about a problem and to 
analyse the effects of possible actions. They may also be used as a representation of the 
way in which evidence and arguments led to a specific decision. It is in the latter 
capacity that we evaluate causal maps. 
Causal maps have two components: nodes and causal relations between nodes. A causal 
map is a graph with nodes and directed links (causal relations) between them. These 
nodes can represent any concept, with the restriction that the concept must be capable of 
changing in quantity along a scale, or at least of switching between bipolar values (Huff, 
1990). For example profit can change in quantity by rising or falling. Categorical 
concepts (e. g. male/female) cannot be naturally represented in a causal map since there is 
no concept of a scale of maleness. Each concept is linked to others by directional lines 
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with positive or negative sign. Each line represents the effect that a change (increase) in 
the concept at the start of the line will cause a change to the concept at the end of the line. 
The information contained in a cause map can also be represented by a matrix in which 
all elements are listed along the horizontal and vertical axes and the cells show the nature 
of the causal link (Axelrod, 1976; Eden, Jones and Sims, 1979; stubbart and Ramaprasad, 
1995). An example of the map shows in Figure 5. 
Figure 6. . Maps that show influence, causality and system dynamics (Huff, 1990) 
The advantages of causal mapping methods for such comparative study include the fact 
that cause maps provide evidence on the input side of strategy fon-nulation rather than the 
outputs normally used to trace strategic changes. However, there are some major 
weaknesses within this map, for example, it is not clear whether these attributes of the 
map reflect cognition. Also, the map can only show the causal relations between events 
and leaves out all the necessary details during the process. Another set of problems is 
more directly related to limitations of the cause map itself. The maps currently being 
generated show all causal relations at the same level of certainty. In other words, there is 
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no way to distinguish among speculative or 'experimentally fitted' relations. Relations 
taken on faith, and those that have proven themselves over time (Huff, 1990). Argument 
maps, which are discussed next, focus on the area of thought 'wherd the necessary 
evidence or proof is not available or is confusing'. These relationships are especially 
important for understanding strategy reformulation and strategic decision but are not 
distinguished on most cause maps (Huff, 1990). Another weakness of cause maps as they 
are most frequently drawn is that all causal linkages are presented as simple monotonic 
relationships without time delays (Hall, 1984). 
E. Maps that show the structure of argument and conclusion 
According to Toulmin, 'An argument, in the sense of a train of reasoning, is the sequence 
of inter-linked claims and reasons that, between them, establish the content and force of 
the position for which a particular speaker is arguing' (Huff, 1990). The method of 
argument mapping involves dividing documents into topic blocks, subdividing the block 
into discrete arguments, and then identifying the components of each argument. The 
resulting distillation can be diagrammed in a way that economically outlines the major 
points made by the speaker. 
As Huff (1990) mentioned in her book the argument mapping provides a far more 
detailed picture of the mental associations involved than a cause map could. The type of 
causal relationship embedded in the claim is clear, and not limited to linear-monotonic 
relationships; the time-frame is simple to determine, that is, a speculation about future 
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consequences is clearly distinguishable from causal reasoning. In addition, argument 
mapping provides the evidence that leads to causal claims, shows qualifiers and 
anticipates rebuttals, and to some extent exhibits the force with which the claim is made 
through the length and detail of the total argument. 
The greatest strengths of argument maps is their complexity and breadth. This form of 
data analysis feels closest to the mental processes that generate and test strategy (Huff, 
1990). Argument mapping provides the evidence that leads to causal claims, shows 
qualifiers and anticipates rebuttals, and to some extent exhibits the force with which the 
claim is made through the length and detail of the total argument where others maps 
failed to. A body of literature with somewhat different aims uses argument mapping to 
focus on the logic used by a speaker. One group of researchers has been interested in the 
extent to which decision-makers are logical in their statement (Gallhofer and Saris, 1979; 
Stein, 1978; Isenberg, 1986). A second group has worked to make decision-makers 
thoughts more logically complete. Hart et al. (1985), for example, describes a procedure 
that extends the nominal group technique to promote consensus about the nature and 
sequencing of actions. 
This approach is an important research tool in the field of speech communication and has 
been frequently applied to organisational setting. Putnam, for example, used argument 
mapping to study negotiation (Huff, 1990). Cheney (1983) and Tompkins and Cheney 
(1985) looked at organisational identification and unobtrusive control. Within 
management, Mitroff and Mason (1980; Mason and Mitroff, 1981; 1983) use this 
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approach to analyse strategic decision-making. Fletcher and Huff (1982) used the same 
approach to study changing strategy at AT&T. The analysis policy arguments in a 
dialectical inquiry were set by Toulmin, Rieke, and Janik in 1979. They proposed a 
scheme for dividing such argument into five parts as show in Figure 7. 
Grounds 
[i. e. Facts 
Fl. F2. F3. J 
Support 
CLAIM 
Warrant Given 
Facts 
Type F, and may 
draw a 
Conclusion like 
Backing in view 
of 
Accepted 
wisdom, 
General 
principles, etc. 
Subject to 
Some 
Qualifications 
Figure 7: Maps that show the structure of argument and conclusion (Huff, 1990) 
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1. The key claim, or conclusion, of an argument; 
It is a statement put forward for the audience to believe. It could also be a conclusion 
of each case or any decision taken by the person. There are four types of claims in 
argument mapping. 
(1) A designative claim is used to establish the existence (or non-existence) of an 
entity, concept, condition or action. For example: 
9A number of promising potential markets exit for GBTC's products. 
(2) A definitive claim, as its name suggests, is used to define the characteristics that a 
given action, condition, entity or concept has or does not have. 
* Our market share should double in the next year. 
(3) An evaluative claim assigns value (positive or negative) or judges relative value 
of a given action, condition, entity or concept. 
* Our most important consideration is our overall long-run return on 
investment. 
(4) An advocative claim calls for a course of action. 
9 School prayer should be reinstated in American schools. 
2. The grounds, or data offered in support of a claim; 
Grounds or data are produced in support of a claim and in answer to the question 'What 
do you have to go onT The general fonn is: Given these GROUNDS, I came to this 
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conclusion. Grounds are coded on the basis of their primary function: are they 
presented as evidence for the key claim currently being coded? 
3. Backing, or general principle, rules and beliefs; 
It is an in view of accepted wisdom, general principles, beliefs or type of heuristics 
used by the speaker. Backing shows the audiences of the personality and the idea of 
the speakers. It could be from simple rule of thumb to a formal business tactic. 
Examples of personal statement which are taken as backing are: 
* 'I always think the safest way to run the business is to follow what your 
competitor does'. 
a 'I like making quick decisions. Gut feeling always leads me to successful 
decision'. 
4. The )varrants, which show in what way the data support the claim; and the warrant 
authorises the logical jump between the claim and its grounds. According to 
Toulmin (1958), a warrant answers the question, 'How did you get from these grounds 
to that claimT Toulmin (1958) notes that 'the warrant is, in a sense, incidental and 
explanatory, its task being simply to register explicitly the legitimacy of the step 
involved [in moving from grounds to claim] and to refer back to the larger class of 
steps whose legitimacy is being presupposed'. An example of Warrants shows in 
Figure 8. 
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GROUNDS (GIVEN THAT ... )- CLAIM (I ASSERT THAT ) 
The barometric pressure has 
dropped and the wind has 
picked up in the last hour. 
WARRANTS (AND SINCE) 
It is probably going to rain. 
A drop in barometric pressure and increased wind 
can signal the arrival of a low-pressure system that 
often brings rain. 
Figure 8: An example of Warrants (Huff, 1990) 
5. The quaViers, that give possible limitations of claim. 
Qualifiers tell us the degree to which we are to accept the claim as true and the 
speaker's own degree of belief in the claim. Qualifiers can be attached to any element 
of an argument, not just to claims. Qualifiers serve to make the speaker's points more 
specific, thus eliminating possible unsupportable points. A qualifier takes care of 
possible objections by stating conditions under which the claim might hold or not 
hold. For examPle: 
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0 The company will give all employees a rise only if the annual profit increases 
by 3%. 
By giving a possible exception to the conditions under which a claim holds, the 
qualifiers anticipate objections and can help strengthen an argument. Qualifiers 
suggest: 
* specific situations under which we can expect the claim to hold - or not to hold; 
9 exceptions to grounds (whether or not the grounds also take the form of a claim); 
9 exceptions to warrants. 
The actual coding sheet fonnat used for this research can be seen in Appendix I 
In summary, the contribution of argument mapping may be clarified by comparing cause 
mapping and argument mapping. Both methods can serve as an excellent tool of long 
and involved texts. However, cause mapping is less context-dependent in some ways, 
since a causal assertion is coded regardless of how obvious it is. Argument mapping on 
the other hand includes causal assertions, but only those that are related to 'potentially 
controversial' claims (Huff, 1990). 
Based on the comparison of the two most frequently used maps within management area, 
the most suitable method for this research can clearly be seen towards the argument 
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mapping method. With the argument mapping method, the researcher is able to analyse 
and record the statement from the interview in detail. It will not be possible with causal 
mapping nor any other kind of mapping method. The statement of how each manager 
makes his/her decision, the factors involved during the process, the reasons and factors 
supporting their decision and the heuristics used by them can be classified into details 
within this map. With the causal map, it can only show the relationship of one cause to 
another. It lacks the ability to keep the details along the process of the decision making. 
Simply showing the cause and effect of one factor to another will not be enough for the 
complex study of decision making process. 
However, one weakness of argument mapping is that it is a time-consuming method of 
mapping, and the coding techniques require far more judgement than other mapping 
methods. 
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CHAPTER 4 
RESEARCH APPROACH 
4.1 Objectives 
Having examined the literature reviews on the strategic decision making area, there are 
four major schools of thoughts, which centred the interest of researchers in the field. 
They are the Powers and Politics model, Garbage Can model, Rational model and 
Heuristics model. All four models have been studied in detail in the previous chapters. 
The first two models, Powers and Politics model and Garbage Can model, are of 
descriptive interest but appear to present extreme views of the decision making process. 
The Powers and Politics model suggests that decision-makers with conflicting preference 
engage in politics in order to gain a favourable decision. Politics are assumed to be fluid 
and that decision-makers easily move from one alliance to another as positions and 
decisions shift. Porter (1985) commented that within this model decision-makers vary 
their political tactics like teenagers change radio stations. Even though power and 
politics can have strong effects on decision making, the decision-makers must still apply 
some cognitive process in proposing and supporting decisions. 
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The same idea also applies to garbage can model. The Garbage Can model also suggests 
that decision-makers are not sure about what they want and change their minds 
frequently. Decisions are not the result of analysis by boundedly rational individuals or 
the power of a coalition, but rather are a random confluence of events. It remains a clever 
reminder of the importance of chance, but is empirically less robust than the other 
paradigms. 
As a conclusion, both the Power and Politics model and the Garbage Can model are 
extreme in the descriptive model of decision making. Both of them lack a structure that 
can be used to explain a wide range of decision making. Rational model has always 
captured the centre of the decision making process area in the past. A number of authors 
have made attempts to study the model, both descriptive and normative, and come up 
with many conclusions. One interesting idea, which is still being discussed among the 
researchers, is the problem of whether or not the rational model is used with strategic 
decision by the managers. Some authors suggest that the rational model is the best 
method in dealing with strategic problems. However, some authors have different views, 
they suggest that the more efficient decision-makers were those who relied on a reduced 
processing strategy such as heuristics, when faced with strategic and complex problems. 
Heuristics offers a way to create a more realistic view of how strategic decision-makers 
actually make decisions. Heuristics may be close to a rational process or close to an 
intuition or garbage can process. It takes into account the fact that decision-makers 
cognitively limit and engage in a cycling among the rational decision making step. 
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In addition, as mentioned earlier, a heuristic perspective, in which decision-makers are 
rational in some ways, but not others, is emerging. Since it is a new approach, there is 
still room for further study. Accordingly, this research intends to answer the following 
questions regarding the heuristics model: 
0 Are they used in the strategic decision making process? 
N How much are they used? 
0 Are they used together with the rationality model? 
M What types of heuristics are used by strategic decision-makers? 
M The relationship between heuristics and level of strategicness: 
Are they used more with high level of strategicness decision? 
or 
Are they used less with low level strategicness decision? 
A number of authors, such as Spender (1989) and Fredrickson (1985), suggested that 
concept executives are involved in a two-step process, both rational and intuitive. They 
stated that while the decision process has a rational component, a process ofjudgement is 
used to deal with uncertainty. They argued that judgement intervenes in the proposed 
causal model that links the executives' objectives to their responsibility as decision- 
makers. Under conditions of uncertainty and information deficiency, executives interpret 
and add to the available objective data in order to make decisions. 
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In particular, the following hypothesis is proposed: 
Hypothesis 1: 
Managers use both rational and the heuristics process together when making decisions. 
Furthennore, another group of authors (e. g., J. Scott Annstrong, 1982; AI-Bazzaz and 
Grinyer, 1980)) concluded that strategic decision making involves a series of sequential, 
rational and analytical processes. They then suggested that the fonnal planning and 
rational decision making processes seem valuable in terms of strategic decision making. 
The evidence was found in AI-Bazzaz and Grinyer's work (1980) which concluded that 
some of the companies that use formal planning believe that it improves profits and 
growth. They supported the evidence that 48 per cent of the companies reported a benefit 
from the use of strategic planning. 
On the other hand, some authors (e. g., Schoemaker, 1982; Binmore and Dasqupta, 1986; 
Mintzberg, 1983) suggested that heuristics is nothing more than just a simple rule of 
thumb which can only be useful with minor problems. They stated that heuristics is a 
very illogic step of the decision making process which is based mainly on one's past 
experience. Therefore, it will only be useful when used with the low complexity problem 
or routine problem where a similar type of problem and solution is expected. 
Accordingly, the following hypotheses are purposed: 
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Hypothesis 2: 
0 The more strategic a decision is, the more rational the decision process becomes. 
N The less strategic a decision is, the more heuristics-based the decision process 
becomes. 
4.2 Methodology 
4.2.1 Measure Managers' cognitive style: Interview & Questionnaire(Case study, 
CSI) 
Three major approaches are used here to collect the data regarding managers' cognitive 
style. All three techniques are used here as part of an approach known as 'triangulation' 
which means examining the same data through different strategies, in order to verify and 
strengthen the validity of the research results. All three approaches are examining the 
rationality of the managers. The three methods are : Interview, Tennis case study and 
CS1. 
Interview: 
The semi-structured interview is used to gather the infon-nation from the managers in this 
research. Unstructured interviews usually take the form of an open dialogue in which an 
interviewer asks open-ended questions about the managers' knowledge and reasoning: " 
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Tell me about the process of the decision you made recently". Structured interviewing 
can reduce time spent relative to unstructured interviewing. Research also suggests that 
training in structured interviewing techniques can significantly raise the proficiency of an 
interviewer. Therefore, the semi-structure interview is applied here in this research. It is 
unstructured in the sense that managers are asked some open-ended questions. However, 
it is structured in the sense that each manager is asked the same questions and all the 
questions were prepared in a formal list beforehand. 
The aim of this approach is to gain the knowledge of each manager's decision making 
process and to see whether they appear to be a type of rational decision-maker or intuitive 
type of decision-maker. This interview method seems to be the most suitable method to 
get the insight and detailed information for the research. 
Resuft analvs : 
0 Decision making process diagram (see Appendix 1) 
The diagram was drawn based on the information collected from each subject who was 
interviewed. The diagram shows the step by step development of how the decision was 
reached and what factors were involved during the process. 
M Cognitive mapping: Argument mapping (see Appendix 2) 
There are five ma or cognitive mappings, which have been mostly used for research i 
purposes. There are Maps that assess attention, association and importance of concepts; 
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Maps that show dimensions of categories and hierarchies among concepts; Maps that 
specify schemes, frames and perceptual codes; Maps that show influence, causality and 
system dynamics; and Maps that show the structure of argument and conclusion. 
However, the emphasis will be put on the last two maps because of their purpose and 
relevance to this research. Both of these maps are the most popular used within 
management and strategic decision areas. 
Based on the comparison of these two maps, the most suitable method for this research 
can be clearly seen towards the argument mapping method. With argument mapping 
method, the researcher is able to analyse and record the statement from the interview in 
detail. It is not possible with causal mapping or any other kind of mapping method. The 
statement of how each manager makes his/her decision, the factors involved during the 
process, the reasons and factors supporting his/her decisions, and the heuristics used by 
them can be classified into details within this map. The causal map, can only show the 
relationship of one cause to another. It lacks of the ability to keep the details along the 
process of the decision making. Simply showing the cause and effect of one factor to 
another will not be enough for the complex study of decision making process. 
Therefore, the argument mapping was used here in this research to decode the 
information given by the subjects regarding their decision making process in details. 
There are five different categories for the argument mapping, the key claim, the data or 
grounds, the warrants, the qualifiers and the backing. The appropriate details collected 
from the interview were classified according to the categories of this argument mapping. 
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0 Binary scoring table 
The binary scoring table was conducted with the intention of obtaining a measurement of 
rationality based on collected data during the interview. Later it can then be used to cross 
check with the score of CSI and tennis case study. A binary scoring of I and 0 was used 
to evaluate the level of rationality of the subjects based on the information they gave in 
the interview. The score of I was given to the subject if the interview information 
matched with any of the rational characteristics. Nine characteristics of rationality were 
quoted here from the literature review. They are 1. 'have number of alternative lay out' 
(March and Simon, 1958; Allison, 1971; Anderson, 1983; Nutt, 1976,1984); 2. 'use of 
all necessary information' (March and Simon, 1958; Nutt, 1976; Jennings and Wattarn, 
1994; Dean and Sharfman, 1992); 3. 'analyse the problem in a logical way' (Mintzberg et 
al., 1976; Hickson et al., 1986); 4. 'take time during the decision making process' 
(Simon, 1957; Cyert and March, 1963; Andrews, 1971; Ansoff, 1965); 5. 'evaluate every 
alternative in detail' (March and Simon, 1958; Anderson, 1983; Lindblom, 1959; 
Mintzberg and Walters, 1982; Carter, 1971); 6. 'take the maximised solution' (Porter, 
1980; Ackoff, 1981; Leontiades, 1980; Hofer and Schendel, 1978; Langley, 1989); 7. 
'refer to academic theory' (Cosier, 1981; Rowe and Boulgarides, 1992; Noorderhaven, 
1995); S. 'Systematic approach to the problem solving' (Huff and Reger, 1987; 
Leontiades, 1980; Mintzberg et al., 1976; Nutt, 1984; Hickson et al., 1986); 9. 'take 
every factor of the problem into account' (Miles and Snow, 1978; Porter, 1980,1985; 
March and Simon, 1958; Anderson, 1983; Simon, 1965; Fredrickson and Mitchell, 1984). 
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The maximum possible score is '9' and the lowest possible score is '0'. The higher the 
score, the more analytical the interviewee is. The lower the score, the more intuitive the 
interviewee is. However, the same remark is made here as in the tennis case study 
analysis. The scores from this test-analysis are the subjective scores based on how the 
researcher observed and interpreted the infonnation during the interview. Therefore, the 
score from this analysis will be cross-checked with the objective scores from CSI test. 
Tennis case studv: 
As a research endeavour, the case study contributes uniquely to the knowledge of 
individual, organisational, social and political phenomena. Not surprisingly, the case 
study has been a common research strategy in psychology, sociology, political science 
and management. In all of these situations, the distinctive need for case studies arises out 
of the desire to understand complex social phenomena. In brief, the case study allows an 
investigation to retain the holistic and meaningful characteristics of real-life events - such 
as individual life cycles, organisational and managerial processes. The purpose of using 
case study in this research is to identify the implications of the subjects' cognitive style 
(rational or intuitive) and to get more information on the subjects who were not 
interviewed and to uncover whether heuristics were used. It is the substitute method for 
the interview method for those who were not interviewed. 
This case study was intentionally presented in the form of an incomplete information 
case. The scenario used here was hypothetical, based on the tennis equipment business. 
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The structure of the tennis case study followed the structure of other business cases e. g., 
Harvard Business Review. The aims of this tennis case study was to ask the subjects 
whether they thought the infon-nation provided was complete enough for solving the 
problems addressed. In cases where the subjects found that there was not enough 
information given, they were asked to give a list of extra information they would require 
and steps they would take in order to solve the problem. Also, to cross-check the answer 
of rationality of managers from interview information and CSI test. 
Result analVsis: 
The completed list of questions and the tennis case study is shown in Appendix 3. All the 
answers responding to questions for this tennis case study were weighed against the 
characteristics of the rationality. The second question requested the respondent to list the 
step of decision approach that they might consider to do if this were a real life situation. 
The intention of this question is to see the decision making process of each respondent. 
There were nine major characteristics of the rationality quoted from the literature review. 
These are: 
1. Have number of alternative lay out 
2. Use of all necessary information 
3. Analyse the problem in a logical way 
4. Take time in DMP 
5. Evaluate every alternative in detail 
6. Take the maximise solution 
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7. Refer to Academic theory 
8. Systematic approach to the problem solving 
9. Take every factor of the problem into account 
The way the analysis was carried out was that each answer from every question of the 
case study will be compared with the rationality characteristics. The researcher will score 
I for any question where answers relate to any the rational characteristics. For example, 
question number 4 where the question requests to know if the respondent has any 
alternative for the solution at all. The score '1' will be given to the respondent if the 
answer is 'yes' because the answer matches with the first characteristic of rationality 
which is 'have number of alternatives lay out'. The score of V will be given to the 
answer 'no' of the same question. The maximum score, which the respondent could 
achieve, is '8', and the lowest score is '0'. 
However, it must be noted that this analYsis method is based on the researcher's 
subjective view of how the researcher interpreted the answers from respondents. 
Therefore, the result from this analysis is cross-checked with the more objective result of 
CSI test 
CSI (Cognitive Stvle Index): 
The CSI questionnaire is used here with the purpose of measuring the intuition and 
analysis dimension of cognitive style. It was designed specifically for use with 
managerial and professional groups. The difference between CSI test and other cognitive 
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style, test, for example; Kolb's Learning Style Inventory (Kolb, 1976; Smith and Kolb, 
1986) and Human Information Processing (HIP) Survey (Taggart and Torrance, 1984), is 
that the CSI appears to be a notable addition to the small collection of valid and reliable 
measure appropriate for survey research. The relatively small number of questions can be 
answered in just 5-10 minutes; it is therefore succinct enough. to incorporate into a larger 
research questionnaire; and its simple format obviates the need for formal administration 
by an expert tester, thus permitting its use in studies by correspondence. 
Resuft analps : 
0 Scoring table 
TwentY-one items of the CSI were worded in such a way that the answer 'true' indicated 
an analytical orientation. The scoring of the remaining 17 was reversed, therefore, so that 
the nearer the total CSI score to the theoretical maximum of 76, the more analytical the 
respondent, and the nearer the total score to the theoretical minimum of Zero, the more 
intuitive the respondent. Items were placed in random order, the score of 2 was assigned 
for the answer true, I for uncertain and 0 for false. 
4.2.2 Measure Level of Strategic Decision: Questionnaire 
The topic of strategic decision has captured the heart of the executive decision making for 
decades. However, there has been no evidence of how the level of strategic decision is 
measured. A number of authors within the area of decision making have expressed their 
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understanding on the topic of strategic decision in their papers. According to the 
definition of the 'strategic decision' given by various authors, in general, strategic 
decision is the decision which involve with complexity, ambiguity, uncertainty and high 
risk (e. g. Hitt and Tayler, 1991; Paquette, 1988). The full list of the definition and 
characteristics of strategic decision can be found in Table II (Chapter 2). 
Taking into account the fact that there has been no standard method available within the 
literature to measure the level of strategieness of the decision, it is necessary to create the 
test for measuring the level of strategieness of decision based on the characteristics of 
strategic decision quoted from various authors within the area. As described in chapter 2, 
twenty-eight main characteristics of strategic decision were reviewed from the literature. 
Some of them were repeatedly mentioned by more than one author. Therefore, only five 
of these listed characteristics will be used to form the test-questions. There are 
characteristics regarding 'Wide ranging effect within the organisation or the number of 
people effected by the decision'; 'Large amount of money involved in each decision'; 
'Long time require to make each decision'; 'High risk involvement'; and 'Non-routine 
problem'. The reason for choosing these five characteristics was because they were more 
frequently repeated than the others were. Also, the rest of the characters seem to be 
qunclear and do not appear to add significantly to the concept of the level of strategic 
decision. 
Analvsis of results: 
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0 Scoring table 
In the development of this instrument testing score reliability and validity was carried out 
as will be described in the next section. Five questions were included in this test- 
questionnaire. The first three questions regarding the number of employee, amount of 
money, and the time period were structured in such a way that the percentage answers 
were required. The reason for using the percentage is to obtain measure independent of 
the company size. The last two questions regarding the risk and the type of problem were 
formulated by using Six points Likert scales. The reason for using this scale is because it 
follows the standard practice (Tan and Litschert, 1994). The answer from these two 
questions Nvill be converted into percentage before being added up with the rest of the 
answers. All the answers in percentage form will then be combined for the analysis. The 
highest possible score is 100% and the lowest possible scores is 0%. The higher the 
score, the higher the level of strategicness the decision is. The lower the score, the lower 
the level of strategicness the decision is. 
Chapter 4: Research approach Page 118 
CHAPTER 5 
PRE-PILOT TEST 
This test was conducted by interviewing the managers both directly in person and by 
telephone. The intentions were to gain initial insight into: 
(1) Methodological interview for this type of study. Before the interview 
methodology could be fully developed, it needed to be decided whether interviews 
would be a suitable means of getting information regarding rational or heuristics 
cognitive style from managers. Also, if it was, what would be the best technique 
to carry out the interview. Lastly, what would be the best way of drawing the 
decision making process diagram from the information given by the managers. 
(11) The set of methodology techniques needed for the pilot test. 
(111) Whether heuristics formed a significant component of strategic decision making. 
(IV) What types of heuristics could be found or are generally used by the managers. 
5.1 Sample 
The subjects for this study all hold top managerial positions within their company. They 
are either managing directors or directors at divisional/functional levels. Given the 
difficulties of getting senior managers to participate in repeated, extensive interview 
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session, this study was limited to five companies which were selected on the basis of 
personal accessibility by the researcher, with the aim of embracing a cross - section of 
industry sectors. The companies chosen were all Thai based groups with significant 
operations in the UK. There is a plastic manufacturer, an import/export group, a printing 
company and two banks. 
5.2 Data collecting methods 
The study was conducted through repeated in-depth interview sessions. The first 
interview lasted approximately one hour and each session was recorded on audiotape, 
with the subjects' permission. The second interview was conducted by telephone in order 
to fill in the missing information from the first interview. Following the approach of 
knowledge elicitation developed in the expert systems field, the interviews were 
structured as: 
an initial exploration of decisions made by the manager in order to select a decision of 
appropriate interest and complexity 
b) verbatim recording of the manager explanation of the decision making process 
an elucidation of the gaps and inconsistencies by putting specific questions and 
hypothetical examples to the manager 
d) interpretation on the interviewers' part of the data collected, with the intent to resolve 
the remaining gaps and inconsistencies 
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It has been found that decision-makers, although experts in their field and able to perform 
to high performance criteria, in common have considerable difficulty in articulating the 
heuristics which they resort to. Just as many skills are subconscious, so many decision- 
making processes appear to operate at a level below that of full consciousness. As a 
result, simply asking decision-makers to give an account of their decision processes is 
often fruitless. They are unable to respond to anything more beyond merely stating that 
they took that particular decision because it 'feels right'. On the other hand, they may 
rationalise their description of the decision process to make it sound consistent with what 
they believe is expected, as well as to make it sound more complete and consistent than it 
actually is. Accordingly, knowledge such as elicitation, the process of figuring out the 
.,, heuristic types used, 
has to rely on indirect methods. These may include following 
through the steps of decision making in a number of examples. It is then necessary to 
establish the heuristics that would generate a certain kind of behaviour. Also it is seemed 
important to discuss the subject's stated heuristics by suggesting alternative cases to 
verify whether the heuristic matches with the observed decisions. On top of this there is a 
reliance on iterative methods where the managers were shown a first model of their 
heuristics and asked to correct faults which lead to a second model, and so on until an 
acceptable representation is achieved. 
The approach involves rather invasive aspects in the form of questioning as well as the 
researcher making suggestions by referring to example. It may be contrasted with such 
commonly used techniques as cognitive mapping where the subjects use of concepts is 
mapped following a non-invasive protocol given by the subject. The semi-invasive 
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approach used in this study has been found to be necessary in the derivation of decision 
heuristics in the construction of expert systems and was adopted here because of the 
limitation in term of self analysis and articulation of partially subconscious processes 
involved in reporting decision criteria. Of course, not all aspects of the decision process 
can be uncovered by this approach. It is common for subjects to resort to explanations 
along the lines of 'it just feels right' or 'the overall balance seemed to indicate' without 
being able to give a logical sequence of considerations leading to the decision made. This 
indicates the presence of less conscious aspects of thinking which are not amenable too 
more detailed investigation within this approach. On the other hand, it is important not to 
feed unwarranted possibilities to the subjects by way of questions or examples, since 
there is a danger of post hoe rationalisations being constructed by way of such 
suggestions. This research is unavoidably bound by certain subjective elements. 
However, for an exploratory study outside a controlled experimental situation, it does 
provide a good balance of surface level reporting and in-depth probing of the decisional 
process in as far as it is open to self inspection and to inferential reconstruction from 
input-output matching. 
As this was a preliminary study, all the decisions studied were selected as having clear 
aims to avoid unnecessary complications. This will enable us to focus on simple 
scenarios and thus reconstruct the decision processes without having to follow multiple 
possible goal paths. It should be noted that goals are inherently part of a negotiation 
process rather than being the basis of this process. 
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5.3 Data analysis method 
The information collected from the subjects includes the process they went through when 
making decisions, the problem encountered in their decision making process, the 
subjects' perception of problem solving and the type of heuristics used. The information 
collected was first decoded from the tapes in the form of bullet point contents. The 
decision making process diagrams (see Appendix 4) were then drawn, based on the 
information given by the subjects. The decision making process diagrams illustrate the 
infonnation that the subjects required in order to reach their final decisions. The 
diagrams also show the relevant factors and the people involved in the decision making 
process. 
5AResults 
The results from information analysis of each five managers are discussed below: 
Subject 1: Capital investment decision 
According to his decision making process diagram (see Appendix 4), it can be seen that 
this decision process essentially follows the rational model, and indeed the scientific 
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nature of the decision making was stressed as an intention by the subject. Alternative 
choices are considered, objective data is used where available and stated criteria are used 
to evaluate options. The only identifiable heuristic used in this process is that of 
imitation-competitors examined for their experience and intentions regarding similar or 
alternative investments and their actions may be copied or used as the basis for new 
alternatives. No evidence of learning from the decisions was evidenced. The information 
flows are informal: information is obtained by the manager from books, the media, 
libraries and by talking to customers. The decision process is driven by the manager and 
does not appear to constitute an embedded organisational routine. 
Subiect 2: Overseas set zip decision 
The starting point for this decision is an idea of geographical area and a strategic 
objective for the start-up (e. g., obtaining a strategic foothold VS quick profit generation). 
The decision will be taken with participation in meetings with other managers, but their 
role is essentially relegated to one of infonnation provision. According to his decision 
making process diagram (see Appendix 4), the preparation of hard information 
(macroeconomics, market surveys) with subjective decisions (picking alternative 
country/product mixes for consideration, assessing risks, integrating the different 
analyses). No clear-cut decision criteria could be given by the subject in any of these 
areas. Instead, he stated that experience is the most important element in his decision 
making. However, past experience is not followed blindly; he stated that even if a similar 
decision was unsuccessful in a previous case that would not stop him making it again - it 
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'all depends on the situation'. For this reason he does not attempt to imitate competitors, 
since each firm's situation is different. It appears that underlying his decisions is a wealth 
of knowledge (a mental model) built from experience which he brings to bear on each 
decision and which enables him to integrate different types of information, but which is 
either subconscious or too complex to be explained in the course of the interview process. 
He also noted a preference for taking risks to 'try things out'. It was inferred from this, 
his reliance on experience and his stress on decision/situation interaction that he learns 
from decisions by updating his underlying knowledge as a result of decision outcomes. 
The process is driven by the manager and depends on his subjective reviews. It is not an 
organisational routine. Information flows are again informal and driven by the manager 
in each case. 
Subiect 3: New product launch decision 
According to his decision making process diagram (see Appendix 4. ), this decision 
process bears little resemblance to the rational model; although alternatives are prepared 
only one is evaluated at a time and if the f; rst is accepted the rest are never considered in 
detail. The information is not meant to be considered as a whole by the decision-makers, 
instead subgroups (departments) consider isolated subsets of information and 
communicate by argument and negotiation with the other subgroups. The process does 
not proceed linearly but contains iterative feedback loops. At the two critical Points of 
yes/no decision at the end of parts I and 2, no stated criteria are available. Instead, these 
critical decisions are taken on the basis of a 'feel' for a balance of factors based on past 
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experience. The manager stated that although he relies largely on judgement from 
experience, experience used successfully today may not be successful in the future, and 
that his judgements also rely on the application of logical thinking. Again, some 
decision-makers are not applying experience blindly, but fitting it, in a complex way, 
(which was not articulate) to the environment. His comments on logistic thinking are in 
contrast with the apparent inability to provide a chain of reasoning for his conclusions. 
This leads to the belief that as in the last case these remarks point to the existence of a 
complex mental model that is used by the manager but not readily inspected by his 
conscious thought processes. 
Subject 4: Commercial loan decision 
In contrast to the previous decisions, which have essentially dealt with rare, one off 
decisions, this and the succeeding case relate to more repetitive decisions, which although 
unique can rely on more practice decision-making processes. 
This decision process is not close to the rational model. Again, the process is marked by 
two parts where critical yes/no decisions are made. The first is a group discussion with 
no formal criteria for evaluation, being based largely on subjective evaluations of the 
management team and the credibility of the business plan. The heuristic of reference to 
past cases is important. The second is an integrative decision by the manager of all the 
opinions and analyses perforined. Again, he was not able to state specific criteria for 
evaluation. Again it seems probable that he integrates the findings based on an 
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accumulated mental model of how the various clues fit together, garnered from his 
experience of past cases. In common with some of the previous cases, he stated that past 
experience cannot be used blindly - 'it all depends on the circumstances' indicating a 
more complex understanding of how experience and case specific factors interact, and 
further supporting the inference of an underlying mental model. His description of his 
own decision making was that he 'believes in information analysis and bases his decision 
on it', while using his 'intuition and extensive use of experience' to decide some cases. 
However, the structure of the process as described indicates quite extensive use of 
experience. The reliance on past cases and their integration in a mental model indicate an 
implicit learning process. Information flows are not formalised, consisting largely of 
interrogative interviewing skills and the feeding in of past experiences. The decision 
process is however of a repeatable structure independent of a particular manager. It 
therefore appears as an organisational routine. 
Subiect 5: Participation loan decision 
For participation in large loans with other lenders the decision is made by the manager 
after discussion with the sectional manager responsible for the area of the loan. This 
decision process (see Appendix 4) follows the rational model quite closely. Alternatives 
are considered and evaluated according to objective financial criteria. The process is 
essentially a single decision-maker, other managers being used simply as sources of 
information. While admitting that occasionally he would use intuition if the situation 
could not be quantified) or be influenced by others' opinions, the manager stressed his 
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belief in a scientific approach evaluating the objective evidence in quantitative tenns. 
Decision criteria to participate in the loan, although not stated precisely, consist of a 
balance of quantitative results on return, timing and risk. He stated that although keeping 
informed about his competitors decisions he would never imitate them as a basis for 
decision, and no other heuristics or use of complex mental models to process interrelated 
information are apparent from his protocol. Information flows are standardised for this 
process. The decision process employed appears to constitute an organisational routine 
which is fin-nly in place and which does not appear to be evolving as a result of learning 
from the decisions. It was stated that he is happy with this process and sees no reason to 
consider changing it. 
Discussion 
Below a summary of salient points from these analyses is structured to show the variety 
of decision-making elements employed in these cases. The table is structured to show 
environmental, organisational and decision-making factors. 
EA simple measure of environmental uncertainty is reported: whether each decision of 
a type is relatively rare and considered as essentially one-off or whether it is one of a 
stream considered similar. 
0 Three organisational factors are shown. The organisational involvement in the 
decision making, whether it is essentially an individual or a group decision is 
indicated. The existence of formal organisational information flows to feed the 
Chapter 5: Pre-pilot test Page 128 
decision process is indicated when they exist. Whether the decision process was 
considered as constituting an organisational routine. 
Decision making elements are shown firstly indicating the decision maker's own view 
of his process followed by comparison of its structure with the elements of the 
rational model and with -the categories of generic heuristic types outlined previously. 
The inferred presence of mental models to account for elements of the decision 
process is indicated. 
Production Overseas setup New product Commercial Participation 
investment launch loans loans 
Perceived as rational Intuitive Intuitive Rational rational 
rational by 
manager 
Ratiortal 
Alternatives Yes Only if first Yes yes 
choice 
rejected 
Evaluation quantitative Subjective Group Subjective quantitative 
criteria constraint 
satisfaction 
Heuristics 
Simplification No no competition no 
competition competition 
past cases Yes Yes Yes 
Imitation yes No no 
Satisfying Iterative 
refinement 
risk avoidance worst case Trust 
co-operation yes- yes- competitors 
customers 
Table 3: Summary finding of Pre-pilot test 
M Comparing the processes with the rational model, we would expect a rational process 
to involve formal information flows, the explicit setting out of a set of alternatives 
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and choice between those alternatives on the basis of clearly stated criteria. Only the 
last of these cases meets these three targets. The others in fact only satisfy one of the 
targets. Of the three processes perceived as rational by their decision-makers, only 
two appear actually rational on this evaluation. Given the well-attested difficulties 
with the rational model found in the literature, the absence of many rational processes 
should not be a surprise. However, the tendency for managers to spuriously claim 
that they follow a rational process is perhaps of more interest. Whether this may be 
due to misunderstanding of the nature of rational decisions or to a belief that positive 
attributes attach to the term 'rational' causing its use for emotional or political reasons 
is a matter for further research. 
0 Considering the relation between perceived rationality or intuition and the 
organisational characteristics listed, there is no apparent pattern. Group decision, 
decisions as organisational routines and formal infon-nation flows occur in both 
groups, as do essentially one-off repetitive decisions. 
M Concerning the use of heuristics in general, direct evidence from the protocols was 
available to support the use of all the generic categories proposed: simplification, past 
case experience, imitation, search for satisfying rather than optimal decisions, risk 
avoidance and co-operation. Evidence for use of these heuristics was however 
scattered with different decision processes using different sets of heuristics. It may be 
noted that the importance of heuristics may be understated in some of these protocols 
where reference was made to 'occasional' or 'exceptional' use not reflected in the 
summaries above. If rational methods are used to determine clear cut decision cases 
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and heuristics are used only to decide difficult borderline cases, then the heuristics 
may be assuming more importance than appears from their relative infrequency of 
use. 
Turning to specific heuristics identified from the protocols, one notable feature was 
the absence, in three of the cases, of any competitive considerations in the decision 
process. This is clearly against the prevailing advice given by strategy thinkers and 
advisors, and is unlikely to be the result of ignorance of the need to consider the 
competition. Given the strategic nature of the decisions this seems surprising. It 
appears that the difficulty of factoring complex considerations about potential 
competitor behaviour into these decisions has resulted in a simplified heuristic being 
applied: ignore potential competitor effects. 
0 The use of experience in the form of past cases was quite extensive, which is not 
surprising as in many ways this is the most obvious from of heuristic. Imitation, on 
the other hand, a related form of using other organisations' past experience, was only 
evidenced in one protocol whereas two others specifically indicated their distrust of 
its use. The fact that it was specifically mentioned even negatively attests to a 
widespread knowledge of this heuristic as a possible element of decision making, 
although the degree of actual use remains unclear, and perhaps reflects a difficulty in 
understanding the reasons for other organisations' success or failure through lack of 
detailed information or models. 
5.5 Comment and Recommendation for Pilot test 
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The preliminary investigations reported here have provided as with the foundation 
which will enable us to develop initial models and hypothesis applicable to the 
strategic decision making processes. Analysis of decision protocols provides 
evidence that heuristics are commonly used both individually, in combination with 
other processes, and in combination with more formal elements. Furthermore, the 
managers' inability to articulate certain parts of the process together with their 
personal behaviour has led to the inference that the managers' mental models are used 
to process information in certain cases. Preliminary analysis of the effect of different 
design choices along the objective/subjective continuum indicates that for fluctuating 
business environments, the managers often seem to learn more effectively when 
working within a subjective framework, than managers who resorts to more control 
learning and who have a more objective approach. 
0 Relating heuristic used and mental models to the empirically rational and subjective 
classification groups, it is found that there is a complete correlation between the 
subjective processes and use of past cases and mental models. All three subjective 
processes exhibit these characteristics while neither of the empirically rational group 
do. While not providing more than a suggestive result owing to the sample size, this 
does suggest a basis for non-rational subjective decision making based on the 
development of mental models derived from past case experience. The possession of 
such models could compensate for less information and arrive at quicker decisions by 
using the understanding implicit in the model to identify crucial data and rule out 
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unlikely options, as opposed to the brute search for all relevant information and 
complete consideration of all alternatives implied by the rational approach. 
0 This pre-pilot test also provides a useful guideline on interview technique for the pilot 
test. In addition to, it gives an indication of the kind of answer to be expected in the 
pilot test. Some difficulties were experienced during the interview sessions. For 
example, it was difficult for the managers to admit the use of their heuristics type. 
This is because most of the heuristics were used unconsciously by managers. Another 
reason is that some managers had the wrong impression that admitting to the use of 
heuristics would suggest that they are inefficient managers. Therefore, care must be 
taken during the interview in a pre-pilot test and the field work research. The 
questions for the interview have to be carefully prepared in order not to have any too 
direct nor any leading question which may make the manager think that some certain 
types of answers are expected from them. 
After examining the result of this pre-pilot test, the researcher found that an interview 
is a suitable approach for getting the infon-nation from the managers regarding their 
decision making process and the rational or intuitive cognitive style of them. 
However, a great deal of improvement must be made on the data analysis methods for 
the pilot test and the field work research. 
0 It was found that the simple way of drawing diagram flow as was done for this pre- 
pilot test is not sufficient enough to capture all the details. More fonnal process to 
analyse the information regarding their decision making process is seriously needed. 
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As happened in this test, most of the information captured during the interviews was 
missing when shown on the decision diagram. 
N It was also found that more formal techniques are needed to measure the rationality of 
managers. The way the rationality was concluded for each manager was based purely 
on the researcher's subjective view. More formal methods are required to measure 
the rationality of managers, such as a standard cognitive style measurement. It is also 
a good idea to use other methods as part of 'triangulation approach' to cross cheek 
with these scores and the diagram process, such as the 'binary scores' where all 
managers are scored against their interview information collected. 
0 Other data analyses are also needed for the next test to capture all the details given by 
the managers. Simply use the decision making process diagram will not be enough to 
capture all the rich details needed for this research. For this purpose, one of the 
cognitive mappings would be considered for the pilot test and fieldwork study. 
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CHAPTER 6 
PILOT TEST 
The pilot-test built on the result of the pre-pilot test by testing the interview technique 
together with two additional non-interview instruments: the tennis case and the CSI. The 
pilot test was designed based on the comments made earlier on the pre-pilot test. The 
whole process of the test was directed in Bangkok, Thailand. The test comprised 
interview sections and a set of questionnaires which contained three separate sections, 
CSI (Cognitive Style Index) test, Level of strategic decision and the small case study. 
The reason for using the CSI is because it has well fonnatted set questions especially 
developed to measure the executive managers' types. The questions are relatively short 
which is suitable for top managers who have limited time. The questions are clearly 
forinatted, easy to understand and only require a tick to answer. Scoring is also easily 
accomplished and does not involve subjective interpretation of the answer. The objective 
of the pilot test was to prepare the valid methodology for the fieldwork as follows: 
m detennine the appropriate questions for the tennis case study 
m establish the methods to analyse the answers from questionnaires and interviews 
n identify the appropriate instrument to measure the level of strategic decision 
M check reliability of scales of all questionnaires. (one dimensional) 
Chapter 6: Pilot Test Page 135 
6.1 Sample: 
The sample consisted of twenty Thai executive managers. Each one of these twenty 
managers was asked to complete the questionnaires and ten of these were interviewed in 
person. The interviewed managers were also asked to make comment on the actual 
questionnaires after having been interviewed. The managers were selected from different 
types of businesses e. g. Import and Export Company, Plastic manufacturer (see Appendix 
5). There was no specific criteria for selecting the subject samples except that each 
manager had to occupy a senior managerial position e. g. President of the company, 
Department Manager. 
6.2 Data collecting method 
6.2.1 Interview 
A group of ten managers were interviewed twice by using the semi-structured interview 
method. The researcher had a specific list of issues which needed to be addressed in the 
interview. At the initial phase of the interview, the managers were asked to describe the 
nature of their work and responsibilities. They were then required to select a major 
decision which could have either been made earlier on, or that was being made at the 
time of interview. The interviewees were required to give a step by step detailed 
description of how the final decision was reached. The aim of this discussion was to 
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estimate the subjects' mental model used for decision making as well as the type of 
heuristics resorted to. As it already noted in the pre-pilot test, the managers often 
unconsciously rely on heuristics. Therefore, they often found it is hard to explain what 
they did or why they did it. As the researcher could not fully rely on the managers' 
understanding, it was necessary for the researcher to interpret the mental model and 
heuristics used (based on the information given in the interview). 
The first set of interviews were carried out in person. Tape recordings and shorthand 
were used to record the information during each interview. The second set of interviews 
were arranged after the information from the first interviews had been analysed and 
decoded. The purpose of the second interview was to fill in any necessary information 
missing in the first interview. Each of these second interviews was done on the telephone 
(the telephone was only used for this pilot test due to time constraints. The second 
interview phases for the fieldwork were carried out in person. ) 
6.2.2 Questionnaire 
The questionnaire contained three separate sections. The first section of the 
questionnaire contains the CSI (The Cognitive Style Index, C. Allinson and J. Hayes, 
1996) test, which is a measure of the intuition and analytical capacities of managers. In 
the second section, there is the 'level of strategicness' questionnaire which measures the 
level of strategic problems that managers have to deal with at work. In the last section, 
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there is a small case study which asked the subjects to study the case and answer the 
relevant questions. 
(1) CSI. Cognitive Style Index (see Appendix 6) 
This cognitive style index test was designed specifically for use with managerial and 
professional groups. The difference between this CSI test and other cognitive style tests, 
e. g. Kolb's Learning Style Inventory (Kolb, 1976; Smith and Kolb, 1986) and Human 
Infonnation Processing (HIP) Survey (Taggart and Torrance, 1984) is that the CSI has 
proven easier to apply in research surveys. The relatively small number of questions can 
be answered in just 5-10 minutes; it is therefore succinct enough to incorporate into a 
larger research questionnaire; and its simple fonnat obviates the need for formal 
administration by an expert tester, thus permitting its use in studies by correspondence. 
The CSI test has proved to be both a reliable and notable addition to the small collection 
of measures relevant to survey research. The 38 questions were translated into Thai for 
this pilot test. However, the English version was also available for reference upon the 
managers' request. 
(11) Level ofstrategic decision (see Appendix 7) 
This test contains 5 different questions which integrate the main characteristics of 
strategic decision problems. Five characteristics of strategic decision problems were 
selected as discussed previously in chapter 4. The five characteristics are: the amount of 
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money inyolved; the risk involved; the type of problem (routine or non-routine); the time 
required to reach a decision and the number of people affected by the decision. The level 
of strategic decision questionnaire was designed with the intention to measure the degree 
of importance of decision taken by managers. In this study, the level of strategic decision 
making will be measured on the basis of these five characteristics. 
(III) Tennis case study (see Appendix 3) 
The case study was applied here for this research as part of the 'triangulation' approach. 
The aims were to verify and strengthen the validity of the research result by cross- 
checking with the result from the interview and CSI. Another reason for applying this 
tennis case study in the questionnaires was because it was practically impossible to 
interview all the managers. The tennis case study seems to be the best suitable substitute 
method to get the information regarding their cognitive abilities whether they are more 
toward analytical or intuitive type. Moreover, it is very important for the researcher to 
find out how the subjects approach and respond to the case and all the questions before 
doing the real field work analysis. The improvement and adjustment will be made after 
this analysis on the case for the field work research. 
This tennis case study was intentionally presented in the form of an incomplete 
information case. The scenario used here was hypothetical, based on the tennis 
equipment business. The structure of the tennis case study followed the structure of other 
business cases e. g. Harvard Business Review. There have been a number of authors who 
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used case study as a method to collect their data with successful results. For example, 
Pettigrew (1973) used case study on a major British retailer to study the decision process 
for purchasing a computer system. 
The questions started off by asking the subjects whether they thought the information 
provided was complete enough to solve the problems addressed. In cases where the 
subjects found that there was not enough information given, they were asked to give a list 
of extra information they would require and steps they would take in order to solve the 
problem. There were eight questions in this case study: 
1. Is the information given in the case enough for you to solve the problem? If not, what 
other information would you look for? 
2. Please list step by step what you might do before reaching the solution. 
3. How long do you think you would need to solve this problem? (Assume this is your 
real situation) 
4. What is your solution for the problem? Do you have any other alternatives in mind 
for this problem? What are they? 
5. Would there be any other people involve in the process of solving this problem? If 
so, who are they? 
6.1 Did you use any of your past experience or any 'old tricks' to help you solving this 
case at all? If so, what were they? 
7. What aspect of the case did you consider as important to make the decision? 
8. Did your knowledge of how your competitors or other companies did their business 
help you in any way to make your decision? 
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All these eight questions were based on the characteristics of rationality as previously 
mentioned in Chapter 4. The aim of this case study is to identify the implication of the 
subjects' cognitive style (rational or intuitive). 
6.3 Data analysis method 
6.3.1 Interview 
Three methods of data analysis were applied to interpret the data collected from the 
interviews. The first method was the decision process diagram, the second method was 
argument mapping and the third method was the binary score method. 
The decision-making process diagrams (see Appendix 8) were drawn based on the 
information collected from each subject %vho was interviewed. The diagram shows the 
step by step development of how the decision was reached and what factors were 
involved during the process. 
The cognitive argument mapping (see Appendix 9) was used to decode the infonnation 
given by the subjects regarding their decision making process in detail. The appropriate 
details collected from the interview were classified according to the categories of this 
argument mapping. 
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The binary score method (see Appendix 10) was conducted with the intention of 
obtaining a measurement of rationality based on collected data during the interview. It 
can be used to cross check the score of CSI and tennis case study in order to construct 
more objective measure of rationality score. A binary scoring of I and 0 was used to 
evaluate the level of rationality of the subjects based on the information they gave in the 
interview. Nine characteristics of rationality (see Chapter 4) were listed and the score of 
lwas given to the subject if the interview infon-nation matched with any of the rational 
characteristics. The criteria of nine characteristics are given below. 
1. Have number of alternative lay out 
Managers must have all of the alternatives of each decision list out in detail. 
2. Use of all necessary infonnation 
Managers must take in all the information regarding the case problem when they are 
considering the case. The information refers to the detail of the cause of the problem 
and the factors needed for solving the problem. 
3. Analyse the problem in a logical way 
Step by step and reasoning for analysis is required at this stage. 
4. Take time in decision making process 
Manager must spend time to study the cause of the problem in detail and carefully 
analysis each factors involved in detail before reach the decision. 
5. Evaluate every alternatives in detail 
All altema6e for the solution listed at the earlier stage must be evaluate in detail 
with all reasoning to support the decision to take or to drop each alternative. 
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6. Take the maximise solution 
The best choice with maximum benefit to the company from all alternatives must be 
taken. 
7. Refer to Academic theory 
During the process of the decision-making, managers reason or support their action 
by refer to the academic theory. 
8. Systematic approach to the problem solving 
Managers must approach the problem solving with systematic and logical way. All 
actions taken must be able to explain and reasoned in logistic form. 
9. Take every factors of the problem into account 
All relevant factors which cause the problem must be taken into consideration when 
analyse the case. 
Any of the manager would gain one score point if the way they make the decision fit into 
one of this criteria. The maximum score that each subject could gain was 9 points and 
the minimum score was 0. With the intention to cross check these results, the scores 
measured from this binary method were weighed against the scores impression of 
rationality gained from the decision flows and argument maps. Binary scores is one of 
the different techniques used here as part of the 'triangulation' approach. Both decision 
making process diagram and argument maps give a 'rich picture' of the decision making 
process of each manager. However, it has to be noted that the interpretation is quite 
subjective. 
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6.3.2 Questionnaire 
(I) CSI. - Cognitive Style Index (see Appendix 6) 
Twenty-one of the items of the CSI were worded in such a way that the answer 'true' 
indicated an analytical orientation. The scoring of the remaining 17 was reversed, so that 
the nearer the total CSI score to the theoretical maximum of 76, the more analytical the 
respondent, and the nearer the total score to the theoretical minimum of Zero, the more 
intuitive the respondent. Items were placed in random order, the score of 2 was assigned 
for the answer true, I for uncertain and 0 for false. 
(II) Level ofstrategic decision_(see Appendix 11) 
The strategicness score was the average of the five questions. All five answers from this 
questionnaire were converted into percentage and added up. The highest score was 100 
% and the lowest score was 0%. The higher the score, the higher the level of strategic 
decision involvement is. 
(III) Tennis case (see Appendix 12) 
The binary score of I and 0 was used for this analysis. The subject would score I point 
for the question which matched the answer with one of the nine characteristics of 
rationality, and would gain 0 point for any question which did not match the answer with 
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any of the characteristics of the rationality as previously explained in Chapter 4. The 
maximum possible score is 8 and the minimum possible score is 0 (see Appendix 12). 
The results from this case study were quite useful as a means to cross check the 
rationality of the subjects with the CSI test and the interview. 
6.4 Results and Comment 
A number of analysis techniques have been performed in order to come up with the three 
analysis methods mentioned earlier. The descriptive statistics and reliability results one 
as follow: 
6.4.1 CSI test 
m Cronbach's alpha was calculated on the CSI questionnaire result. The total of 38 CSI 
questions and the data from 18 subject sample were computed. The results of the test 
show the reliability of the CSI test with Cronbach's alpha coefficient of 0.7409. The 
recommended (Michael S. Lewis-Beck, 1992) value of Cronbach's alpha coefficient 
is above 0.8, however, taking into account that the sample size for this pilot test was 
relatively small then the result of 0.7409 is a perfectly acceptable score. It is a known 
fact that the bigger the sample size, the more reliable the alpha score becomes 
(Michael S. Lewis-Beck, 1992). The consistency of the CSI questionnaires was 
witnessed from the scores of Cronbach's alpha coefficients from the publishers 
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ranging from 0.84 to 0.92 across the seven samples they have done (Allinson and 
Hayes, 1996). 
6.4.2 Level of strategic decision 
a Cronbach's alpha was calculated on the scores of the level of strategic decision (see 
Appendix 13). The result was quite low with the alpha of 0.2049. One reason for a 
low alpha may be due to the small number of items (five questions) in the scale. 
However, since the alpha is a measure of unidimensionality, factor analysis was 
computed on these five questions of the level of strategic decision (see Appendix 14) 
using the SPSS package. The result showed two factors, the first factor included 
three questions regarding the amount of money involved, number of people involved 
and type of problem. The second factor included two questions regarding risk and 
time. This means there were (at least) two separate dimensions within the concept of 
strategicness. This explains the low result of alpha from the reliability test. After the 
questionnaires were returned, all interviewed subjects were asked to comment on 
them. The same recurrent negative comments were made on the question regarding 
the 'number of people effected by the manager's decision making'. Most of the 
subjects did not understand the question or the answer expected. They explained that 
most of their decisions were investment decision, therefore, it was hard for them to 
think of how many employees would be affected by their decision. Following to 
these comments, the question regarding people was left out of the questionnaire 
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prepared for the fieldwork test in order to avoid the confusion. At this stage, there 
were 4 questions of level of strategic decision remain from this pilot test 
questionnaire. Another 2 new questions were added for the fieldwork questionnaire, 
which are explained in the next chapter. 
6.4.3 Interview 
m Cronbach's alpha was calculated here on the nine identified characteristics of 
rationality. The result was an alpha score of 0.9061. This suggests that the interview 
rational binary measure is a consistent scale of rational. 
6.4.4 Tennis case study 
m The Correlation coefficient analysis was conducted with the intention to check 
whether the answers given in the test study were rational in relation to the answer 
decoded as rational in the interview. The Pearson correlation gives significant 
strength on Tennis questions no. 1, no. 2 and no. 6 (see table 4). According to these 
results, the tennis questions no. 1, no. 2, no. 5 and no. 6 should be included for the 
field work study. However, it was noted that the result of the Pearson correlation of 
tennis question no. 4 and no. 5 was significant (see table 4). This indicated that the 
two questions were leading to the same result. In other words, either question no. 4 
or question no. 5 could be used to predict the rationality scores. Therefore, the tennis 
question no. 1, no. 2, no. 4, no. 5 and no. 6 will be used in the field work study. 
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Discussion on the statistical analysis 
Variables Pearson Correlation & 
1. Interview (rational) & Tennis question no. 1 0.642 
2. Interview (rational) & Tennis question no. 2 0.540 
3. Interview (rational) & Tennis question no. 3 0.056 
4. Interview (rational) & Tennis question no. 4 0.288 
5. Interview (rational) & Tennis question no. 5 0.288 
6. Interview (rational) & Tennis question no. 6 -0.540 
7. Interview (rational) & Tennis question no. 7 -- 
S. Interview (rational) & Tennis question no. 8 
N. B. Dependent variable: Interview (rational) 
Table 4: The correlation coefficient result between Interview (rational) result and Eight 
questions from tennis case. 
This statistical analysis was conducted with the purpose to crosscheck the validity of the 
triangulation approach between interview method and tennis case questionnaire. Both of 
these methods were aiming to measure the same type of information which is the 
rationality-of the subjects. The interview (rational) scores were compared with each of 
the eight questions from the tennis case. The results show significant strength on Tennis 
questions no. 1, no. 2, and no. 6. Another two questions, no. 4 and no. 5, also showed some 
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considerable strength which should be included in the next study of fieldwork. Therefore, 
the questions no. 1, no. 2, no. 4, no. 5, and no. 6 will be used in the field work-study. 
Type of test Pearson Correlation 0 
1. CSI &Tennis case 0.372 
2. CSI & Level of strategic decision 0.294 
3. CSI & Interview 0.701 
4. Tennis case & Interview 0.333 
5. Interview & Level of strategic 
decision 
-0.071 
6. Tennis case & Level of 
strategic decision 
0.366 
N. B. The result of Tennis case used in this analysis based on all eight questions. 
Table 5: Correlation coefficients between instruments 
The results of each test (see table 5) method was computed to find the correlation 
between each of them. The aims were to triangulate the approaches and to test support 
for the two hypotheses. 'A strong correlation was found on the pairs between CSI and 
Interview, both of which were testing for rationality. This result indicated that the two 
methods were consistency in giving the result of rationality. Therefore, this confinned 
the validity of the two methods to be used in the field study. However, another two pairs 
(CSI and Tennis case; Tennis case and Interview) did not show such a high result. This 
low result could be explained by the fact that the total number of sample size used in this 
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test was quite low (20 managers). It was to understand that the higher total number of the 
samples could have direct effect on the correlation results. Another possible reason for 
this low result could come from the questions from the tennis case study. The new 
correlation coefficient test was performed between each pair again but with a new set of 
questions in the tennis case (the new one for fieldwork test). These new results will be 
discussed later on in the next table. 
The rest of the results from this table are the pairs between CSI and Level of strategicness 
decision; Interview and Level of strategicness decision; and Tennis case and Level of 
strategicness decision. These three pairs were used to measure the relationship between 
the rationality and the level of strategicness decision. According to the table above, the 
results of the three pairs did not show support for the two hypotheses. However, this 
could be because of the small size of the samples in this pilot test. A much larger size of 
the sample is planed for the fieldwork test. 
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Type of test / questionnaire Pearson Correlation (D 
1. CSI &Tennis case 0.413 
2. CSI & Level of strategic decision 0.294 
3. CSI & Interview 0.701 
4. Tennis case & Interview 0.726 
5. Interview & Level of strategic 
decision 
-0.071 
6. Tennis case & Level of strategic 
decision 
-0.255 
N. B. The result of Tennis case used in this analysis based on five selected questions (no. 1,2,4,5 and 6) 
Table 6: Pearson Correlation result of paired-test types (based on the reduced set of 
questions from tennis case study. 
The purpose of conducting this second correlation coefficient (see table 6) is to see if the 
result will be different from the first test. These correlations are performed in the same 
way as the previous correlations apart from the fact that the new set of questions from the 
tennis case was used here. 
The old correlation scores of CSI and Tennis case was 0.372, but with the new set of 
questions in the tennis case, the new correlation scores improved to 0.413. - The old 
correlation score between Tennis case and Interview was 0.333, but the new correlation 
scores increased to 0.726. This indicated that the new set of questions in the tennis case 
is more appropriate to use for testing the rationality. All three methods (with the new set 
of question for tennis case) showed convergent validity. However, the low score on the 
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relationship between the Tennis case and Level of strategic decision was still 
experienced. 
Pilot test summary 
From the result analysis of all approaches used in pilot test, the following summary was 
made: 
M The interview technique and the questions used for the pilot test were shown to be 
effective. All the required information was captured with the techniques used. 
Therefore, the same type of questions and the same interview technique will be used 
to carry out the fieldwork test. 
0 One factor discovered during the interview was that timing is a very important issue 
here when interviewing executive managers. They normally do not have time to 
spare and their schedules are always busy. Preparation of specific points to be raised 
in the second interview was important to keep the second interview relatively slow. 
0 All the analysis methods used here for interview information (Argument maps, 
Decision making process diagram and Binary scores) appeared to be effective. Both 
argument maps and decision making process methods are able to keep all information 
in a clear systematic way. All three analysis methods will be used for the field work 
analysis. 
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0 Regarding the test of ' Level of strategicness decision', some changes will be made 
for the field work research. The test used for this pilot test contained five questions 
based on characteristics of strategic decision. There were questions regarding 
'number of people effected by the decision'; 'amount of money involved in each 
decision'; 'the time require to make a decision'; 'the risk involved in the decision'; 
and 'the type of problem'. However, strong comments were made from the subjects 
regarding the question 'number of people effected by the decision'. They found the 
question was too confusing and did not know what to answer to that question. Based 
on this comment, the question 'number of people effected by the decision' was taken 
out of the test to avoid confusion. At this stage, two of the new questions were added 
in the new test for fieldwork questionnaires. These are questions regarding 'the 
complexity of the problem' and the question regarding 'the type of business 
environment'. The question of 'the complexity of the problem' was added based on 
the characteristic of strategic decision commented on by all the interviewed subjects. 
They were asked after completing the test of their understanding of the word 
'strategic decision'. The definition of 'complexity' was repeatedly mentioned by a 
number of managers. Moreover, this characteristic was also evidenced from the 
literature review (e. g., Emory and Trist, 1965; Lawrence and Lorsch, 1969; Duncan, 
1972; Aldrich, 1979; Pfeffer and Salancik, 1978; Hannan and Freeman, 1977) as one 
of the characteristic of the strategic decision. As for the question regarding 'the 
stability of business environment' (Duncan, 1972; Lawrence and Lorsch, 1967; Tung, 
1979; March and Simon, 1958; Child, 1972; Thompson, 1967), the researcher 
decided to put this question as additional information to have in order to get a clearer 
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picture of the business environment that the interviewed subjects are in. It is not part 
of the characteristics of strategic decision. Therefore, the new set of 'Level of 
strategicness decision' questionnaires will contain six questions. 
The result on the table of correlation coefficient indicates that the pattern of 
correlation coefficient is in line with expectations. The stronger correlation was 
found in the type of tests that we had most confidence in, such as CSI & Interview 
pair and Tennis case & Interview pair. The weaker correlation was evidenced from 
the type Of tests that paired up hypothesis, such as Tennis case & Level of strategic 
. 
decision and Interview & Level of strategic decision. 
N The results of correlation coefficient from the test were proved to be more successful 
after the new selective set of tennis case (question no. 1,2,4,5 and 6) were used. 
Therefore, the new set of questions for tennis case in fieldwork will be five questions. 
There are question no. 1,2,4,5 and 6 from this pilot test. 
N Once again, an important factor which must be taken into account while analysing the 
result of these studies is that the total sample size of the pilot test was considerably 
small (n = 18). The result from this pilot test analysis may not indicate the strong 
significance in some certain parts of the statistic analysis due to this important factor. 
It is too early to come up with any concrete solutions, but some certain facts can 
already be deduced such as the existence of the heuristic usage and the non-rational 
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mental model. The prediction at this point is that for the fieldwork test, where the 
sample size is larger, the results will have stronger significance. 
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CHAPTER 7 
FIELD WORK STUDY 
7.1 Sample of the study 
Population ofthe research: Thai Executive Managers 
Sainpling franie: List of registered companies with minimum fund of 20 million Bahts. 
The list of the companies' names was obtained from the Department of Commerce in 
Bangkok (1996/7), the Department of Factory in Bangkok (1995-7), the Department of 
Agriculture in Thailand (1996/7), and the Department of Industry in Thailand (1995-7). 
Sample: 1,000 Thai Executive Managers 
The conditions in selecting the sample are: 
N The samples have to work in a large company with over 200 employees. 
M Each selected company must have a registered fund of a minimum of 20 millions 
Bahts. 
M The samples must occupy a senior position management level (e. g., President of 
the company, Vice president, Managing director, General manager) within the 
organisation. 
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One thousand managers were randomly selected from the sample frame. All of the 
selected samples were sent with one set of questionnaires. Each manager was contacted 
by telephone to ask for his/her participation in the questionnaires before they were sent 
off. One week after the questionnaires were sent off, the second telephone call was made 
to follow up the progress. 
Two sessions of interviews were arranged for forty selected managers. Managers were 
contacted randomly by telephone to ask if they would be willing to participate in the 
interviews. The process stopped once the researcher reached up to forty managers who 
would be willing to participate in the interview sessions. 
7.2 Data collecting method 
7.2.1 Interview 
The total number of 40 executive managers Were selected randomly for the interview. 
Each manager was interviewed twice, both of the interviews were done in person at the 
managers' workplace. The semi-structured interview method was applied to the first 
interview. After the first interview information had been analysed, the second interview 
was carried out in order to complete any missing information. The second interview was 
conducted by a structured interview, specific questions were listed for each manager 
before the interview took place. The listed questions for the second interview were based 
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on all the missing information after analysing the first interview information. The tape 
recording and short hand method were used to record the information during the 
interview. 
During the first interview, each manager was asked to describe the nature of his/her work 
and responsibilities. They were then required to select one of their strategic decisions 
which had either been made earlier or in the process of doing so at the time of interview. 
The managers were then asked to go through their decision making process of that 
particular decision step by step giving a detailed description of how the final decision was 
reached. The detailed description included the factors and other people involved during 
the process of making that decision. The majority of the first interview questions were 
open-ended questions to avoid and reduce interview bias. For example: 
N 'Please explain the process of your decision making in this particular case' 
9 'Would you consider using the same decision approach to an other new problemT 
and why? 
M 'Do you use any rule of thumb or heuristics to help decision making at allT Please 
explain. 
N 'How would you consider yourself as a decision maker, rational or intuitiveT and 
Why? 
'What do you understand by the word 'strategic decision'T Please identify the 
characteristics of strategic decision based on your understanding. 
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The second interview took place roughly one week after the first interview was 
conducted. The researcher had to decode the information from the first interview and 
analyse it before moving on to the second interview. The purpose of the second interview 
was to fill in any necessary information missing from the first interview. 
The aim of both interview discussions was to estimate the subjects' mental model used 
for decision making as well as the type of heuristics used. As already mentioned earlier 
the managers often unconsciously rely on heuristics. Therefore, they often found it hard 
to specifically come up with the type of heuristics they used. As the researcher could not 
fully rely on the managers' understanding, it was necessary for the researcher to interpret 
the mental model and heuristics used based on the information gathered during the 
interview. Some examples of the second interview questions are: 
M Refer back to your answer from the first interview, when you said you like to take 
risks. What type of risks are considered? Do you consider you have the ability to 
change easily in the future if conditions change? Is it a risk taken on a short term or 
long term basis? 
0 What did the team discussion achieve? Were some ideas decided against at this 
meeting? On what grounds? Were new alternatives generated here? 
0 What criteria were used to evaluate the altematives? 
0 Do you think you have leamt from previous decisions at all? 
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M Please explain more on the condition criteria of how you decided to go for this 
decision instead of other alternatives. 
7.2.2 Questionnaire 
The set of 1,000 questionnaires was sent to each manager both by post, with pre-posted 
return envelope enclosed, and by person. One week after the questionnaires were sent 
off, the first telephone call was made to follow up the result. The second telephone call 
was made at the end of the second week after the questionnaire was sent. At the end of 
the third week fewer than a hundred questionnaires had been returned. Therefore, the 
researcher had to come up with a new collecting questionnaires method. By the end of 
the forth week, all of the managers who had not at the time returned the questionnaires 
were contacted by letter from the researcher stating that all the questionnaires would be 
collected by messenger boys. The messenger boys picked up all the questionnaires sent 
to all the companies within the Bangkok area. Most of the non-returned questionnaires 
were of those outside the Bangkok area. The questionnaire contained three separate 
sections as in the pilot test: CSI (Cognitive Style Index); Level of strategic decision; and 
the Tennis case study. All three sections of the questionnaire were translated into Thai to 
overcome language barriers. 
(I) CSI. Cognitive Style Index (See Appendix 6) 
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The structure of the CSI questionnaire remained the same as the one used in the pilot test. 
However, the translation to some of the questions was altered according to the comment 
made by the subjects who completed the pilot test questionnaires. The CSI 
questionnaires were available both in English and Thai according to the subjects' 
preference. 
(II) Level of strategic decision (See Appendix 15) 
The new set of Level of Strategic Decision questionnaire was used in this fieldwork test. 
A few changes have been made over the pilot test questionnaire. According to the result 
analysis and the comments made by the subjects who did the pilot test, the question 
regarding 'the number of people effected by the decision' was removed from the 
questionnaire. Two new questions were added in this questionnaires. They were 
questions regarding 'the complexity of the problem' and 'the business environment 
(stable or unstable). The question on 'the complexity of the problem' was added to 
replace the question regards 'number of people effect by the decision' as part of the 
characteristics of strategicness decision. However, the question on 'the business 
environment' was not part of the strategicness decision's characteristics. It was for extra 
information that the researcher required for further analysis. A seven-point Likert-type 
scale was used here to measure the level of strategic decision. The new set of 
questionnaires were made based on five characteristics of strategic decision. 
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The five characteristics are: 
the type of problem (routine or non-routine); 
0 the risk involved; 
0 the complexity of the problem; 
0 the money involved; 
0 the time required to make decision 
(III) Tennis case study (See Appendix 16) 
The contents of the tennis case remains the same as the one used in the pilot test. 
However, some changes were made on the questions based on the result analysis from the 
pilot test. The new set of the tennis case contained five questions which are questions 
number 1,2,3,5, and 6 from the questions used in pilot test. 
7.3 Data analysis method 
7.3.1 Interview 
Both sets of interview were carried out in person. Tape recording and shorthand were 
used to record the information during each interview. The information recorded in the 
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tape was decoded in a bullet points form before further analysis. Part of an example of 
the decoding information for each interviewed subject is shown below. 
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Subject: No. 5 
Company: Siam Commercial Bank 
Position: President 
Topic: Install new IT system 
Date: 2" February 1997 
Interview: V 
N He realised that other competitors have started to use more advance computer 
technology than his organisations. 
M He called in for an informal meeting with his staff (who is also his friend) to discuss 
the new technology. He wanted his staff to brief him on the nature of this new 
technology, advantages and disadvantages of the technology, how useful it would be 
(in tenn of his organisation), the usage and type of this new technology that other 
competitors are using. 
M The company wants to improve its corporate image by introducing high technology 
into a working system. 
M He thinks gut feeling and intuition is a good thing to help one make a decision. 
E He said 'If you can't be a leader, then at least try to be a good follower'. 
E He explained that a good follower is one who keeps up very closely with his 
competitors' movement. It is one of the best ways to minimise the risk - copy the 
best example. 
After the information was decoded, all the details of each manager was put into the 
relevant categories in the argument mapping table. An example of the argument-mapping 
table is shown below (also see Appendix 2) 
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Coder: KK Coding Date: 3/97 
Document: Subject 51 Topic Install new IT system Page 5 of 40 
No Of Grounds - GR No of Key Claim - KC, Sub Claim - SC 
I KC Internet and Email have become the I KC Decided to include Internet and Email system 
most important communication in every function. 
function in Thailand and around the 2 SC Upgrade the computer capacity. 
world. 
2 KC It's the most efficient communication 
tool in Thailand. 
3 KC The quickest and most economical 
way to gain access to world-wide 
information. 
4 SC Existing computer capacity is 
insufficient. 
5 KC Most of the organisations have 
became Internet users. 
6 KC Message and information can be 
transferred accurately and directly to 
the receiver without passing through 
an intermediary. 
7 KC The organisation needs efficient 
Intra-Commun i cation. 
No Of Warrant - WT No of Backing - BK 
I GR Ultimate goal is to improve the I He thinks gut feeling and intuition is a good 
1,6 communication efficiency, which thing to help one make a decision. 
would result in the increase of 2 He said he normally uses gut feeling to help 
productivity. him select the last few choices from too many 
2 GR Company wants to improve its choices. 
2,3 corporate image by introducing high 3 He said 'If you can't be a leader, then at least 
technology into a working system. try to be a good follower'. He explained that a 
good follower is one who keep up very closely 
3 GR Poor technology incurs hidden cost to with the competitors' movement. It is one of 
4,5 the company. the best way to minimise the risk - copy the 
4 GR Gain world-wide corporate best example. 
2,3, recognition through advertisement & 
6 corporate news in cyberspace. 
No of Qualifiers - QL 
I BK He uses gut feeling only to cut down the 
2 choices. However, when it comes down to last 
few choices he will fully use systematic 
analysis. 
2 GR Organisation behaviour is very important at 
5 this stage. Employees must be willing and 
ready to accept the new technology in order to 
increase productivity. Otherwise, it will give a 
negative result rather than a positive one. 
Figure 9: An example of Argument mapping for manager number 5. 
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The decision making process diagram was also drawn at this stage (see Appendix 1). The 
diagrams were drawn based on the information given by managers on how they make 
their decision. The diagram sums up the whole process in a step by step format of how 
the final decision was reached. All the relevant factors and people involved were also 
included in the diagram. An example of the Decision making process diagram is shown 
below: 
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Name Mr. Umnony Na-Nakorn 
Position President 
Company: Siam Commercial Bank Plc. 
Business : Banking 
President requested for 
IT system information 
President raised the issue 
of whether the company 
should use Internet within 
the organisation. 
Company's semi annual 
performance evaluation 
I 
Formal meeting 
, 
President shared his personal 
knowledge on the major 
competitors' movement. 
0 
-Ne told the board that all major 
competitors are either connected 
or planing to connect the Internet 
within their organisations. 
The estimated cost wa Formal meeting J - IT manager briefed on the use 
produced by finance 
! 
and benefit of Internet for 
manager. organisation. 
iscussion over the pros and cons 
Most of the cons were of the use of Internet within the 
regarding the employees' Formal meeting organisation. 
feelings towards high 
technolog machines. U Most of the pros were about the 
direct benefit to the company. 
President requested Discussion over Financial analysis 
more information regards Formal meeting on estimated installation cost, 
installation cost and operation cost and maintenance 
and operation cost of Internet cost. 
from Finance dept. 
President tried to weigh President tried to weigh 
up on the benefit of Consideration period up of the benefit from 
having the Internet and the Internet and its costs. 
not having it. 
Competitors' movement Decided to install Internet -President 
system within the organisation 
Company's business image (jut feeling 
............. ................................................................. ....................... 
Decided to upgrade the computer capacity 
.................................................................................................... 
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Figure 10: Decision making process diagram of manager number 5 
The types of heuristics used were also identified at this next step for each subject. The 
evidences of type the of heuristics, gut feeling and rule of thumb used were also 
witnessed under the category of ' Warrants' and 'Backing' in argument mapping table. 
The last analysis method used for interviewed infon-nation was the binary score table. 
This remained the same as for the pilot test. The information gathered from each 
manager was scored against the nine characteristics of 'rational'. One score was given to 
each manager whose information given matched any of the nine characteristics listed for 
'rational characteristic'. The maximum score each manager could gain was nine, and the 
lowest score each manager could achieve was zero (see Appendix 24). An example of the 
Binary score table can be seen table 7. 
SU BJECTS 
Characteristics 1 2 3 4 5 6 7 
Rational 
1. Have number of alternatives lay out 0 1 1 1 0 0 1 
2. Use of all necessary information I I 1 0, 1 1 1 
3. Analyse the problem in a logical way 0 1 1 11 1 1 1 
4. Take time in DMP 0 0 1 0 1 1 1 
5. Evaluate every alternatives in detail 0 1 1 1 - 0 ol 1 
6. Take the maximise solution 1 1 1 1 - 1 0 1 
7. Refer to Academic theory 1 0 0 0 0 1 0 
8. Systematic approach to the problem solving 0 1 1 1 1 1 1 
9. Take every factors of the problem into account 0 1 0 1 0 1 1 
Total 3 7 71 6 51 61 8 
Table 7: Binary scores for Interview (Field work) 
In summary, the analysis process for the information collected from interview can 
be listed as below: 
Step 1: Decode the information from the tape into a bullet point format 
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Step 2: Put information into each relevant category on argument mapping table. 
Step 3: Draw decision making process diagram. 
Step 4: Identify the type of heuristics used by managers 
Step 5: Score for rationality in the Binary scores table 
During the interview process, the researcher has experienced a number of difficulties. 
First of all, it was very difficult to make appointments with all the managers. This was 
because all of the managers who participated in this research acquired the highest 
position within their companies. Therefore, the time and schedule available for both 
interviews was very limited and difficult to arrange. However, despite the difficulty in 
arranging the schedule for two interviews for each manager, the second interview was 
necessary. This contrasts with some large-scale studies of strategic decision where only 
one interview has been obtained. The researcher found that in most of the cases after 
analysing the information from the first interview there were some factors missing. All 
this incomplete and additional information was captured during the second interview. 
Another major difficulty found during the interview process was when trying to make all 
the managers come up with the use of their heuristics. As stated previously, most of the 
time the heuristics were used unconsciously by the people. Therefore, it was up to the 
researcher to find the way to interpret and question the managers without leading them on 
to any personal suggestion. This introduces the possibility of interview induced bias in 
the responses. As referenced, there is some bias on the interview method, therefore, you 
must try to minimise this bias as much as possible. Later on in chapter 8, the researcher 
found considerable agreement between the result of interview rationality scores and the 
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non-interview methods; CSI. It suggests that interview bias in this study was 
successfully minimised. 
7.3.2 Questionnaire 
The total of 1,000 questionnaires was sent off to managers in various different business 
fields (see Appendix 17). Five hundred and twenty six questionnaires were returned. 
However, there were only four hundred and sixty six questionnaires, which could be used 
for this research. The rest of the returned-questionnaires were found to be incomplete. 
(I) CSI (Cognitive Style Indew) (see Appendix 6) 
The analysis method for CSI questionnaires remained the same as the one used in pilot 
test since it is a standard format for this test. 
(II) Level of Strategic Decision (see Appendix 18) 
The analysis method used here was also the same as the one used for the pilot test. All 
the results from the Likert-type Scale from each question was converted into percentage 
scores. All the scores were then added up to the final total scores. A higher score is 
taken to indicate a higher level of strategic decision. An example of the scoring table 
for this test is shown below: 
Questions 11; ubI Sub 2 Sub 3 Sub 4 Sub 5 
1 5 71.43 6 85.71 7 100.00 6 85.71 5 71.43 
2 5 71.43 6 85.71 4 57.14 3 42.86 3 42.86 
3 3 42.86 5 71.43 4 57.14 4 57.14 5 71.43 
5 80.00 100.00 100.00 80.00 50.00 
6 70.00 1 80.00 1 60.00 1 70.00 1 50 * 
00 
Sum 335.71 422.86 374.29 335.7 
1 
285.71 
% in Total 
, 
55.95. 70.48, 62.38, 55.95, 47.6ýj 
N. B. Question no. 4 (Environment) was not included as part of the level of strategicness decision analysis 
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Table 8: An example of scoring table for Level of strategic decision (Field work) 
Since strategicness was shown in the pilot test work to have more than one dimension, a 
simple addition of scores may not be appropriate. Weighted scores are investigated in 
Chapter 8 using regression analysis. 
(III) Tennis Case Study (see Appendix 19) 
The binary score of I and 0 was used for this analysis (see table 9). The respondent 
would gain I point for any answer to the question which represented rationality and 
would gain 0 point for any answer which did not represent rationality. The maximum 
possible score is 4 and the minimum possible score is 0 (see Appendix 19). It was noted 
that most of the non-usable returned-questionnaires resulted from an incomplete answer 
in the Tennis case study. An example of the binary score for this test is shown below: 
SUBJECTS 
QUESTIONS 1 2 13 4 5 6 7 8 9 10 
1. Search for more 
information 
0 1 1 1 0 1 1 0 1 0 
2. Systematic approach 
to problem 
0 
I 
0 0 0 
I 
1 
I 
1 1 0 
I 
1 0 
3. Generate alternative 0 1 01 0 1 1 0 0 0 0 
4. Involve others in 
DMP 
1 1 1 1 1 0 1 1 1 0 
TOTAL 
1 3 2 2 3 3 3 1 3 0 
Table 9: An example of scoring table for Tennis case (Field work) 
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Chapter 8 
FIELD WORK FINDING 
Section I 
8.1 Measurements of Rationality 
The data collecting process for the field work research was conducted between January 
and April 1997. Total of one thousand questionnaires was sent out randomly to executive 
managers in Thailand. However, the main area of concentration was Bangkok and its 
outskirts, such as Narkom Pratom. and Nonthaburi. The reason for this was because most 
of the big companies and organisations are either in Bangkok or its outskirts. Also, a 
greater response to the questionnaires was expected from these areas. 
Four hundred and sixty six questionnaires were returned from the one thousand sent out. 
Forty managers were selected for the interview process from these four hundred and sixty 
six returned questionnaires. Each manager was given two interviews for this research. 
The first interview lasted from one hour to two hours. The second interview was much 
shorter since its purpose was to fill in any missing information from the first interview. 
The data-collecting period, from sending off the questionnaires until receiving all four 
hundred and sixty six questionnaires back, lasted for six weeks. The two interview 
sessions lasted about six weeks after the questionnaires were returned. 
Results from each of the four methods used to gather information for the field work are 
discussed in detail below. 
Chapter 8: Field Work Finding Page 172 
8.1.1 Level of strategicness decision 
To check the reliability of the scores which measured the level of strategicness, the 
Cronbach's coefficient alpha test from the SPSS program was applied to the five 
questions contained in the Level of strategic decision questionnaire. The alpha result on 
this test was 0.6289 (see Appendix 20). This is considered to be lower than the 
acceptable score level of consistency for which the average alpha should be 0.700 or 
higher. A low alpha score may be caused by a poor choice of items in the measurement 
scales or by the concept being measured comprising of multiple dimension. Therefore, 
factor analysis was performed in order to investigate the cause of this low alpha score. 
Factor analysis was performed on five questions of the level of strategic decision. The 
result indicated that there are two dimensions within the concept of level of strategicness. 
The first dimension included the questions regarding 'Risk', 'Complexity of the problem' 
and 'Money involved'. The second dimension included the questions regarding 'Type of 
problem' and 'Time involved'. This provides an explanation for the low alpha test score. 
Since there are two dimensions of the level of strategic decision, the score will be 
calculated by weighting the sum of thesetwo, dimensions. One dimension may have 
greater weight than another. To investigate the optimal weighting, regression analysis 
was applied. 
The result of the Level of strategic decision questionnaire among the group of 466 
executive managers in this fieldwork indicates that these managers were involved with a 
high level of strategic decision making. The majority of these managers fall in the group 
range of 31-50 and 51-70. The graph (see Figure. 1 1) shows a good spread of level of 
strategicness scores which have a mean of approximately 40. 
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Figure 11: Level of strategic decision for 466 managers (Field work) 
As a method to check the validity of the measurement of strategicness, each inter-viewed 
manager was asked direct questions regarding his or her understanding on the concept of 
'Strategic decision'. Each manager gave their understanding on the kind of problems they 
considered as a strategic decision. There was no limit to the number of characteristics the 
managers could suggest. All the details were recorded using an audio tape recorder and 
decoded after the interview. The results indicated that all five characteristics of strategic 
decision used in this questionnaire, based on the understanding of various authors from 
the literature review, were repeatedly mentioned by managers (Figure 12). There were 
also new concepts of characteristic of strategic decision mentioned by the forty managers. 
A total of fifteen new characteristics of strategic decision were grouped together as 
shown in figure 12. 
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(1) Five characteristics quoted from the literature review 
The graph below shows a strong support of the five chosen characteristics of strategic 
decision from the literature search. All five characteristics were repeatedly suggested by 
managers as their understanding on the concept of strategic decision. The most popular 
mentioned character was 'the decision which involves a high level of money'. The 
managers who had a range of 20 to 30 also repeatedly mentioned the other four 
characters. This result indicates that the five chosen characteristics were reasonably 
effective when used to measure the level of strategic decision. This was because all 
chosen five characteristics quoted from the literature research were considered by all 
managers to be an important indicator of strategic decision. 
Characteristics of Strategic Decision (By various authors) 
40 
35 
30 
25 
20 
15 
E 10 
0 z5 
0 
ABCDE 
Characteristics of Strategic Decision 
I Series 
Figure 12: Five characteristics of strategic decision making based on various authors' 
understanding from the literature review. 
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Definition 
A= Non-routine problem 
B= High level complexity 
C= High level of money 
D= High risk 
E= Take time during DMP 
(11) New characteristics of strategic decision suggested by interviewed managers 
There are fifteen new characteristics of strategic decision which mentioned by managers 
during the interview (see figure 13). 
Now Charateristics of Strategic Decision (Mentioned by Interviewed 
Managers) 
12 
10 
cu 8 
m 
Z2 
0 
FGHIJKLMNPRSTUV 
Characteristics of Strategic Decision 
Figure 13: The new characteristics of strategic decision suggested by managers. 
Fw-S e -ri e-s -1- I- 
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Definition 
F Effect the company's status in long term 
G= Require high rank managers to solve 
H= Require expert advice 
I= Capable of causing delay to other factors 
J= Require logistic planning and analysis 
K Organisation's structure change 
L Any main job of each department 
M Urgent problem 
N Involving the majority of employees in the company 
P= Requiring a high level of information analysis 
R= Involving legal action 
S= Important problem with little information 
T= Any problem regarding customers 
U= Involving company's political aspect 
V= Problem regarding competitors 
However, they will not be included in any further discussion due to the lack of support on 
each character. Most of the new characteristics were mentioned only once by a few 
managers; however, one that was repeatedly mentioned by twelve managers was 'Effect 
the company's status in the long term'. This characteristic was often mentioned as part of 
the 'strategic' concept, although it was not found in the literature on strategic decision 
making. This may be because the concept of 'long term' is a variable concept and is 
difficult to measure within a specific decision. It is difficult to imagine important 
decisions that would not have a long-term effect. Also, the question of 'does the decision 
have a long term effect to the organisation' is vague. Each organisation is different based 
on its business nature. Therefore, the length of time that effect of each decision has in 
each organisation is different and difficult to compare. Overall, it is difficult to measure 
how long one decision will affect an organisation. It is unlikely that many decisions will 
Chapter 8: Field Work Finding Page 177 
have an effect which will end at some predetermined time (e. g. 12 months) in the future. 
Further research is needed on this characteristic before it may be used. All of the 
characteristics gathered from the forty managers are shown in Appendix 22 
Comparing the two graphs above, the results show that the five characteristics selected , 
for the questionnaires do represent the most commonly quoted characteristics of 
strategieness decision. The selection of chosen 5 characteristics was supported by this 
data. 
8.1.2 Tennis case study 
Two main problems were experienced from this tennis case study questionnaire. Firstly, 
about sixty percent of the returned questionnaires were unusable for this research because 
there were incomplete answers in the tennis case section. Secondly, most of the 
respondents misunderstood the questions from the case study. For example, question 
number I which asked the respondents 'Is the information given in the case enough for 
you to solve the problem? If not, what other information would you look forT, the aim 
of this question is to find out if the respondent normally requires all necessary 
information when making a decision, because the tennis case was presented in a 
incomplete format. If the respondents answered the question by stating that they needed 
more information, then, that would mean they fitted into one of the rationality 
characteristics (Use all necessary information when making a decision). 
However, most of the respondents misunderstood this question by giving full business 
analysis (e. g. SWOT analysis) of this case. The problem of the respondents 
misunderstanding the questions from the tennis case was not detected during the pilot 
test. That was because the sample of the pilot test was based on twenty managers. The 
questionnaires were delivered to each manager in person. All of them had a chance to 
query the questions that were not clear to them. However, during the field work research, 
all of the questionnaires were sent by post, therefore, none of the managers had a chance 
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to ask questions. This is a trade-off between the posted questionnaire method and the in- 
person interview method. The posted questionnaire method can be used with a large 
sample size but it is difficult to get a perfect response. This is because all questionnaires 
must have a decent length and a simple format for an acceptable response. Therefore, 
some details were missed out from the case study which may have caused the 
misunderstanding of some respondents. 
Having said that, the information from the case study was useful in measuring the 
rationality of the managers. For example, question no. 2 which asked the respondents to 
list their decision making process for this artificial case; most of the respondents 
successfully completed this question. The decision making process was listed by each 
manager assuming that the case was actually their real problem. The answers from this 
question gave an indication of their decision making process. The answer indicated that 
the managers were somewhat rational or intuitive decision-makers. Other usefill 
information came from question number 5 of the case. This question was not used as part 
of the rationality measurement. The question asked 'did you use any of your past 
experiences or any 'old tricks' to help you solve this case at all? If so, what are theyT 
The intention of this question was to reveal any of the heuristics they normally use when 
making decisions. Many managers stated that they used past experience to help them 
make decisions. However, reports of other heuristics were not forthcoming from this 
question. 
Figure 13 below shows the level of rationality of subjects from the Tennis case study. 
The maximum scores which represent a high rationality is 4, and a0 score represents a 
low level of rationality (Intuitive). 
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Figure 14: Number of managers and rationality scores from the Tennis case study (Field 
work). 
8.1.3 CSI questionnaires 
The CSI test used in the questionnaire for this field work research has indicated itself as a 
suitable set for a rationality test. The test was well-forinatted and very easy for managers 
to respond to. All of the CSI questionnaires sent out to the managers were returned with 
full and complete answers. The Cronbach's alpha of this CSI test was performed by the 
test's creators with the alpha coefficient ranging from 0.84 to 0.92 (Allinson and Hayes, 
1996) across seven groups of samples in their study. Figure 12 below shows the results 
of the CSI scores that represent the rationality of all 466 managers who participated in 
this research. 
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Figure 15: Number of managers and rationality scores from CSI test (Field work) 
The graph in Figure 15 indicates that the majority of the managers fall into the range of 
41-60 scores of rationality. According to the CSI scores, the higher the score, the higher 
the rationality of the respondent. The range of 41-60 is considered to be on the high 
range of rationality (Allinson and Hayes, 1997). This result was also supported by the 
similar study of Allinson and Hayes (1997) on cross-national differences in cognitive 
style: Implications for management. These authors conducted the study to examine the 
traditional dichotomy between the 'intuitive' East and the rational or 'analytic' West. 
The comparison of the mean scores from their study showed that the most intuitive 
groups were in the West, located in the Anglo, North European and European Latin, and 
the most analytic were in'the East, in the Developing Countries and Arab categories. The 
mean scores of CSI on the managers in the Developing Countries ranged between 41.52 
to 52.61. The CS1 scores of these authors' study gave support to the CSI score of this 
research, which also found that the majority of Thai executive managers had the rational 
score with a mean of 52.33. 
Comparing the result of both graphs, it can be seen that the pattern of scores of both 
methods are quite different. In other words, these two methods were not measuring the 
same thing. 
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8.1.4 Interview 
Forty managers were selected from the returned questionnaires to participate in this 
interview session. Each manager was contacted by telephone to ask whether they were 
willing to take part in this interview session. After the forty managers accepted the 
request, two interview sessions were held with each manager. The first interview lasted 
about I-2 hours for each manager and audio tape was used to record every session of the 
interview. The first interview non-nally took longer than the second interview for all 
managers. All managers were asked to describe their decision making process of one 
particular strategic problem and other details regarding their way of making decisions. 
For example, apart from describing their decision making process, the managers were 
also asked whether they considered themselves as rational or intuitive decision-makers. 
They were also asked to describe their understanding of the concept of 'strategic 
decision'. All of the information was decoded from the audio-tape and analysed to see if 
there was any missing information at all for each manager. The most common problems 
that found in this first interview session was the difficulty in managing their time and 
their schedule. All of the forty interviewed managers were employed at a very high level 
within their organisation. Therefore, the major problem was that it was very difficult for 
them to schedule their time for the interview. They all had limited time to spare for each 
interview due to the responsibilities of their jobs. Another major problem of the first 
interview session was that the interviewerneeded to keep the managers on the right track. 
This was the common problem with each interview, the subject could go on with the 
information which was irrelevant to the research. It was the interviewer's job to ask 
specific questions and try to bring the managers back to the issue, which was useful to the 
research. Some managers had difficulty in expressing their thoughts and found it was 
hard to concentrate on the subject area. It was up to the researcher to keep the interview 
on the topic in question and to extract the specific information from the managers. 
Moreover, the researcher was faced with limited time due to the managers' tight 
schedule. Therefore, all the questions needed to get to the point and the main questions 
has to be well prepared before the interview. 
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The second inter-view took place about one week after the first interview was conducted. 
Having analysed the information from the first interview, the missing information was 
identified for the second interview. The purpose of this second inter-view was to collect 
more information on the missing topics. However, some problems were experienced 
during the second interview. Some managers found it hard to recollect what they said in 
the first interview. Before any new questions could be asked, the researcher had to 
remind the managers of the information given in the first inter-view. The second 
interview questions were kept short and precise. Timing is a very important issue here. 
The researcher must make sure that all the missing details were asked on this interview 
because it was unlikely that the managers would agree to attend a third interview. Also, 
some information from the first interview needed to be elaborated. Each business 
situation was different and all of the cases were completely new to the researcher. 
Therefore, it was hard for the researcher to obtain complete information from the first 
interview. The missing information was not identified until the inforination from the first 
interview was analysed. Therefore, the analysing of each manager's decision making 
process had to be arrived at as much as possible from the second interview. This second 
interview typically only took about 30 minutes to one hour for each manager. 
All information collected from the managers -was first decoded in a dialogue form (see 
Appendix 23). Then the argument mapping and the decision making process diagram 
were the two formal methods used to present the information collected from the interview 
of all forty managers. All information decoded was used to help allocate the score of 
rationality to each manager. Nine characteristics of rationality were used here as a 
measuring method to indicate managers' rationality. For example, one of the 
characteristics of rationality is 'Have number of alternative lay out'. Therefore, if the 
manager explained that they normally listed out and considered all the alternatives in 
detail then the manager would get one score for this answer. The maximum score that 
the managers could achieve was nine and the minimum score was zero. Any manager 
whose total score was higher or equal to five was considered to be a rational decision- 
maker (see Appendix 24). 
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Figure 16 below shows the level of rationality of all forty interviewed managers. The 
scores of rationality were assessed according to the 9 characteristics of rationality based 
on information collected from each manager. 
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Figure 16: Level of rationality of forty managers based on interview information. 
The graph above shows the different patterns from the first two graphs of the tennis case 
study and CSI. The graph of the CSI suggests that the majority of the managers were put 
together in one group of the scores. Only a small number of managers were included in 
the other score groups. The graph of the Tennis scores does not show much difference in 
its pattern from the CSI scores. Only 2 out 5 score groups contained the majority of the 
managers while only a small number of managers were included in the rest of the groups. 
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8.2 Correlation between methods 
Three methods were used in this field work research to investigate the rationality of the 
executive managers. The three methods measured the same thing as part of the 
triangulation process to cross check the consistency of each method. The three methods 
used in this test were Interview, CSI and Tennis case study. The Interview method was 
believed to be the most reliable source of information among the three methods. The 
reason being the information collected from the interview came directly from the 
managers. All the information from managers was discussed in detail with them to 
prevent any misunderstanding. More in-depth information could be collected from the 
interview method than the CSI. This is because the CSI does not directly measure the 
components of rational decision as selected or derived from the literature review. More 
over, when compared with the tennis case, the information collected from the interview 
method is much more reliable in measuring the rationality of the managers. This is 
because the tennis case study is an artificial case and that people might find it difficult to 
understand. The case was based on one particular hypothetical business situation. It is 
very possible that managers can not really picture themselves in that particular business 
situation because they have no understanding of that business line. All these reasons 
seemed to be the main cause of the incomplete questionnaires on the tennis case study 
section. Also, since the tennis case study was part of the questionnaire, there was no way 
for the researcher to find out whether the respondents fully understood the case or not. 
On top of that, managers might have find the case to be a time consuming process since 
they had to read the case before answering the questions. All together, it was possible 
that they just ignored this section in the questionnaire set and moved on to the more 
simple section. 
However, the interview method was very time consuming, therefore, only a limited 
number of managers could be obtained for the research. Whereas, the major advantage of 
the other two methods was that they could cover a much larger range of the population. 
The table below shows the correlation coefficient relationship between the three methods. 
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Variables Pearson Correlation@ 
1. Tennis case& CSI (n = 466) 0.593 
2. Tennis case &Interview (n 40) 0.303 
3. CSI &Interview (n 40) 0.794 
Table 10: Correlation coefficient relationship on three methods 
The results from the table indicate that the Interview and the CSI were the most closely 
correlated methods in getting information regarding the rationality of each manager. As 
mentioned earlier, the interview method was the most reliable information collecting 
method because the information collected came from the direct source, therefore, the 
result of the CSI test and the Tennis case were compared with the interview result to 
check the consistency of the two tests. The correlation coefficient between the Interview 
and CSI method was 0.794. This score indicated that the two tests were closely 
correlated and indicated the convergent validity between CSI method and the interview 
method in measuring the rationality. Whereas, the correlation between the Interview and 
the Tennis case was very poor with the correlation coefficient score of 0.303, this score 
indicated that the Tennis case was not a consistence method in measuring the rationality 
when compared with Interview method. Again, the evidence of the inconsistency of the 
Tennis case was also found in the correlation coefficient score between the Tennis case 
and the CSI. Based on these results, the Tennis case will not be used in any further 
discussion. 
Three figures below show the correlation between the three methods. 
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Figure 19: Scores of Tennis case (rationality) VS CSI (rationality) 
The three graphs above show a strong correlation coefficient result from the interview 
method, which was supported by good correlation with a well-tested CSI test. This also 
indicates that the CSI could be a good substitute measuring method for rationality for a 
large sample size. On the other hand, the tennis case gives a poor correlation coefficient 
result when compared to both the interview and the CSI method. This indicates that the 
Tennis case is not a good substitute measuring method for rationality testing. Based on 
this finding, the tennis case will not be used in further analysis. 
Correlation coefficient tests ivere also computed between the scores of environment and 
the rationality scores (CSI and Interview) of the 466 managers. See Figures 20 and 21. 
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Figure 20: Correlation coefficient between unstable environment and CSI (rational) scores 
There is a significant relationship between CSI and environment. However, the R value 
of 0.275 indicates that the relationship is very weak. That means that the unstable or 
stable environment does not affect the degree of rationality. 
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Figure 2 1: Correlation coefficient between unstable environment and level of strategic decision 
This graph also shows a significant relationship between the environment and the level of 
strategic decision. The R square is 0.584 indicates that the relationship is moderate. This 
means that in an unstable environment managers will pay more attention to more 
strategic decisions. These are the decisions which involve a high level of money, a high 
level of risk, a high level of complexity, the non-routine type, and those requiring a long 
time require to solve the problem. 
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Regression analysis 
Four regression analysis were also computed on the tennis case questions and the level of 
strategic decision questions. Two of the regressions were done between tennis case 
questions and the result of rationality (CSI and Interview scores). The -other two 
regressions were done between the level of strategic decision questions and the result of 
rationality (CSI and Interview scores). Results are discussed below: 
1. The regression result of the four tennis questions and the CSI rationality scores, and 
the four tennis questions with Interview rationality scores gave R square value of 
0.357 and 0.143 respectively. These scores are used to compare with the R square of 
correlation coefficient between four tennis questions and CSI, and the four tennis 
questions and the Interview of 0.593 and 0.303 respectively. The two sets of scores 
do not appear to make much difference when doing the regression. Therefore the 
unweighted average of the tennis questions will be used. 
2. The same types of result were also found from the regression analysis between the 
level of the strategic decision and the CSI rationality, and the level of strategic 
decision and Interview rationality. The two sets of results showed no distinctive 
difference to the correlation coefficient results between the two pairs. Therefore, the 
unweighted average of the level of strategic decision will be used. 
8.3 CorreIation with Ievel of strategic decision 
In order to study the hypothesis, The higher the level of strategicness the decision is, the 
more rational the inanagers become, two different pairs of scores were matched up to see 
the correlation coefficient result. Two rationality measuring methods were paired up 
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with the scores of level of strategic decision for the correlation coefficient analysis. The 
results of the two pairs are shown in the table below. 
Variables Pearson Correlation@ 
1. CSI & Level of strategic decision 0.568 
2. Interview & Level of strategic decision 0.658 
Table 11: Correlation coefficient results on hypotheses 
The two pairs gave a positive and supportive result for the hypothesis. The correlation 
coefficient result of the CSI and the Level of strategic decision is 0.568. The correlation 
coefficient result of Interview and the Level of strategic decision is 0.658. The interview 
score indicates that there is a fairly strong relationship between the level of rationality of 
managers and the level of strategicness of the decisions that they are involved with. The 
CSI score also gives a good correlation to support the hypothesis but not as strong as the 
interview scores. On the other hand, the correlation result of the tennis case and the level 
of strategic decision was considerably lower at 0.326. However, this is not a surprising 
result knowing that tennis case is not a suitable method in measuring the rationality. As 
mentioned earlier, the tennis case showed a poor correlation result when compared with 
other rationality measuring methods i. e., the interview and the CSI. 
As the hypothesis proposes, the higher the level of strategic decision, the more rational 
managers tend to become. The two sets of correlation coefficient scores between the 
interview and the level of strategicness decision, and, the CSI and the level of 
strategicness decision support this hypothesis. Figure 22 and Figure 23 below show the 
correlation supporting the hypothesis. 
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Figure 22: Correlation coefficient between CSI and Level of strategic decision 
Based on the scores from 466 managers on the returned questionnaires, their CSI scores 
and Level of strategic decision scores indicate a strong relationship which supports the 
hypothesis purpose of this research. The graph shows the upward trend of the two 
variables. The managers who scored high on the level of strategic decision 
questionnaires also obtained high scores on their CSI questionnaires. The managers who 
had low scores on the level of strategic decision also had low scores on their CSI test. 
The results of these two tests indicate that the higher the level of strategic decision the 
managers are involved with, the more rational they become. 
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Figure 23: Correlation coefficient between Interview and Level of strategic decision 
The purpose of the interview method was also similar to the CSI test, which was to 
measure the rationality of the managers. The result of the interview scores also indicates 
similar findings to the CSI test. As the graph above shows, there is a strong relationship 
between the rationality of the managers (interview scores) and the level of strategic 
decision. The graph shows the upward trend of these two variables. The higher the 
levels of strategic decision, the more rational managers become. The lower the levels of 
strategic decision, the less rational people become. 
The graph represents the CSI scores and the level of strategic decision also indicates a 
fairly strong relationship to support the hypothesis. The difference between the scores of 
the two methods, the CSI and the interview, were only minimal. However, the fact that 
the two tests were based on different sample sizes must be taken into account. The CSI 
test was based on the sample size of 466, while interview had only 40 samples. The 
graph below shows the relationship of CSI and level of strategic decision based on the 
sample size of 40 managers. 
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Figure 24: Correlation coefficient between CSI and Level of strategic decision (n=40) 
The correlation coefficient of the CSI and the Level of strategic decision was 0.610. This 
result indicates that with a smaller sample size the CSI still has a strong relationship with 
the Level of strategic decision. Therefore, it is possible to assume that the interview 
method would still give this strong relationship with the Level of strategic decision if the 
sample size were as large as 466 managers. The reason for making this assumption is 
because in practice it is not possible to interview all of the 466 managers. However, the 
assumption was clearly supported by the correlation coefficient scores and the graphs 
shown above. 
Another major finding on this research is the investigation of the use of heuristics within 
managers' decision making process. The finding is discussed in detail in section 2. 
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8.4 Score results of the forty interviewed subjects 
During the interviews, the difference in attitude towards the way managers approach their 
decision making process was noticed. The researcher experienced during the interview 
session that some managers had a distinctive way of making decisions. For example, 
some of them mentioned that they would consult with the fortune-teller for advice on 
their new project decision. It is rather extreme behaviour for managers which certainly 
requires more study. Therefore, the differences in their decision making process and 
their approach to the problem solving were looked at based on the relationship they had 
with the company. There are other factors mentioned in the literature review which 
appear to have some effect on the way people make their decisions, such as age, 
education background and sex (Hambridk and Mason, 1984; Hitt and Barr, 1989). 
Moreover, as Allinson and Hayes (1997) mentioned the decision making process pattern 
could be different between nations and that was because of the culture differences. Based 
on all these suggestion, it is interesting to see if the relationship of the managers with the 
company would effect or indicate their decision making pattern. This study divided 
managers into two groups. The first group involved managers who did not have a 
personal relationship with the owner of the company. The second group contained 
managers who are part of the family or had some personal relationship with the owner of 
the company e. g., owner's son or owner's nephew. 
8.4.1 Family members and Non family member 
The total number of managers who were interviewed for this field work research was 
forty. Twenty seven managers were related to the company's owner and the remaining 
thirteen managers had no personal relationship with the company's owner. The family 
member managers refers to any manager who had a personal relationship with the 
company's owner e. g., the son of the owner, the nephew of the owner. 
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CSI scores of non-family members 
Average 55.41 
SD 7.36 
CSI scores of family members 
Average 44.54 
SD 5.54 
Interview scores of non-familv members 
Average 5.80 
SD 1.35 
Interview scores of family members 
Average 3.53 
SD 1.71 
The average CSI scores of non-family member and family member managers are 55.41 
and 44.54 respectively (the maximum CSI score is 76). These results indicate that among 
these executive managers, the non-family member managers have higher scores of 
rationality, while lower rational scores was evidenced from the family member managers. 
These results were supported by the scores of interview which were used to measure the 
same rationality as the CSI. The average interview scores of non-family member and 
family member managers are 5.80 and 3.53 respectively (the maximum interview score is 
9). Both rationality measuring methods indicate that the non-family member managers 
tend to be more rational with their decision making process than the family member 
managers. The implication of these result will be discussed in the chapter 9. 
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The next step is to investigate how each manager views themselves as a decision-maker. 
8.4.2 Managers' perception of their own decision cognitive styles 
4 
Part of the method to study all interviewed managers' cognitive style was to ask each 
manager a direct question on whether they think they are rational or intuitive decision- 
makers. In order to study the pattern of their decision making process, three main groups 
of managers were categorised. In order to simplify the discussion, subjects will be 
considered rational if their rational score is higher or equal to 5, and intuitive if they score 
lower than 5. This gives three cases to be considered. The first group contains the 
managers whose results of their cognitive style, evaluated from their interview 
information (Decision making process diagram) are the same as their own claims on their 
cognitive styles. This group was divided into two sub groups of 1. Rational (result from 
interview scores) and Rational (own claim), and 2. Intuitive (result from interview scores) 
and Intuitive (own claim). The second group contains the managers whose results of 
their cognitive style from the diagram process are- different from their own claims on their 
cognitive styles. This group contains the managers' results of Rational (interview scores) 
and Intuitive (own claim). There were no managers with Intuitive (interview scores) and 
Rational (own claim) within this research. 
(11) Three different groups of managers' cognitive styles 
Results Number of managers Zý 
1. Rational (interview) & Rational (own claim) 26 
2. Intuitive (interview) & Intuitive (own claim) 11 
3. Rational (interview) & Intuitive (own claim) 3 
Table 12: Three different groups of managers' cognitive styles 
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The details of these three groups' results are discussed below. 
(1) Relationship of 40 interviewed managers between their rational (interview) scores 
and their own claims k 
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Figure 25: The number of rational steps and the number of managers (who claimed they are intuitive) 41 
I 
Figure 25 represents the relationship of the number of managers who claimed themselves 
to be intuitive. The graph shows that there are 14 managers who claimed themselves to 
be intuitive. The average number of steps of these intuitive managers' group is 3.42. 
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Note that the graph indicates that managers in general have a good understanding of 
whether they are rational or intuitive. Figure 25 shows that most intuitive-claiming 
managers did in fact score poorly on rationality. Figure 26 shows rational-claiming 
managers scored much higher for rationality. 
Figure 26 represents the relationship of the number of managers who claimed themselves 
as rational. The graph shows that there are 26 managers who claim they are rational. 
The average number of steps of this rational managers' group is 5.96. 
A. Rational (diagram) and Rational (own claim) 
The decision making process diagram of manager number 3 (Figure 27) is used here as 
an example to study the result of these managers' cognitive style. The diagram of this 
manager as shown below indicates that this manager closely followed the general pattern 
of rationality decision making process. His decision making process involved discussing 
the cause of the problem, researching informal information, laying-out alternatives, 
evaluating each choice in detail and selecting the best solution. All these decision 
making steps lead to the rational cognitive style. 
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B. Intuitive (diagram) and Intuitive (own claim) 
Manager number 14 (Figure 28) is used here as an example for this type of decision 
making cognitive style. This type of decision making style suggests that there is no real 
structure in the process. The manager based his decision on gut feelings, his instincts and 
mystic. The managers of this type normally do not require detailed information nor 
information analysis. They do not have alternative choices lay out nor a systematic 
approach to the problem solving. Most of them make their decision based on their 
instincts and how they think the result would turn out based on their business vision, past 
experience, gut feeling and personal belief. 1 
Therefore, no real systematic structure of the 
decision making process could be found from this type. In most of the cases, the decision 
making process of this type is short, not much information is required, unstructured and 
the decision making requires less time to decide. 
C. Rational (diagram) and Intuitive (own claim) 
An example used in this case came from the decision making process of manager number 
5 (figure 29). The decision making process of the manager shows the step by step 
rational process. The process involved the formal meeting to analysing the cause of the 
problem, information search in detail, discussion on information analysis, and choice 
evaluation. The process indicates that this manager followed the rational decision 
making process; however, this manager indicated the use of intuition during the final part 
of his decision making. He stated that a part of the tools that he used to make his final 
decision was his gut feeling. This means that the manager tried to follow step by step of 
rational decision making pattern up to the decision making stage. While gut feeling was 
involved as a major part of his final decision making stage, he was rational in his decision 
making process. 
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Name Mr. Chot Sophonpanish 
Position Executive Vice President 
Company: Bangkok Bank Limited Plc. 
Business : Banking 
CEO 
Informal 
discussion 
CEO shared his view 
on the company's 
objective and two choices 
that he and Executive VP 
are interested in. 
Everyone seemed to agree 
with the two choices that 
CEO and Executive VP 
have suggested (Shanghai 
and Saigon). 
Discussion over the problem 
of opening the new branch 
Executive VP did his 
own data collection by 
talking to his business 
colleagues (non published 
information). 
He tried to find out the insight 
details of any new movement of 
Thai companies toward the two 
countries. 
Formal discussion 
Formal discussion 
Information search 
Executive VP 
CEO 
Executive VP 
- International branch VP 
- Foreign policy manager 
Executive legal advisor 
CEO directed the meeting 
and opened for any 
suggestion. 
Company's research dept. 
collected the infon-nation as 
regards the two countries': 
macro economic 
micro economic 
Thai business companies 
Government rules and 
regulations for foreign 
investment. 
The two choices were - Formal meeting to Pros and cons of the two 
evaluated base on the evaluate choice choices were listed down 
company's objective, based on economic factors 
low risk, pros and cons and potential for success. 
analysis of each choice 
and long term good business 
potential. 
usiness vision 
Maximise profit 
Decided to open the new Executive VP 
Good information branch in Shanghai 
: 
analysis -Good business connection 
Figure 27: Rational (diagram) and Rational (own claim) 
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Name Mr. Phaisarn Monkonnawin 
Position Managing Director 
Company: Suraphol Food Plc. 
Business : Agribusiness 
Problem: High production cost 
Situation study 
MD 
-Bequested to see all the production 
cost and company's expenses 
The fortune teller told him that for the 
period of 1995 - 1997 he must not 
Mystic expand nor increase in any investment. 
GM informed the 
president that 85% 
of the workers are Informal discussion with GM 
working on overtime 
payment. 
Confidence -ai experience 
Decided to cut down the overtime working 
Instinct 
I 
period of all employees 
ý-Personal 
knowledge 
Mystic MD stated that reducing the working overtime period means he 
does not expand nor increase in production capacity. Therefore, 
it would fit in well with the condition that fortune teller had warned 
him. More importantly, by reducing the working overtime period it 
could reduce the production cost for almost 25%. 
Figure 28: Intuitive (diagram) and Intuitive (own claim) 
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Name Mr. Umnony Na-Nakorn 
Position President 
Company: Siam Commercial Bank Plc. 
Business : Banking 
Company's semi annual 
performance evaluation 
President requested for President shared his personal 
IT system information e on the major 
Formal ecting competitors' movement. 
President raised the issue 
of whether the company e told the board that all major 
should use the Internet competitors are either connected 
within the organisation. or planing to connect to the Internet 
within their organisations. 
The estimate cost was -- 
EForm: 
al meeting -IT mana2er briefed on the use 
produced by finance and benefits of the Internet for 
manager. 4ý the organisation. 
iscussion over the pros and cons ý P 
Most of the cons were f the use of the Internet within the ,ý o 
regarding the employees' eeting organisation. 
feelings toward high 
technology machines. Most of the pros were about the 
direct and indirect benefit to the 
company. 
President requested for Discussion over Financial analysis 
more information as regards Formal mn: ee: ting: 
] 
on estimated installation costs, 
installation costs and operation costs and maintenance 
and operation cost of Internet costs. 
from the Finance dept. 
President tried to weight V resident tried to weigh 
the benefit of Consideration period the benefit of the internet 
having the Internet and of and its costs. 
not having it. 
Competitors' movement Decided to install the Internet President 
system within the organisation 
Company's business image 
Decided to upgrade the computer capacity 
Figure 29: Rational (diagram) and Intuitive (own claim) 
feeling 
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Section 2 
8.5 Investigation on the use of Heuristics 
Part of this research's purpose is to investigate the use of all heuristics by the interviewed 
executive managers. All of the heuristics types used by these forty executive managers 
are discussed below. 
(1) Evidence of all heuristics used by the forty interviewed managers (see Appendix 26) 
All managers mentioned during their inter-view that they used heuristics to help them in 
their decision making process. After the full analysis of the interview information from 
the Argument mapping and Decision making process diagram, it was found that most of 
the heuristics were used by managers on the last stage of their decision making process. 
In other words, the heuristics were applied to both decision making process types, 
rational and intuitive. During this interview session, all forty managers mentioned many 
new heuristics types which were not found on the literature review. 
All heuristics found on this interview session are now divided into groups according to 
the managers' business types. By doing this, it can be clearly seen what type of heuristics 
were used in the particular business type. Also, to see if there was any similarity among 
the way people adapt and adopt their heuristics within one business area. All managers 
are roughly divided into 17 groups according to the nature of their business. 
1. Banking business 
Three managers were in this banking business group. Manager (no. 3) mentioned that one 
must try to gain competitive advantage by being the first in the new international market. 
He stated that in this kind of business, relationships in business will bring money, good 
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relationship means good money, therefore, a good businessman is one who maintains 
good relationships with everyone. Manager no. 4 also mentioned that equity-financing 
method has proven to be more costly than the debt-financing method. The heuristic 
which he always used in doing his business is that one must keep eyes and ears open for 
the competitors. He believes that this is the best and the most reliable information one 
can get in the business war. However, he suggested that if the information one has on 
hand is complete then don't use the intuition or gut feeling but just decide according to 
the information one has. On the other hand, if the infonnation is only partly available 
then do use intuition or gut feeling to make a decision. He believes that without 
complete information, intuition or gut feeling is the best substitute decision tool. The 
manager no. 5 commented that he thought gut feeling and intuition is a good thing to help 
one makes decision. He said he normally uses gut feeling to help him select the last few 
choices from too many choices. The heuristic which he always applies to his decision 
making process is that 'If you can't be a leader, then at least try to be a good follower'. 
By that he meant a good follower is the one who keeps up very closely with competitors' 
movements. It is one of the best ways to minimise the risk by copying the best example. 
An example from the group can be seen from manager no. 5, ash shown on Figure 30 
This Argument mapping indicates that the manager closely followed to his competitors 
and made his decision accordingly. He also mentioned the use of heuristics on the last 
stage of his decision making process. 
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Coder: KK Coding Date: 3/97 
Document: Subject 51 Topic: Install new IT system Page 5 of 40 
No Of Grounds - GR No of Key Claim - KC, Sub Claim - 
SC 
I KC Internet and Email have became the I KC Decided to include Internet and Email system 
most important communication in every function. 
function in Thailand and around the 2 SC Upgrade the computer capacity. 
world. 
2 KC It's the most efficient communication 
tool in Thailand. 
3 KC The quickest and most economical 
way to gain access to world wide 
information. 
4 SC Existing computer capacity is 
insufficient. 
5 KC Most of the organisations have 
became Internet users. 
6 KC Message and information can be 
transfer accurately and directly to the 
receiver without passing through 
intermediary. 
7 KC The organisation needs efficient 
Intra-Com mun i cation. 
No Of Warrant - WT No of Backing - BK 
I GR Ultimate goal is to improve the I He thinks gut feeling and intuition is a good 
1,6 communication efficiency which Thing to help one makes decision. 
2 GR would result in the increase of 2 He said he normally uses gut feeling to help 
2,3 productivity. him select last few choices from too many 
Company wants to improve its choices. 
corporate' s image by introducing 3 He said 'If you can't be a leader, then at least 
3 GR high technology into a working try to be a good follower'. He explained that 
4,5 system. good follow is one who keep up very closely 
4 GR Technology's incapability incurs with competitors' movement. It is one of the 
2,3, hidden cost to the company. best way to minimise the risk - copy the best 
6 Gain worldwide corporate example. 
recognition through advertisement & 
corporate news in cyberspace. 
No of Qualifiers - QL 
I BK He uses gut feeling only to cut down the 
2 choices. However, when it comes down to last 
few choices he will fully use systematic 
analysis. 
2 GR Organisation behaviour is very important at 
5 this stage. Employees must be willing and 
ready to accept the new technology in order to 
increase productivity. Otherwise, it will give 
negative result rather than a positive one. 
Figure 30: An example of argument mapping 
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2. Hotels & Travel Services 
There were two managers on this group of business type. Manager no. 6 strongly 
emphasises the importance of past experience. He mentioned that experience is the best 
tool one needs when doing business. It will help one chose the right decision and 
generate long business vision that inexperience. On the contrary, manager no. 7 believes 
that experience is not everything in business. He said that knowledge is much more 
important than experience. He stated that good analysis will help to reduce risk and that 
more benefit can be taken from the business if you are pioneer. He said if you started off 
before your competitors then you have already won the project by half way. He believes 
that to invest in other countries would help the company to generate more income and at 
the same time build up networks. He stated that if there is fierce competition in any 
market, then one should get out of the market and try to expand in other market areas 
instead. His last tip for doing this business is that a strong connection with authorities 
would also favour the company. This last heuristic of his is similar to the heuristic 
comment by manager no. 3 who believes that relationships in business would bring more 
money 
3. Property Development 
Manager no. 8,9 and 10 were part of this business group. Managers no 8 and 9 are quite 
different in the use of their heuristics. Manager no 8 believes that information analysis is 
the most important tool to help one make decision. His heuristics is 'Nothing is certain in 
the business world, therefore, information analysis will help minimise risk'. However, 
manager no. 9 thinks that past experience is the most important tool in choosing the right 
decision. He said the advise and expertise of an experienced man is counted as one of the 
most valuable tools when doing business. He stated that the heuristic which he keeps 
reminding himself of when making a decision is that 'One cannot keep relying or waiting 
for the analysed information because everyone has access to the same information'. 
However, not everyone has the same experience. Manager no. 10 mentioned that a 
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general heuristic for the business is that 'Bad economics in general will lead to low 
purchasing power'. Therefore, one must try quickly to come up with new project plan for 
the situation. He said good decision-making should be combined with both good 
information analysis and good gut feeling. He explained that gut feeling combines with 
many unexplained factors. It is a good indicator to confirm the choice thaf one has 
decided upon. If you feel good about your decision, then that must be the best solution. 
He said the heuristic which he keeps in mind all the time is that 'Must get rid of the bad 
one (project, plan etc. ) immediately before it effects the others. By that he meant 
consider all the bad ones as sunk cost and try to move on to the new one. He explained 
that one might lose so much today, but if a quick decision is not made, then one will loss 
more. 
4. PrintinjZ & Publishin 
Three managers are included within this group being managers no. 11,38 and 39. For 
manager no. 11, he suggested that in this type of business the machinery is less costly 
compared to the human labour costs in the long run, and that fewer employees are easy to 
manage and control. He mentioned that one of his heuristics which has always benefited 
him is that 'when in doubt about the decision, try to seek advice from a wise man or those 
who have long experience and are successful in business'. Manager no. 38 commented 
that in order to gain advantage in business, one has to gain more experience than others. 
He believes that gut feeling is very important thing in running the business and challenge 
is always good for a high return. Another one of his heuristics is 'If you feel good about 
it (choice), it must be a good thing'. Manager no. 39 has quite different heuristics from 
the first two managers. He believes that the key to business success is good business 
vision and logistic planning. He suggested that one should take risk when one has lots of 
support from others. This heuristics of his is similar to one of the six most commonly 
used heuristics quoted from the literature review, risk aversion. His last heuristic 
mentioned is that 'Imply not Copy, Adapt not Adopt'. 
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5. Transnortation 
Managers no. I and 12 are included in this group of business. Manager no. 1 suggested 
that if the majority of the people (more than 50%) agree with your decision then you have 
nothing to worry about and don't have to waste time search for more information. This 
again is similar to the 'risk aversion' heuristic which quoted from the literature review. 
He mentioned that past experience is the most important thing when doing business and 
making decision. He believes that intuition is very valuable tactic for the undecided 
problem. He makes most of his decisions based on his feeling and that he hardly take any 
decision which make him feel uncomfortable with. As for manager no. 12, he mentioned 
that the best way to reduce business risk is to do joint venture and that experience is the 
most important tool fo r success in business. He tipped that 'It is common for airlines to 
search for strategic alliance as part of their survival strategy into the next millennium. 
6. Akribusiness 
Managers no. 13 and 14 came from the same business type, however, both of their 
heuristics are completely different. Manager no. 13 believes that gut feeling always lead 
to the wrong decision. He gives one heuristic as 'Don't throw good money after the bad 
one. If the project starts to show the bad sign, then quit immediately'. On the other hand, 
the manager no. 14 believes that fortune telling is one of the good and reliable old trick 
which lead to success. He stated that one important rule to remember is that 'If the 
company needs to cut down any excess cost as much as possible, then cut down the 
overtime is the most suitable choice'. He also mentioned that joint venture with other 
foreign company is a good way to gain competitive advantage. 
7. Building & Furnishing Material 
Managers no. 15 and 16 are put into this business type. Again, these two managers show 
quite a opposite on the use and believe of their heuristics. Manager no. 15 believes that 
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good planning, logistic thought and good analysis is the three main keys to success. 
While manager no. 16 suggested that 'Whatever come up to your mind first is always the 
best solution for the case'. Manager no. 15 also stated that one cannot use experience as 
a guideline to decide the new case because every case is different. He said that it is 
always a great risk to be the first to do something; however, if your company has the 
biggest market share and a good reputation in the business then you need to be the one 
who launches a new product in order to maintain your reputation. Manager no. 16 stated 
his belief that 'According to the poor economic situation, it is hard to increase the sales. 
The best way to survive in the business is to cut costs and expenses. ' 
8. Finance & Securities 
Managers no. 2,17,18 and 40 fall within this type of business. Manager no. 2 suggested 
that quick decision making is very important in the financial business because in this 
business things change within a matter of seconds. Also, intuition based on past 
experience in the job is a good guide for making decisions. Manager no. 17 has a similar 
background of heuristics use. He mentioned that experience helps people not to make the 
same mistake as before. His heuristics are 'First risk, First rich'; 'To expand the lending 
size will have to include lending portfolio more from the regions other than Bangkok. In 
turn, company's size will increase and budget accomplished. '; 'If the economic is 
sluggish, it is extremely insecure to lend to doubtful potential customers as the loan may 
be default because bad loans would definitely effects company performance. ' He also 
stated that word of mouth and verbal information are much more useful than the written 
analysis information. Whereas, manager no. 18 believes that in order to minimise the 
risk, the analysis information must be used. He mentioned that competitors' strategies 
should only be copied if they have proved to be very successful. He stated that in this 
business, fierce competition amongst market players, therefore the price of debentures on 
hand would fall and would incur loss. He said the company would only invest more in a 
debenture trading portfolio when the economy started to pick up and show good signs for 
investment. Manager no. 40 suggested that experience is not a good business pattern that 
one should copy or follow for the new case. His heuristics are that 'Trust no one but your 
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own analysis' and ' If business is a communication, then figure analysis is a language'. 
This means he prefers the analytic method rather than the intuitive one. 
9. Communication 
Three managers are involved in this business group, managers no. 19,20 and 21. 
Manager no. 19 stated that engineering is one of the most important parts of this business. 
To set up the training centre will give the company a better chance than other competitors 
in selecting the best engineer. His heuristics are 'Group discussion is the best way to 
generate good business ideas' and 'Big investment, long time plan, life long profit'. He 
believes that to gain loyalty from employees, you need to raise them when they are 
young. Manager no. 20 concluded that the investment cost of this business is extremely 
high, the more service provided, the less costs became. He also stated that the best way 
to be successful in business is to try to be the first in everything. Managers no. 21 
suggested that 'Heuristics can only be used where no money is involved'. He 
commented that a newly established international marketing unit needs specific attention 
and aggressive marketing strategy. 
10. Electrical Products & Computers 
There are four managers within this business group, managers no. 22,23,24 and 25. All 
of these managers share some similarity in their way of using heuristics. Manager no. 22 
believes that information is power, which is similar to manager no. 25 who suggested that 
the more information you have, the more advantage you gain over your competitors. 
Managers no. 22 also mentioned that joint venture is the best, quickest and safest way to 
become big in the market. He stated that capital injection from a Japanese company 
helps decrease the financial burden of the company, and that technology and know-how 
from a Japanese company could lift company production standards. Manager no. 23 
suggested that academic knowledge is the most important tool to any success and that 
every decision one takes must be able to be explained in a rational form. He suggested 
that in this business, the company should avoid rising labour costs by allocating existing 
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labour expense unequally to the workers according to their performance. That is because 
daily pay system provides no incentive for workers to become productive nor work more 
efficiently as they receive equal pay. Manager no. 24 said that the heuristics he always 
uses are 'Take risks if the chances of success are 70: 30' and 'Implement but don't copy'. 
He also believes that past experience is only useful when used with analysis information. 
Manager no. 25 believes that expert advise and experience are important in making the 
right decision. He also mentioned that gut feeling and heuristics are only useful for small 
or non-strategic decisions. 
11. Electronic Componen 
Manager no 26 commented that one should use intuition and gut feeling in a case where 
one is inexperienced. Also, a systematic approach should always be used in the decision 
making process if time is available. He stated that lots of benefits can be enjoyed if you 
are the first in the market. 
12. Ene 
Manager no. 27 believes that to concentrate all the company's fund in one main business 
will help reduce cost. His heuristics are ' Just do what you know best - is the key success 
to business'; 'Good business plan and logistic thinking are like the head light of the car. 
It helps one travel without accident and to be able to see the road ahead more clearly' and 
' If the chance to success is 80%, then take risk'. 
13. Vehicles& Parts 
Two managers are included in this type of business, manager no. 28 and 29. Manager no. 
28 believes that joint venture will help the company with technical know-how and 
equipment provided by a foreign partner. He said 'Joint venture is the quickest way to 
help small to medium business to become more powerful in business'. Manager no. 29 
commented that all of his business vision always come from past experience and 
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intuition. He believes that past experience is a vital tool to help one make the right 
decision. 
14. Health Care Services 
Three managers are involved in this business type, manager no. 30,31 and 32. Manager 
number 30 stated that the company needs to differentiate itself from the others in order to 
survive competition. He believes that past experience is a good thing but logical thinking 
and systematic analysis are more suitable for strategic decision. Another heuristics of his 
is 'People will spend their last dime to save their life. The business on health care will 
always make money'. Manager no. 31 believes that good business vision and confidence 
are the two keys to success to business. He said too many information can mislead any 
good decision. Another two of his heuristics are 'No quick decision!, must always have 
time to consider all important factors before making any decision' and ' If the chance to 
success is over 50%, then take risk'. He mentioned that the area which has been 
increasingly urbanised will create demand for health care services. Manager no. 32 
believes that past experience is a good tip to help one make good decision. He strongly 
stated that logical thinking is not a very good reliable source for the decision making. He 
stated that fortune telling is always a good advise to follow because the prediction is 
based on reasonable ground. 
15. Textiles, Clothinz & Footwear 
Manager no. 33 stated that the procurement of automatic machinery proves to be less 
costly in the long term, so that to replace the labour force by the machinery is considered 
to be the best way to cut the cost of production. He mentioned that the more information 
one has, the more confidence one gain. However, without experience, the decision 
making process is not completed. He said 'It is always better to wait a little longer for a 
bigger stake rather than to rush in for a tiny bit of it' 
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16. Commerce 
Manager no. 34 believes that systematic approach is the best tool to use when making 
decisions. He said 'It is much safer to be the follower than to be an explorer' and ' The 
best way to be successful is to learn from other people's mistakes and not repeat them' 
17. Foods & Beverazes 
Three managers are included within this business type, manager no. 35,36 and 37. 
Managers no. 35 and 36 share some similarity in their use of heuristics. Manager no. 35 
believes that judgement and gut feeling are a more reliable than public infon-nation. 
Manager no. 36 also stated that gut feeling, past experience and intuition are the three 
important keys to good decision making. Manager no. 35 also mentioned that to be 
successful in business, one needs to take risks all the time. He said 'The more risk you 
take, the more gain you can expect'. Manager no. 36 said that his heuristics are ' 
Customers buy images, if you have the image, then you have the customers' and 'Follow 
the major competitors' concepts, correct any mistake they make and make it all better'. 
Manager no. 37 believes that systematic approach is the best way to minimise the risk. 
However, past experience is the useful tactic to assist a better decision making. He said 
The more money involved, the longer time one required to make a decision' 
The Table 13 shows the number of heuristics used by each manager. The first six 
heuristics are based on the most commonly used heuristics found in the literature. Other 
new type of heuristics mentioned by these managers are noted under 'others'. The details 
of each new heuristic evidenced from these managers decision-making process are shown 
in Appendix 26. 
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Heuristics commonly used 1 2 3 4 5 16 7 8 9 10 11 112 13 14 115 1 16 17 18 19 1201 
1. Simplification 
2. Reference to past cases 
3. Imitation 
4. Risk aversion 
15. Satisfying 
16. Co-operation 
7. Others 
Heuristics commonly used 21 22 23 24 25 126 27 128 1 29 130 31 132 1 33 34 351 36 137 38 39 140 1 
i. Simplification 
2. Reference to past cases 
3. Imitation 
4. Risk aversion 
15. Satisfying 
16. Co-operation - L I Ll 
7. Others 
Table 13 : Heuristics used by 40 Thai executive managers 
(11) Six most commonly used heuristics quoted from literature review 
Table 13 shows the evidence of all heuristics used by the forty managers. The details 
were decoded from the interview information given by each manager. Six of the most 
commonly used heuristics were used as a guideline to group their heuristics. The six 
most commonly used heuristics were quoted from the literature review. They are 
Simplification, Reference to past cases, Imitation, Risk aversion, Satisfying, and Co- 
operation. All other heuristics mentioned by managers which were not part of these six 
types were put under the category 'others'. All six most commonly used heuristics which 
were quoted from literature review were all repeatedly used by these forty managers. 
The most popular heuristic that was mentioned by almost all the managers was 
'Reference to past cases'. Most of the managers mentioned during their interviews that 
they normally refer to their past cases or past experience when making a decision. Some 
of the managers mentioned their use of past experience on the particular decision making 
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problem selected to discuss during the interview. Some of the managers mentioned that 
they generally use and value past experience as an important tool in helping them make 
their decision. The least popular heuristic mentioned by the managers was the 
'Satisfying'. It was only evidenced by two out of the forty managers. Despite their claim 
on their decision making cognitive styles, all forty managers admitted their use of 
heuristics as part of the decision making process. 
The graph in Figure 31 below shows the frequency of heuristic use by each of the forty 
interviewed managers. 
Frequency of Heuristics Used by Interview Managers 
40 
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Type of Heuristics 
Figure 3 1: Frequently of heuristic use by the forty interviewed managers. 
IMSeriesl ý 
Definition : (no. I- no. 6 are the most commonly used heuristics quoted from the literature 
review) 
I= Simplification 
2= Reference to past cases 
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3= Imitation 
4= Risk aversion 
5= Satisfying 
6= Co-operation 
7= Other types 
(111) Other new heuristics mentioned by managers 
Thirty six of the interviewed managers mentioned others types of heuristics which they 
used as part of their decision making process. All these new heuristics are listed on Table 
I At least one of the new heuristics was mentioned by each manager. Some of the 
heuristics evidenced during this research were based on the heuristics used within the 
particular problem discussed during the interview. Some of the heuristics were the 
general rule of thumb or belief which they normally used as part of their decision making 
process. 
An example of the specific heuristic mentioned on the particular problem discussed 
during the interview can be found on the manager number 7. His specific decision 
discussed during the interview was on the problem of 'New hotel investment in a foreign 
country'. He suggested that 'Fierce competition in the market has initiated a plan for the 
company to expand regionally, rather than to expand locally' and 'If invested in other 
countries, the company would be able to generate more income and at the same time 
build up the network'. These two heuristics were used as a major decision making tool to 
help him make the decision to invest in his new project in Myamar. Another example 
can be seen from manager number 2, he suggested that 'Quick decision making is very 
important in financial business because in this type of business things change within a 
matter of seconds. 
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Others managers had mentioned more general heuristics which they normally used and 
applied in many cases of their decision making. For example, manager number I 
suggested that his heuristic is 'Don't decide on any choice if you don't feel comfortable 
with it. It must be a bad choice if you have a negative feeling about it'. He also strongly 
confirmed that he has never made decision on any choice that he had an uneasy feeling 
about. He believed that this uneasy feeling was a good indication that it was a bad 
choice. He stated that no further information would be necessary on the choice, he 
believed in his gut feeling. Manager number 14 mentioned his heuristic as that 'Fortune 
telling or mystic is one of the good and reliable old tricks which lead to success'. The 
same heuristic was also evidenced by the manager number 32 who also suggested that 
'Fortune telling is always good advice to follow. The prediction is based on reasonable 
ground'. Another example of general heuristic came from manager number 31 which 
stated that 'Good business vision and confidence are the two keys to success to business' 
and 'Too much information can mislead any good decision. 
Summarv 
All the heuristics used and mentioned by all these forty managers indicate that top 
executive managers do use heuristics to help them make decisions. That is to say no 
matter what kind of approach they try to use before reaching the final decision (rational 
or intuitive), they all included heuristics at the last stage of their decision making process. 
This indicates that all heuristics are used as one of the decision-maker's judgement tools. 
They used them to choose the right final decision for them with the belief that it will give 
them a positive result. Some managers who were grouped in the same business type 
showed some similarity of heuristics use. However, not all of the managers have the 
same heuristics. They are all unique and each has a reason to support its use. It is not 
possible to decide whether a heuristics is good or a bad. All heuristics were used based 
on each managers' belief in the benefit to them. One must really look closely into the 
situation in which each heuristic will be applied to try them out and learn them. There 
are specific rules setting out which heuristic should be used in one particular decision 
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rather than another. That is why the managers from the same group of business still have 
different types of heuristics or even totally opposite ones. Having said that, there are 
some obvious heuristics which were repeatedly mentioned by the managers such as 'If 
you feel good about the choice, then go for it, it must be the right decision', 'Trust your 
instinct', 'Seek advice from the wise man and the experienced man', 'Gut feeling is a 
good thing to help one make the final decision', 'Systematic and information analysis are 
the best way to deal with problems', 'The best way to reduce risk is to do joint venture', 
'Fortune telling is a good thing to help one make decisions because the suggestion is 
based on reasonable grounds which can not be explained in a systematic way', 'Get rid 
of the bad project immediately, take it as a sunk cost before it effects others', and 'Risk 
taking is a good thing to gain more success and return'. 
8.5.1 The use of heuristics 
After the interview process of the forty executive managers, all information decoded into 
dialogue fonnat was analysed and presented into two formal data representing methods. 
The two methods were Argument Mapping and Decision-Making Process Diagram. The 
two methods appeared to be suitable and reliable methods for analysing the information 
gathered from the interviews. However, some difficulties were experienced during these 
two processes. 
For example, in Argument mapping, it could be confusing sometimes to differentiate 
between the categories which the information should be classified under. The most 
common confusion arose from the data of Ground and Warrant. An example of this came 
from manager number 5 (see Figure 32) whose strategic decision at the interview was 
'Decided to include Internet and Email system in every function of the organisation'. He 
explained his business situation and background during the interview. At one point he 
mentioned that 'Internet is the most efficient communication tool in Thailand'. This 
information could easily be confused between Grounds and Warrant. It is a Grounds 
because it is the actual data. Having said that, it could almost be seen as a Warrant too if 
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one looked at it as an explanation of why (Others companies in the same business have 
been using Internet for a while now) the data leads to the conclusion (decided to include 
Internet and Email system in the organisation). However, the conclusion was made that 
the information would be put under the Grounds category simply because it is a data 
statement. 
Another problem was that the researcher had to try to understand each business situation 
and cases fairly well in order to be able to put each piece of information into a correct 
category. For example, the researcher must follow case manager's case and be able to 
question them in order to get the appropriate infori-nation. One of the most difficult 
categories to obtain the right information is 'Qualifier. Qualifier tells the degree to 
which the claim can be accepted as true and takes care of possible objections by stating 
conditions under which the claim might hold or not hold. Therefore, full understanding 
of each interviewed case is needed here in order for the researcher to be able to pose 
questions to obtain the right information. 
As for the decision making process diagram, the managers were told to give step by step 
details of their decision making process. - However, caution must be noted here that 
managers may easily miss out the actual steps in their decision making process. That is 
up to the researcher to picture the process and question the managers on the missing 
information. The researcher had to keep asking the manager 'Let's go back to this stage 
again, after you have done X then what was your next step' and 'Did you do X at all 
during this process, and whyT. All the information collected from these forty managers 
were represented on a flow diagram. The diagrams show each manager's decision 
making process step by step. The details of each step, such as the people involved in 
each stage of the decision, the factors involved in each step, the criteria used to evaluate 
choices and alternatives, and the mention of heuristics used during each step, were put at 
the side of each step of the decision making. 
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Coder: KK Coding Date: 3/97 
Document: Subject 51 Topic Install new IT system Page 5 of 40 
No of Grounds - GR No of Key Claim - KC, Sub Claim - 
SC 
I KC Internet ý-Td Email have became the I KC Decided to include Internet and Email system 
most important communication in every function. 
function in Thailand and around the 2 SC Upgrade the computer capacity. 
world. 
2 KC It's the most efficient 
communication's tool in Thailand. 
3 KC The quickest and most economical 
way to gain access to world wide 
information. 
4 SC Existing computer capacity is 
insufficient. 
5 KC Most of the organisations have 
became the Internet users. 
6 KC Messages and information can be 
transferred accurately and directly to 
the receiver without passing through 
intermediaries. 
7 KC The organisation needs efficient 
Intra-Communication. 
No of Warrant - WT No of Backing - BK 
I GR Ultimate goal is to improve the I He thinks gut feeling and intuition is a good 
1,6 communication efficiency which thing to help one makes decision. 
2 GR would result in the increase of 2 He said he normally uses gut feeling to help 
2,3 productivity. him select last few choices from too many 
Company wants to improve its choices. 
corporate' s image by introducing 3 He said 'If you can't be a leader, then at least 
3 GR high technology into a working try to be a good follower'. He explained that a 
4,5 system. good follow is one who keeps up very closely 
4 GR Technology's incapability incurs with competitors' movements. It is one of the 
2,3, hidden cost to the company. best ways to minimise risk - copy the best 
6 Gain worldwide corporate example. 
recognition through advertisement & 
corporate news in cyberspace. 
No of Qualifiers - QL 
I BK He uses gut feeling only to cut down the 
2 choices. However, when it comes down to the 
last few choices he will fully use systematic 
analysis. 
2 GR Organisation behaviour is very important at 
5 this stage. Employees must be willing and 
ready to accept the new technology in order to 
increase productivity. Otherwise, it will give 
negative result rather than a positive one. 
Figure 32: An example of argument mapping. 
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8.6 Inteimation of heuristics and rational sten in decision makine Process 
Based on the information from the interviews of the forty managers, the results indicate 
that all managers do use heuristics as a decision making tool when making a decision. 
This result applied to all managers including the one who had a high score of rationality 
from the CSI test, the one who had a high score of rationality from the interview and the 
one who had a low score in both the CSI and the interview. All managers tends to use 
heuristics when making their strategic decisions despite the decision making process style 
they appeared to be using. More details could be found when look closely at all the 
informationpresented in both Argument mapping and Decision making process diagram. 
See Appendix 25 for the number of heuristics that each managers used for one decision 
(the strategic decision that was interviewed) and the number of rational steps they took on 
their decision making process. 
The example to show rational steps and heuristics steps taken by each manager can be 
seen from the decision making process of manager number 27 (see Figure 33). Each box 
in the diagram represents each step of the approach the manager took before reaching one 
decision. In the case of manager number 27, he took six steps to reach his final decision. 
Each step was classified as a rational or heuristic step. The details are explained below: 
Box 1: Company's end of year performance evaluation 
The manager explained that he evaluated the company's performance in a systematic way 
and included other managers during this stage. This step is regarded as a rational step. 
Box 2: Some problem issues raised 
The manager explained that he also used systematic approach to analyse the cause of 
some existing problems that the company was facing at the end of the business year. 
This step is regarded as a rational step. 
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Box 3: Problem analysis 
The manager commented that he had to take into account all the necessary information 
involved with the problem in order to find out its cause of the problem. All the figures 
analysis and report forms from the related department were requested at this stage. This 
step is regarded as a rational step. 
Box 4: Discussion on the analysis of the problem information 
This step was the result of the previous step. The manager called in two other senior 
managers to discuss the information gathered. He explained that he needed to include the 
other two managers at this stage to help him resolve the problem based on the analysis 
information. This step is regarded as a rational step. 
Box 5: Solution suggestion 
The manager mentioned that he opened this meeting for suggestions of possible solutions 
from the two managers. Each manager put his or her idea forward on the possible 
solution to the manager. All the suggestions were based on each managers' own idea and 
perspective of the case. This step is regarded as heuristic step. 
Box 6: Decision making stage 
The manager clearly mentioned the use of his heuristics at this stage i. e., past experience, 
personal feeling and belief, and business knowledge. This step is regarded as heuristic 
step. 
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The number of heuristics and rational 
step used within one decision making 
by each managers 
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Figure 34: Number of heuristics and rational steps used within one decision making process by each 
manager. 
Series 1: Heuristics 
Series 2: Rational steps 
The maximum number of heuristics identified from these forty interviewed managers was 
eight. Also, the maximum rational steps identified from these managers were eight. 
However, the scores of both heuristics and rational steps did not follow the pattern of the 
higher the number of heuristics used then the lower the rational steps become. The most 
important finding here is that evidence of heuristics used was found for every manager. 
The interesting point here is that no matter how many rational steps the managers used in 
their decision making process, they still used and included heuristics as part of their 
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decision tools. After a careful analysis on this finding, it was brought to the attention that 
most of the heuristics were used at the last stage of the decision making process. In other 
words, managers only tried to apply the rational steps in their early stage of decision 
making such as to collect information, to analyse the problem and information, and to 
evaluate the alternatives. However, the heuristics were soon applied when they made the 
final decisions. An example can be found from the decision making process diagram of 
subject no 27. (Figure 33) 
The figure below shows that the manager followed rational steps in the early stages of his 
decision making process. He evaluated the problem and analysed the cause of the 
problem in 4 systematic way. He then discussed all the details of the problem and 
analysed the information with other managers. He took all necessary information into 
account and analysed it all in a systematic way. However, when it came to the last step in 
his decision making process, he included four heuristics types to help him make the final 
decision. To help him decide whether he should license the retail outlets to the public or 
to solely manage them himself, he used his past experience, business knowledge, 
personal feeling and his own belief of the expected outcome. He mentioned that he used 
all the information he had and all the comments from the meeting as part of his 
consideration. Having said that, he concluded that the final decision must be based on 
the four heuristics types mentioned earlier. He also stated that instead of deciding on the 
optimum choice which could require further time and other factors, he went for the most 
suitable choice for the company which would be available immediately and he could act 
on it straight away. 
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KK/FW/DMP/27 Figure 33: An example of 
decision making process 41: 1 
Name Dr. Wichien Cheatchomnong 
Position Executive Vice President 
Company: ýangchak Petroleum Plc. 
Business : Energy 
V 
President I section managers 
All head of End of year S nior managers Z; 
departments company's performance evaluation 
Executive VP 
The company wants to The company's aim is to increase 
increase sales without - re inery's capacity and expand its 
increasing more cost. ZP Some main problem 
business for 30% of the existing one. 
issues raised 
Need to cut down cost --Unsatisfactory profit from retail outlets 
Company's analysis 
I 
ýIigh management and operation costs for 
department self-management rather than license them out se 
// 
Reports from all -- -I Problem analysis 
E: 
Banchark specialises in refinery, not the 
Jýý 
related department etail outlet. 
I 
Bancbark's retail outlet is a large 
Senior managei: u1n, tion. Every procedure must be on 
Discussion on problem the same standard. In order to keep all 
Executive VP - analysis's information retail outlets as one unique standard, 
the process will require a large investment 
Executive V To concentrate all company's fund in one ' 
ain business will help to reduce cost. 
/M 
Company's capacity 
hose who have a retail outlet license 
Company's aims Solution suggestion from the company have an obligation to buy 
only Banchak's product. \ 
RnT 01 
ý 
t is much cheaper to let each retail outlet 
Senior managers operate its business by its licensed owner. 
Best suitable choice 
to the company 
Decided to license the 
retail outlets to public 
instead of management 
by the company 
Market situation 
knowledge 
Past experience 
VP 
Personal feeling and belief 
Chapter 8: Field Work Finding Page227 
The decisions studied indicate that a majority of the managers tend to follow the rational 
step at the early stage of their decision making process. However, when it comes to the 
last stage, to make the final decision they always rely on heuristics or at least use 
heuristics as a decision making tool. 
However, there is another group of managers with a different decision making process. 
Some managers who did not follow the rational step during the early stages of their 
decision making process but used the intuition method instead. This type of managers' 
decision making process diagram (see Figure 35) shows a different pattern on their 
decision-making process. These managers used short cuts, little time and heuristics for 
their decision making processes. These managers claim that they are intuitive decision- 
makers and their decision making process supports their claim. They had no structure to 
their decision making process at all and used most of their heuristics to help them make 
the decisions. Their process of decision making normally takes a minimum amount of 
time and involves very little research. Most of them just look at the problem and use 
their instinct, gut feeling or past experience to help them come to the final decision. 
Other types of heuristics were also evidenced such as mystic and fortune telling (Figure 
35). The diagram below is an example of the Intuitive decision making process. The 
manager only managed to follow two steps of rational Process. He used many heuristics 
as a tool in his decision making process including the mystic (fortune telling). 
Another example of the managers from this group is manager number 36. His decision 
was to decide to increase production to include canned fruit juice products as part of the 
company's product line. His approach was purely based on the intuitive method (see 
Figure 35 shows below). His decision making process started with the fact that the 
management made a proposal to him suggesting that the company increase its product 
variety. He then considered the possibility of the project by taking into account the 
information that he had on hand from the proposal provided to him. Then he came 
straight to his final decision using a number of heuristics at this stage. The heuristics he 
used in this case included gut feeling (his own prediction), his past experience (his 
business knowledge) and advice from experts. He admitted that his way of making 
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decisions was always quick and did not follow any rational steps. He said that he prefers 
and has more confidence in doing it this way because so far most of the decisions he has 
made have turned out to be successful. He stated that he relied very much on his own 
judgement, prediction and past experience, however, it would give him more confidence 
if he had confirmation or suggestion from an expert. He said in this fast moving and 
changing business world, one can not afford to waste time in analysing the information. 
He believes that one needs to act fast and accept whatever the outcome is as experience 
for the next case to come. 
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KK/FWIDMP114 
Name Mr. Phaisarn Monkonnawin 
Position Managing Director 
Company: Suraphol Food Plc. 
Business : Argribusiness 
MD 
Situation study Requested to see all the production 
cost and company's expenses 
V The fortune teller told him that for the 
period of 1995 - 1997 he must not 
JM ystic expand nor increase in any investment. 
GM informed the 
president that 85% 
of the workers are Informal discussion with GM 
working on overtime 
payment. 
I 
Confidence 
Decided t. o cut down the overtime working 
rýýaert experience 
Instinct period of all employees P sonal knowledge 4: 1 
Mystic MID stated that reducing the overtime working period means he 
does not expand nor increase production capacity. Therefore, 
it would fit in well with the fortune teller's prediction. More 
importantly, by reducing the overtime working period, production cost Zý tý 
could be reduced by almost 25%. 
Figure 35: An example of decision making process 
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KK/F'vV/DMP/36 
Name Mr. Sommai Poothongkum 
Position Director 
Company: Malee sampran PIc. 
Business : Foods & Beverages 
Management want to 
increase product 
variety to serve the 
market as well as to 
build brand image for 
company's market 
Plan to expand production line 
The company has not yet 
in the past years, diversified 
-its production to include 
several other related 
production lines. 
Company's objective 
Company current 
production line 
include almost 
twenty kind of 
canned fruit products 
Company already has - 
established marketing 
network for canned fruit 
products. Most of the 
existing customers also 
also require canned fruit 
juices. 
Expert's advise 
Gut feeling 
Consideration period 
Decided to increase 
its production to 
include canned fruit 
juice products 
MD's prediction 
Figure 36: An example of decision making process 
Information in hand: According to Zý 
the market research and survey, 
there is an increasing demand for /canned fruit juice 
in hand: According 
Ziood profit margin for canned 
fruitjuice 
knowledge 
experience 
iness knowledge Zý 
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A closer look at the decision making process diagrams of all managers indicates that most 
of the heuristics were used at the last stage of the decision making process. An example 
can be seen from the Figure 34 and Figure 35 below. The diagram of manager number 
35 shows that the manager followed the rational process at the beginning of his decision 
m aking process. He called in other managers for the formal meeting to discuss the project 
plan. He asked for the necessary information from the professional research company 
and for his own research. He analysed the information on financial data and other factors 
involved. Overall, as Appendix 33 shows, he followed rationality 5 steps in his decision 
making process. However, when it came to the last stage of his decision making, he used 
his past experience, personal preference and his instinct to reach the final decision. 
A similar pattern was found in the decision making process diagram of manager number 
20 (see Figure 37 shows below). The manager followed most major steps of the rational 
decision making process at the early stages. However, he applied a number of heuristics 
at the last stage of his process to help him make the final decision. His decision was to 
decide on what was the best way to manage the 2 million new telephone lines for which 
his company had a contract from the government. He first had a meeting with all the 
senior members of the company to discuss. the situation. He then explained the situation 
and the aims and goals of the company to the members. He opened the meeting for all 
the suggestions and comments from the senior members. The next stage was trying to 
collate all the necessary information by using his company's research department. After 
all the information was available, a further meeting took place to discuss the best possible 
choices for the company. All choices were evaluated very carefully based on the analysis 
of the figures, such as feasibility analysis, ROI, and market share. All the pros and cons 
of each choice were also taken into consideration. This stage of choice evaluation was 
carefully done and many factors were taken into account. So far, the manager had done 
nothing but follow very closely the rational process. However, when it came to the final 
step - to make the final decision, the manager had included a number of heuristics as the 
main factors of helping him to decide. The manager used past experience, his own 
business vision (similar to past experience and gut feeling), personal knowledge and facts 
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and figure analysis in order to arrive at the final decision. The interesting point on this 
case is that he also mentioned the use of facts and figure analysis to help him make the 
decision at the final stage. This is different from some managers who were purely 
followed the intuitive decision making style. For the purely intuitive decision making 
style, managers tend to be quick on the decision process and do not take into 
consideration the facts and analysis figures at all. However, there was a difference in this 
case as the manager mentioned during the interview that he also used facts and figure 
analysis as decision making tools. The manager mentioned during the interview that one 
tool only is not enough to confirm that he has made the right choice. He said that past 
experience, business vision and personal knowledge alone with out facts and figure 
analysis is too weak for strategic decision making. At the same time, facts and figures 
alone will not make the final decision complete either. He strongly emphasised that the 
two methods must be used together to balance the risk. He also mentioned that all the 
analysis and evaluation at the early stages were done to make sure that the choices and 
facts and figures were carefully reached. The last stage will always require all these 
heuristics to make the final decision with the guideline from the facts and figures 
analysis. 
A similar decision making pattern was also found from a majority of the managers 
involved in this research (also see Appendix I). - 
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KK/F'vV/DMP/20 
Name Dr. Wichuda Na-Ranong 
Position Director 
Company: Telecom Asia Plc. 
Business : Communication 
Senior managers Director 
Discussion on - 
Annual planning -Deputy 
director 
2 million new 
numbers' project 
The company needs to - Director briefs on the aims -The objective of the company 
utilise the fix cost and goals of the company is to become the biggest 
on this new project. telecommunication company 
in Asia. 
Competitors' movement 
Market survey- 
Market research 
Senior managers I 
Deputy director 
Director 
Information search by 
company's research department 
Meeting: to generate choices 
future plan 
lity study 
e choice was to sell off 70% 
of the new numbers to other 
companies. 
2" choice was for the company 
to manage all members by itself 
regulation and C, 
The present covered area is not large The most suitable choice to the 
enough to generate company's company's objective 
expected income. 
Ir Feasibility analysis, ROI and 
Low competition. Other companie Market share 
only managed to cover area in Evaluate choices 
BKK. They are still unable to Pros and cons of each choice 
expand their market to province 
To sell off 70% of new numbers would 
The most suitable choice 
\uickly 
generate cash to the company. 
to the company's objective However, the company would loss 
market share to other companies. 
Past experience Director 
Decided to expand the 
Business vision service to include area in the -Personal knowledge 
provinces 
--=acts and figures analysis 
Figure 37: An example of decision making process 
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KK/FW/DMP/35 
Name Mr. Anuthawee Ruangkrittikun 4D Position Vice President 
Company: United Food Pic. 
Business : Foods & Beverages 
VP 
Company wants to 
increase product 
variety. 
4 senior manag gers 
and VP 
Meeting with other 
managers 
Get the feed back from 
other managers on the idea 
gwggested the idea to import 
alcohol-free beer from Germany 
to sell as a new business project. 
Ihai people's drinking habits 
are changing 
Thai people are becoming more 
concerned about their health 
Personal connection with 
government officers 
Friend and Of%vninifonnation 
business search 
colleagues 
Possible distribution channels 
Study the information,,, 
According to market survey, 
customers are willing to 
accept new products. 
Personal instinct 
Past experience 
Government regulation 
Request for information Cost 
from company's research 
department ROI 
Market survey 
Yon-alcohol beverages are 
popular at present 
Consideration period 
Decided to import 
alcohol-free beer 
im Germany to sell 
Figure 38: An example of decision making process 
-Demand for alcohol-free beer from 
Restaurants, hotels and individual 
customers has been increasing I rapidly according to market survey C5 
personal preference 
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Conclusion 
The majority of the managers tend to show the use of their rational steps at the early stage 
of the decision making process and heuristics at the last stage of the decision making 
process. That is to say, the managers used heuristics to decide on the final choice or 
decision, but used the rational process at the early stages before reaching the decision. 
As the Appendix 25 shows that at least one heuristic was used in each manager's decision 
making process. The average use of heuristics among these forty managers was 3.425. 
The average of the rational steps used by the forty managers per one decision was 5.175. 
From this example and the majority of the cases of these 40 managers, it can be clearly 
seen that managers do not use just one decision making approach to reach the final 
decision. None of them appeared to have used only one approach when making the 
strategic decision. All of them combined both rational processes and heuristics for their 
decision making process. In other words, there is no such a thing as a purely rational or 
intuitive decision making process. Every manager uses a mix of rational and intuitive 
methods when making strategic decisions. The study showed that there is no standard 
way of mixing rational and heuristics steps. Different decision makers used different 
sequences and combination of steps. The study also suggests that there is no specific way 
of choosing the type of heuristics for any type of decision. Most managers mentioned 
their general heuristics which they normally applied to all types of decisions. For 
example, past experience is repeatedly mentioned by many managers on its use. 
However, none of the managers could be more specific on the type of past experience 
they used on each decision. Their explanation on this area is that, past experience is the 
knowledge people gain from seeing things and doing things in the past. All these are 
combined together and stored in their memory and then applied where appropriate. The 
same explanation was also found for other types of heuristics such as gut feeling and 
intuition. The managers mentioned that they just knew and felt right about the decision 
but could not explain how to use them. In this study, some specific heuristics were also 
found for certain types of business. For example, the manager from the financial 
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business company strongly mentioned that intuition is the best method for making 
decisions in this business. The reason being was that in this type of business, things 
change in a matter of seconds, therefore, one has to be very quick in reaching decisions. 
The analysis method is not suitable for this business because one can not afford to spend 
time researching and analysing information. 
Overall, there is no clear pattern of how to chose what type of heuristics to use, and in 
which order the heuristics should be used for one decision. From the results of the study, 
it is indicated that managers normally use their general heuristics to help them with all 
types of decisions. It is a tool which they will always use when making their decision, no 
matter what kind of a decision it is. There is also no limitation on the number of 
heuristics used within one decision. Some managers use more heuristics in one decision 
than another. Some managers use heuristics only at the last stage of their decision 
making process. Some managers use heuristics on other stages as well as at the last stage 
of the decision making process. All these criteria are different from one manager to 
another. Each manager decides on its use based on his or her personal preferences. 
Further research is needed to discover what influences the choice of heuristics and 
rational steps and how they are combined in the decision making process. 
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CHAPTER 9 
DISCUSSION AND CONCLUSION 
This research has proposed two main hypotheses which are discussed in turn. 
Hypothesis 1: 
-*. - Managers use both rational and heuristic inethods ivhen inaking decisions. 
The research information from the argument mapping and decision making process 
diagram indicate that all forty interviewed managers do use a combination of the two 
approaches in their decision making process. The results of this research indicate that this 
hypothesis has been supported. 
The results from the interview sessions with the forty top executive managers suggests 
that at least one type of heuristic and 2 steps of rational approach were used by each 
manager during their decision making process. The average number of heuristic types 
used by one manager for one decision is 3.425 and the average number of rational steps 
taken by one manager for one decision is 5.175. This indicates that all managers use both 
rational model and heuristic methods when making strategic decisions. Moreover, 
heuristics were found to be used more at the last stage of the decision making process. 
However, there was no definite pattern of how they are used or how they were combined 
with the rational steps. 
The result from the CSI scores also implies that that the majority of the managers were 
found to be in the middle position between rational and intuitive. The majority of the CSI 
scores of the managers fell within the middle range between 40 and 60 which supports 
hypothesis of a mix of rational and heuristics steps. Other authors in the area of strategic 
decision making i. e., Fredrickson (1985) and Spender (1985) also supported this finding. 
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Fredrickson concluded that executives' approaches to strategic decisions were 
simultaneously rational and intuitive. He suggested that people try to be rational when 
dealing with strategic decisions. However, the cognitive limitation of humans prevent 
them from being completely rational. Intuition comes to fill in the gap of this cognitive 
limitation in human. Spender (1985) also suggested that in the business world things 
change rather quickly and most of the time managers will find it is rather impossible to 
closely follow the rational decision making approach. Both Fredrickson and Spender 
stated that while the decision process has a rational component, a process of judgment is 
used to deal with uncertainty. They argued that judgment intervenes in the Proposed 
causal model that links the objective to their responsibility as a decision-maker. Under 
conditions of uncertainty and information deficiency, executives interpret and add to the 
available objective data in order to make decisions. Their suggestions were mainly based 
on the MBA students rather than the actual executive managers. The methods that they 
used to come up with this conclusion were mainly artificial case studies. 
This research, however, used different approaches. The study was based on executive 
managers' results rather than students. Real discussions with Thai top executive 
managers were considered rather than artificial -cases. The measurement of rationality 
and heuristic use was to some extreme triangulated by other methods. The CSI test 
which measures rationality and the tennis case's result cross-checked the validity of 
these scores. 
The findings of the use of both the rational decision making process and heuristics leads 
to the conclusion that there is no such a thing as a purely rational decision making 
process nor purely an intuitive one. In reality, managers do use and adapt both processes 
together to cope with the situation that they are facing. This result applied to all 
managers including those who had a high score of rationality and those who claimed 
themselves as rational decision-makers. However, it appears that managers tend to apply 
the rational process at the early stages of their decision making process. On the other 
hand, heuristics were applied mostly at the last stage of the decision making process. In 
other words, managers tried to apply the rational steps in their early stages of the decision 
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making process such as to collect information, to analyse the problem and information, 
and to evaluate the alternatives. However, the heuristics tended to take over when it 
came to the making final decision. These results could be explained in that managers see 
or believe that the rational process is the best model to get things done. For example, the 
most common of the early rational steps which managers were found to use, were 
'Analyse the problem, Generate choices, and Information collection. All these processes 
were directly involved with the existing events, most of them could be traced for the 
cause and could be supported with the existing evidence. For example, managers can 
research and study the cause of the problem by looking back into all the data and 
information of the case. The same approach can be applied for the information research 
process when managers need more details. They seemed in the interviews to find the 
rational process more comfortable. However, when it comes to the last stage, making the 
final choice, it involves weighing up uncertain outcomes. This uncertainty about values 
and outcomes seems to be the key factor that makes managers turned to heuristics. 
Heuristics seems to give them more confidence in dealing with uncertainty and 
complexity. Support of this idea can be found from Fredrikson (1985) who suggested that 
judgment be used to deal with uncertainty. The result of this study indicates that the 
maximum number of heuristics found from the forty interviewed managers was eight and 
the minimum was one. Moreover, the study showed that there was no standard way of 
mixing rational steps and heuristics types. Different decision-makers used different 
sequences and combination of the steps. The maximum rational steps found from these 
managers was also eight. However, the finding indicated no pattem of correlation 
between the number of heuristics and rational steps used. 
Hypothesis 2: 
-. *- The more strategic a decision is, the more rational the decision process becomes. 
+ The less strategic a decision is, the more heuristics-based the decision process 
becomes. 
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The result of this research also supports the second hypothesis. Again, two methodical 
approaches to measure rationality were used and both gave consistent results, supporting 
the hypothesis. The level of strategic decision and Interview rationality scores indicates 
strong correlation to support the hypothesis. The managers who scored high on the level 
of strategic decision questionnaires also scored high on the interview rationality test, 
giving a correlation coefficient of 0.658. Interview rationality score is based on in-depth 
representation of the decision making process and nine characteristics of rationality 
scores. However, it has a subjective aspect i. e., it relies on the categorization of the 
scorer. While the strong inference from the decision process gives this procedure high 
face-validity, there is a need to check its reliability by using another, more objective 
method. The CSI provides such a method. The correlation coefficient between CSI and 
Level of strategic decision is 0.568. Therefore, the research suggests that when dealing 
with a high level of strategic decisions, managers try to apply or have more time to apply 
the rational approach. In other words, the higher the level of strategic the decision is, the 
more rational managers tend to become. That means the level of rationality of the 
managers varies according to the type of problem and the degree of the importance of the 
decision. Similar conclusions were also evidenced from various authors i. e., J. Scott 
Armstrong (1982); Al-Bazzaz and Grinyer (1980). Armstrong (1982) suggested that 
formal planning and rational decision making processes seem valuable in terms of 
strategic decision making because of the amount of money that is involved in the 
decision. The same evidence is also found in Al-Bazzaz and Grinyer's work (1980) 
which concluded that some of the companies that used formal planning believe that it 
improves profits and growth. They supported the evidence by showing that 48 per cent 
of the companies in their research reported a benefit from the use of rational approach 
and strategic planning. 
However, the methodology used in this study was quite different. The authors above 
based their studies on the assumption that the level of strategic decision of managers can 
be measured by the job level. Methods of measuring the level of strategic decision was 
not clearly evidenced in the literature review. This research developed a measure of this 
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concept, based on the five characteristics of strategic decision as commented by various 
authors in the strategic decision field. 
However, the result of this study is inconsistent with the conclusion of some other 
authors. For example, Laurence Paquette and Thomas Kida (1988) have argued that the 
more efficient decision-makers were those who relied on a reduced processing strategy 
such as heuristics when faced with complex decision tasks. Others (e. g., Beach & 
Mitchell, 1978; Klayman, 1985; Payne, 1982; Olshavsky, 1979) had supported this 
concept by commenting that with the tasks involving lower levels of complexity, decision 
makers often use full processing strategies. On the other hand, an increase in task 
complexity typically results in the use of reduced processing strategies to reduce 
cognitive effort. 
Considering the standard model in the literature, the result of this research indicates no 
significant support to the Garbage can model, which suggests that the decisions are the 
result of a random confluence of people, problems, solutions and choice opportunities. 
This study found evidence of boundedly rational attempts to make decisions, not a 
completely random process. A similar conclusion was also found when comparing the 
result of this study with the Power and Politics model. None of the interviewed managers 
in this research suggested that the decisions were followed by the personal desires and 
subsequent choices of the most powerful people. The results fit to some extent with the 
quasi-rational model, where the steps of its rational process are used in different orders. 
All of these studied models appear to be too simple to capture the full complexity of 
decision making as it has emerged in this study. 
Strengths and weaknesses of the research 
The study was conducted based on the in-depth interviews of 40 managers' decision 
processes backed up and cross-checked by 466 questionnaire responses. Each of the 
forty managers were interviewed twice in order to make sure that all the important 
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information was collected. The information regarding rationality of managers was 
collected by three different methods. The three techniques were CSI pre-formatted 
questionnaire, Tennis case study and the interview session. Consistent results between 
the CSI suggest that these results have a high level of reliability. The information 
regarding the level of strategic decision was conducted based on the characteristics of 
strategic decision mentioned by various authors in the literature review. 
There are some points that need to be taken into account when studying the result of this 
research. The original CSI questionnaire was conducted in English version, however, the 
questionnaire had to be translated into Thai before it was used with all the Thai executive 
managers. It was understood that Thai managers would have difficulty in responding to 
the English version of the questionnaire. Therefore, some shade of meaning may have 
been lost in the process of translation. Moreover, the researcher has no way to find out if 
the particular selected managers completed all the questionnaires. This is a common 
problem for posted-questionnaires (Gilbert, 1993). It is very useful in terms of gaining a 
large sample of data but it is risky in terms of accuracy. 
The argument mapping, which was used to represent the inforination from the 
interviewed managers, did have some difficulties during this research. The map seems to 
be the most suitable method to represent the information collected regarding the 
managers' decision making process. However, it was found that confusion could occur 
when trying to decide which topic block (i. e., Warrants, Qualifiers, Backing and Ground) 
the infon-nation should be put in. Most of the confusion arose between the topic blocks 
of Warrants and Backing. The distinction between the information of Warrants and 
Backing is sometimes not very clear. 
The level of strategic decision within this study was measured based on the 
characteristics of the strategic decision. The characteristics were selected from the 
meaning of strategic decision mentioned by various authors within the area of strategic 
decision. The five selected characteristics used in this research may not represent a 
complete measure of the concept. The authors in the area of strategic decision vaguely 
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mentioned the characteristics of strategic decision. The five characters of strategic 
decision used in this research were selected based on those most frequently mentioned by 
authors. The meaning of strategic decision based on these five characteristics was 
supported by the forty interviewed managers of this research. However, there was one 
character of the strategic decision that was repeatedly mentioned by the managers during 
this research but was not included in the questionnaire. The character is 'the long term 
impact of the decision on the company'. Despite the fact that the character was 
repeatedly mentioned by a number of the managers in this research, the actual use of it is 
still in question. It is very difficult to measure the length of time that each decision will 
have an affect on the company. That is the reason why the character was not included as 
part of the research questionnaire for this research. However, as it was shown in this 
research that this character was part of the managers' understanding of the term 'strategic 
decision', further research is needed on measuring this character as part of the level of 
strategicness. 
Lastly, there is a problem on the validity of the information regarding the rationality from 
the interview session. The information collected from these forty managers was based on 
the recall of each manager's memory. Even though the managers were asked to give 
details of their decision making process on the most recent one, the managers' recall be 
inaccurate. In particular, they may attempt to describe their decision making process as a 
more rational process than it actually was. That is to say, there is no specific way to find 
out if the managers were trying to be more rational than they actually are. For example, 
the managers may think that the rational approach is the best approach to impress the 
interviewer or it was the thing that the interviewer was looking for. Another reason is 
that it is a stereo type which has existed for a long time that a rational approach is a good 
approach or a better approach than an intuitive one. People often think that a rational 
approach is an indication of high intellect or they may think that it is more impressive to 
tell others that they do things in a systematic way and based on reasonable argument. A 
negative image is given to those who are intuitive because it is believed in Thai society 
that intuition is for those who are unreasonable and have a low educational background. 
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Nonetheless, the validity of this finding may still be counted as valid from this research. 
The CSI test measured a current event of each manager. The correlation coefficient 
scores of both rationality (interview) and the CSI indicates strong significance. This 
implies that any bias that may have occurred during the recall process of interviewing 
was small. 
Overall, one has to bear in mind that this research is based on a sample of Thai executive 
managers. All the results and suggestions were made according to these samples. 
Therefore, further research is needed for the validity of the concepts and the suggestion 
of other samples outside Thailand. 
Others finding in this research 
The research investigated the type of heuristics used by Thai executive managers. During 
the interview session, all the managers had to describe the process of their decision 
making. Most of the heuristics evidenced from these forty managers were in a general 
form. The managers referred to all six commonly used heuristics, which were used in 
this research. The most frequently mentioned heuristic out of the six was 'Reference to 
past cases'. The other five heuristics used in this research were 'Simplification', 
'Imitation', 'Risk aversion', 'Satisfying' and 'Co-operation'. All of these heuristics were 
mentioned by the managers. Moreover, the research also evidenced a number of other 
heuristics apart from these five heuristics. Most of the managers mentioned the general 
heuristics that they normally apply in most of their strategic cases. However, some 
specific types of heuristics were also found from some managers. These managers 
mentioned the heuristics which were suitable to be applied only in certain cases. For 
example, the managing director of one financial institute mentioned that one of his rules 
of thumb is ' The weak performance of major finance companies would always lessen 
money supply, and at the same time increase demand for money. Hence, local borrowing 
interest rates tend to rise. Therefore, he would automatically decide to focus more on 
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offshore borrowing rather than local'. This kind of heuristic or rule of thumb can only be 
applied in a financial situation. Whereas ' the more general 
form of heuristics can be 
applied in most of the cases i. e., past experience, gut feeling and copying major 
competitors. 
This indicates that managers have a store of both general heuristics, which have been 
acquired from general business experience, and specific heuristics, which obtained from 
specific jobs. Managers seem to need both sources of experiences to be able to put 
together the decision making process. 
A particular finding on the heuristics is that a few managers mentioned the use of mystics 
and fortune telling in making their decision. This concept has not been evidenced from 
other authors in literature on the strategic decision or heuristics before. This research 
found that some managers relied heavily on the prediction or recommendation of fortune 
tellers. For example, one manager had to consult a fortune teller on his new investment 
project. His decision to postpone this project was purely based on the recommendation 
of the fortune teller who commented that 'he has no luck on any new investment at the 
moment and that he should wait a few more months until his luck returns'. Surprisingly, 
these managers followed exactly what the fortune teller told them without taking further 
information into account. The explanation of this behaviour lay in the background of the 
culture and personal believes. Thai people have long belief in superstition and mystics. 
It is believed that this heuristic is specific to Thai (or Asian) culture. The average CSI 
score of Thai managers found in this research was 52.33. The average CSI score of 
Western managers was 33.26 (Allison and Hay, 1997). These results indicate that the 
Thai managers are generally more rational when dealing with strategic decision. The 
result of high rationality scores found in this research is not at all surprising because 
similar finding is also evidenced from the work of Allinson and Hayes (1997). These 
authors recently carried out research on the cross-national differences in cognitive style. 
Their main study examined the traditional dichotomy between the 'intuitive' East and the 
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rational or 'analytic' West. The result indicated that most intuitive groups were in the 
West, and the most analytic were in the East, especially in the developing countries. 
Another finding from this research is that the result implies that the managers who are 
family members of the company's owner obtained lower rationality scores than the non- 
family member managers. The mean scores from the CS1 and Interview of the non- 
family member managers are 55.41 and 5.8 respectively. The mean scores of the CSI and 
Inter-view of family member managers are 44.54 and 3.53 respectively. These statistical 
significant results indicate that the managers who are relatives of the owner of the 
company are more intuitive than the non-family member managers. Therefore, it is 
possible to conclude that since more strategic decisions are made on a more rational 
basis, these scores seem to indicate that family members are under-perfon-ning compare 
to the non family managers in tenns of strategic decision making. This could be because 
the family member managers had more rights and more power compared to the decisions 
they make. The jobs of the non-family member managers tended to be based on their 
performance. Therefore, they seem to be more careful and take less risks than the family 
member managers. Another possible reason could be explained through the background 
of family member managers. Thirteen out of these forty interviewed managers were 
family members. Nine out of these thirteen managers were more intuitive than rational. 
The average age of these nine managers is 52 years old. While the average age of the 
other four family member managers is 39 years old. This suggests that age may play a 
role in the decision making process. Hitt and Tyler (1991) concluded from their study 
that executives' age tends to affect their strategic decision models. Schwenk (1984) 
suggested that individual characteristic affect the heuristics and cognitive model used to 
make their decisions. Hambrick and Mason (1984) proposed that executives' age affect 
strategic decisions; for example, ypunger managers pursue riskier strategies. However, 
the concept of executives' ages affecting the strategic decision was not supported in 
general from this study. The result of correlation coefficient between the ages of the 
forty interviewed managers and their level of strategic decision was not significant (R 
square of 0.296). 
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Environmental stability is another factor that was evidenced in the literature review that 
has affect on the way people make decisions. Thompson (1967), Pfeffer and Salancik 
(1978), and Dess and Beard (1984) concluded that in a complex and unstable 
environment people use the incremental model (i. e., a less rational approach) to make 
strategic decisions. They commented that in this kind of environment people would 
never have enough time or information for an analytical approach to strategic decisions. 
However, this study does not give support to their suggestion. The correlation coefficient 
result between rationality and the unstable environment of this research is 0.275. This 
indicates that the degree of rationality is not affected by an unstable or stable 
environment. This study also found that there was a significant relationship between the 
level of strategic decisions and an unstable environment. The R square is 0.584, which 
indicates that the relationship is moderate. That suggests that in an unstable environment 
managers pay more attention to more strategic decisions. This may be explained by the 
fact that in a changing environment, strategic decision are especially important and occur 
frequently. While in a stable environment, strategic decisions may be less important and 
occur infrequently. 
Conclusion and Further Research 
This research found that managers use a mix of rational and heuristics methods for their 
decision- making process. All managers studied normally used a mix of rational and 
heuristic models when making strategic decisions. However, the reasons why the 
heuristics were chosen or how the rational steps were applied in each decision were not 
evidenced from this research. A number of questions indicate the need for further 
research. How do managers decide which heuristics to use? When are rational steps and 
when heuristics steps used? Is there any identifiable pattern of how the heuristic and 
rational steps are sequenced within the decision? 
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This research also confirmed the use of the five types of heuristics quoted from the 
literature reviews. More over, other types of heuristics were also evidenced within this 
study. However, more research is needed on others types of heuristics apart from those 
found in this research. The complete categorization of the type of heuristics used would 
form an important addition to our knowledge of decision-making. 
Another important concept found from this research is on the 'strategic decision'. This 
study has approached the measuring of the level of strategic decision by using the 
characteristics of strategic decision commented by different authors. However, there is 
still more room for improvement on this approach. Since all the characteristics of 
strategic decision were only vaguely mentioned by a number of authors, further research 
is needed on the more specific meaning of its characteristics. 
A further result of this study suggested that family member managers are less rational 
than the non-member managers. More research is needed on this issue because this 
suggestion is based on only thirteen of the non-family member managers. 
The research indicates that the decision making process is a rich and complex process. 
There are many elements (rational steps and heuristics) involved within one decision. 
The availability of rational steps and heuristics used are dependent on the experience and 
knowledge of decision-makers. The way the rational steps and heuristics were put 
together within one decision is dependent on the problem and effect e. g., personal factors 
and environment factors. As Eisenhardt and Zbaracki (1992) commented on their 
research that the rational model does not exist in the real world. Offering caricature of 
cognition, this result suggests that political and garbage can perspectives are also 
unrealistic, They offer a simplified view of decision making which does not reflect the 
complexity described in this study. Further research is needed to develop new models 
which adequately capture the observed complexity of the decision making processes. 
Lastly, further research is needed to check the validity of this finding with other types of 
samples i. e., different countries from Thailand. This is because the results and finding of 
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this research are only based on the Thai executive managers. Therefore, it is possible that 
this result may not be applied to other managers in different country with different culture 
and environment. More over, some critical questions are needed to be studied for further 
research such as 'when should which heuristics be usedT, 'which heuristics contribute to 
business successT and 'which heuristic is associated with which management styleT. 
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APPENDIX I 
KK/FW/DMP/01 
Name Mr. Xanxai Visitkul 
Position Chairman & President 
Company: Skyline Service Group 
Business : Skyline shipping, Travel service, International trading and Consolidation service 
Interview case: The decision to decide which is the company's new shipping route. 
Persona suggestion 
Problem 
- Board suggestion I 
AnalYse the cause and 
the nature of the problem 
Collect necessary ir 
(infortual) 
Use his past experience 
and knowledge 
Personal connection 
Public information 
Financial and market 
analysis 
To suggest his idea to Meeting with other managers Five other executive 
the board. managers of the company. 
Lay out possible solution/ 
will suggestion from others 
Weight some of the most 
popular solutions 
Each executive managers 
formally prepare the detail to 
support their solution 
Risk and Financial analysis 
Market analysis 
I 
Strongly suggest Ws choice to the board an 
convince the board to agree with him 
FMake 
d-ecisio-n - Based on his Personal 
opinion or what lie feels 
most comfortable with. 
KK/FW/DMP/02 
Name Krengkrai Loliapook 
Position Vice President 
Company: TISCO financial company 
Business : Lending money 
Inteniew case : Change the funding sources according to the market situation. 
N. B: Budget year plan was done at the beginning of each year. It covers the main details such as the 
amount of estimate fund will be needed and the funding sources. In this particular case, the funding 
sources were originally initiated to be 1. Public borrowing 2. Off shore borrowing 3. Commercial paper 
borrowing and 4. Local money market. The original plan was to emphasis on Off shore borrowing (US 
dollar) as the main funding sources for this year. 
Non routine problem ** - *** 
Problem: Market situation 
Incident over the unexpectedly 
appreciated US dollars. Facts from money market 
Senior Vice President 
The informal meeting took 
place in order to get a general 
suggestion and comment on 
the issue. 
Market situation included the 
information from monetary 
_ policy of FED, world financial 
situation, inflow and outflow 
of money in the company. 
The company's ultimate 
is lolvest cost'. 
The company has the research 
department to summarize the 
information for him. 
Informal inecting Vice President 
Nvith the other three 
mcrabers. Two head units 
Past experience 
Market situation 
Review the budget year plan 
(formal) Market rumors 
VP & SVP 
Evaluate altematives r Company ultimate goal 
Market sentiment 
Market infonnation 
Decision to change the off shore borrowing source: SVP involved in 
from US dollars to Japanese Yen. generating the idea, 
however, the final 
decision was made 
by the VP. 
KKIFW/DMP/03 
Name Mr. Chot Sophonpanish 
Position Executive Vice President 
Company: Bangkok Bank Limited Plc. 
Business : Banking 
-CEO 
Informal 
discussion 
CEO shared his view 
on the company's 
objective and two choices 
that he and Executive VP 
are interested in. 
Everyone seemed to agree 
with the two choices that 
CEO and Executive VP 
have suggested (Shanghai 
and Saigon). 
Discussion over the problem 
of opening the new branch 
Executive VP did his 
own data collection by 
talking to his business 
colleagues (non published 
information). 
He tried to find out the insight 
details of any new movement of 
Thai companies toward the two 
countries. 
Fonnal discussion 
Fonnal discussion 
Information search 
Executive VP 
CEO 
Executive VP 
- International branch VP 
- Foreign policy manager 
Executive legal advisor 
CEO directed the meeting 
and opened for any 
suggestion. 
-Company's research dept. 
arranged the infon-nation 
regards the ihvo countries': 
- macro economic 
- micro economic 
- Thai business companies 
- Government rules and 
regulations for foreign 
investment. 
'Me two choices were Formal meeting to Pros and cons of the two 
evaluated base on the evaluate choice choices were listed down 
company's objective, based on economic factors 
low risk, pros and cons and potential to success. 
analysis of each choice 
and long term good business 
potential. 
usmess vision 
Maximize profit 
Decided to open the new Executive VP 
Good information branch in Shanghai 
analysis -Good business connection 
KKfFW/DMP/04 
Name Mr. Wirat Leenachak 
Position Vice President 
ComPany Industrial Finance Corporation of Tliailand 
Business Banking 
Internal meeting Awareness of the poor financial 
status of the company 
VP explained the company's Urgent caHed in 
current situation to the meeting. senior management team 
lic information regards 
Company's financial data 
- 
Company's financial money market inniailand. 
situation analysis 
Performance report ompany's objective and 
two years future plan. 
One manager suggested the All managers came up 
company to issue the bonds Formal meeting: opened with many suggestions. 
which could help funding for any solution suggestion All suggestions were 
the company. based on the same 
objective which was to 
All managers agreed with the quickly regain the 
idea of bonds issue but must company's finance 
check with company's financial status. 
details. 
Finance department - --Profit in long term were 
performed risk analysis Information analysis on the calculated. 
ROI calculation. suggested choices 
Quick re emand for long term 
borrowing increases. 
Low risk Decided to issue bonds to 
finance its long term operation -Company has full 
Cheapest way for funding- resources back up for 
the bond issuing 
operation. 
KKIFW/DMP/05 
Name Mr. Umnony Na-Nakorn 
Position President 
Company: Siam Commercial Bank Plc. 
Business : Banking 
Company's serni annual 
performance evaluation 
President requested for 
IT system information 
President raised an issue 
of whether the company 
should use Internet within 
within die organisation. 
The estimate cost Nvas 
produced by finance 
manager. 
Most of the cons were - 
regarding the employees' 
feeling toward high 
technology machines. 
President requested for 
more information regards 
installation cost and 
and operation cost of Internet 
from Finance dept. 
President tried to weight- 
on between the benefit of 
having the Internet and 
not having it. 
ComPetitors' movement 
ComPany's business image 
Eresident shared his personal 
L,,. --Iýnowledge on the major 
Formal meeting I competitors' movement. 
'He told the board that all major 
competitors are either connected 
or planing to connect the Internet 
within their organisations. 
Formal meeting manager briefed on the use 
and benefit of Internet for 
organisation. 
iscussion over the pros and cons 
of the use of Internet ivithdn the 
organisation. Formal meeting 
Most of the pros were about the 
direct and indirect benefit to the 
company. 
Discussion over Financial analysis 
Formal meeting on estimated installation cost, 
operation cost and maintenance 
cost. 
Consideration period 
President tried to weight 
between the benefit from 
die Internet and its costs. 
Decided to instaU Intemet 
system vvithin the organisation 
Decided to upgrade the computer capacity 
feeling 
KKfFW[DMP/06 
Name ýJrs. Chamat Na-Ayoudaya 
Position Senior Vice President 
Company: Dusit Thard Hotel Plc. 
Business : Hotels & Travel Services 
AR executive managers -F---------j-4 
VPs 
Senior 
Yearly plan meeting 
Discussion on how to 
increase the hotel's revenue 
Another 2 suggestions Suggestion from senior VP 
from others managers to introduce non-smoking 
11 floors for customers. 
Estimate cost- Each manager arranged their NVOT analysis 
own information search to 
Estimate returns -I support their suggestion inancial. analysis 
Submit flie project plan and 
financial analysis to the senior VP 
Managers who 
responsible for 
the project 
Estimatcd retum- 
Formal meeting: 
Presentation of each project 
Discussed and evaluated 
Management difliculty_ 
I 
the three choices 
President 
4 VPs 
----Senior VP 
Estimate cost 
Estimate time required 
President T People became more concern on 
Informal discussion the effect of passive smoking. 
Senior VP -----There is not any hotel providing I 
This service in the area. 
Past experience 
President showed the Decided to set eight floors to be 
Senior VP same interest to senior VP a non-smoking sections. 
KKIFW/DMP/07 
Name W Pisit Kernmayothin. 
Position Vice President 
Company: Royal Garden Resort Hotel Plc. 
Business : Hotel & Travel Services 
VP The VP called for meeting Management team 
to discuss the hotel's business future plan 
All possibilities Everyone helped to gener-a-te 
------ ý=iscussion included 
Company's objective 
Concentrated on 
company's objective 
Cut down some choices 
which appeared to have 
high risk. 
Business forecast of 
each plan 
ideas 
Second meeting to cut down 
some least popular choices 
Three choices left for 
Infonnation search 
internal and external 
economic situation. 
- No in depth infonnation search 
Discussion based on general 
knowledge of each member 
of each country 
project's plan in deWls 
Financial discussion on ROI 
Budget plan 
P meeting: 
)rmation analysis 
Presentation of each plan 
Discussion on possibility and 
expected problem of each plan 
The most suitable SWOT analysis 
choice for the company Choices evaluation 
E 
based on company's ffighest expected return 
objective I 
VP asked for any 7--VV P explained the problem and 
suggestion from Discussion between detail of the 3 choices to President 
President VP and President 
told the president on the most 
favorable choice of the board 
Inform the board of the Final meeting ried to fix the problem suggested 
president's suggestion by the president 
Business visio ' 
rn 
VI- ý] 
Decision making 
Knowledge and experience 
\ --_Yresident's 
idea 
Facts and fi cs " Company's objective 
KKIFWIDMP/08 
Name Mr. Kasam Narburi 
Position Managing Director 
Company: ChKamchangPIc. 
Business : Property Development 
Specification of steel Each co- struction 
tube supply in the MD has a major concern over the project of the 
market does not supply of his law material, steel tube. company required 
r 
always suit company's specific type of 
demand. steel tube. 
Every managers seem dir To discussed his personal 
t to have the same intc sto 
[: Etin: 
g:, idea of set up the 
in the solution as the 
xx 
company's own steel 
plants. 
MD also opened the meeting 
for any others suggestion. 
SWOT analysis 
Financial analysis on ROI 
cost, funding and the next 
5 years financial plan. 
MD requested the project plan to I 
submitted to the bank for the loan 
request. 
Discussed over ROI and 
company's future plan 
Requested for any final 
suggestion before the 
final decision would be 
made. 
Support from aU managerý _ 
Financial analysis-- 
--jvlarketing analysis 
Information search Each department provided 
MD Nvith the information 
Rcquir d. 
Wormation analysis -All information Nvas provided 
ato 
the MD who personally 
i, 
studied in detail before asked 
GM to join. 
- Project plan -Project plan department did the plan 
and it was checked in detail by MD 
before sent of to the bank. 
Bank manager had meeting 
Financial support with MD 
-Wormed the meeting Meeting widi other managers of the loan approved 
from the bank. 
Decided to set up steel tube - MD 
production plant 
---His business vision 
KKfFW/DMP/09 
Name Mr. Yutti Karnonnaivin 
Position Director 
Company Italian-nai Development Plc. 
Business Property Development 
---The company's objective 
The company has just built is to generate extra income 
MD - the new head office building from the rental fees 
i 
MD requested for - 5 years future econornic 
prediction of the country 
(published infonnation) 
and the com pany's 5 years 
plan. 
ýM requested for some 
information to help with his 
decision making 
MD asked for company's 
financial figure update from 
Finance manager. 
MD requested for estimate 
marketing cost of his idea 
plan from Marketing 
manager. 
He also took in information 
regards his competitors' 
movement 
Study the information 
MD studied the available 
information to see how likely 
his idea to be successful. 
I-Iis main concern is the ROL 
Most of his calculation based 
on his own prediction. 
Past expcriencc He decided to lease the new building 
rather than to outright sale of office space. 
Gut feeling He satisfied with his ROI calculation and had 
a strong feeling of success for this project plan. 
Confidence 
Gencral knowlcdgc 
prediction 
KKIFW/DMP/10 
Name W Dharunchai Wattanakasam 
Position President 
Company: Land & House PIc. 
Business : Property Development 
All senior managers Business Evaluation: _president Every six montlis 
High advertisement cost Report on two out -Declining in revenue 
standing problem 
Half of the advertising 
cost was on billboard ads 
President 
Profit and loss A/C 
All major's 
competitors had put 
lots of investment on 
billboard ads. 
Competitors' movement in 
the market 
Request for information 
Brief discussion with the VP 
over the company's rough 
future plan (5 years estimate) 
President decided to cut 
ivn advertising budget on 
lboard for the year 1997 
of the production cost 
)ctail of Competitors' tactic 
in the market 
President's idea Avas to be 
different from the competitors. 
VP suggested the company to 
invest licavily on TV 
commercial ads which cost a 
lots more but less competitor 
and Mghly cffective. 
Instinct 
feeling 
Company's ftiture plan -II Past experience 
KK/FW/DMP/11 
Name ýArs. Uraiwan Pisanwanrop 
Position Vice President 
Company: Wathachak Plc. 
Business : Printing & Publishing 
Product manager President 
Meeting: discussion over the 
Personal manager cost's problem. The aim is to Marketing manager 
cut down 30% of an existing cost. 
Factory manager GM, VP 
Everyone contributed - Generate various options e president left the VP to be -2 
the idea based on 
1 
for the solution in charge of the matter 
r 
theirjob rcsponsibility 
-Production manager 
GKVP Discus ion over the ý i s ý 
[ 
cl c h possibility - oice s --Personal manager 
Factory manager 
I Marketing manager 
2. Introducing the - Only two choices were selected -1. Shut down two medium size 
early retirement for the consideration macl-dne 
scheme 
GM found external- nformation search 
ri 
ch department provide the cost 
information regards detail of their department competitors 
and market 
through his personal connection 'c years market trend was provided by 
with clients, business colleagues marketing department 
and competitors. 
50% of the total cost was on the 9ther competitors are planing to 
labour /increase their production capacity 
GM, VP---4 Meeting: Evaluate die two choices ý--All department managers 
ngcr labour cost less than 
More than 35% of the total C older one 
workers are aged over 45 years 
High number of demand in the 
market is predicted for the next 
5 years 
Final decision: Decided to 
Information - introduce the early retirement scheme - VP 
KKIFW/DMP/12 
Name Mr. Surachai Pattanasathorn 
Position Executive Director 
Company: Thai Airways International Plc. 
Business : Transportation 
Awareness of the business 
Informal sources situation. 
Growing munber of airline 
passengers of more than 
Public information- 10% per annum 
- TG currently does not cover 
Africa destination 
vision 
director 
Executive director Thinldng period 
Executive director 
Company needs to catch up 
with the growing demand 
for international flight or 
else it would loose its share 
in the world market 
Approached by SNA 
Company's objective is tol", 
ý 
expand flight to cover all 
continents. 
Executive director 
Discussion on term, 
condition and benefit 
The benefits that the company 
will get from Us deal is N 
higher than the cons 
'nie agreement has servc 
the company's objective 
which is to expand its 
flight to A continents 
Decision making : He decided to 
code share its Right with SAA 
Director 
-Considered any possible option 
that came to mind 
, 
Executive director was 
approached by SAA to join 
hand with TG 
Executive director called for 
board of committee meeting 
Executive director had 
briefly explain the company 
current situation and the 
company's objective 
Consider the benefit plus 
pros and cons of the contact 
. __,,. 
Past experience 
--Business vision 
- Gut feeling 
Risk taking 
KKIFW/DMP/13 
Name Mr. Kamchai Jittinawindhara 
Position Vice President 
Company: Thai-Agri Food PIc. 
Business : Argribusiness 
Report from ------------- 
quarterly review I Current sales problem k- Declining in income 
VP- I LPrice of raw material rose 
All departments managers- 1" meeting: -Formal report of each department 
Current situation analysis on cost and performance 
EU imposed higher taxes 
for frozen shrimps Rising in labour cost 
VP I TheTbai frozen shrimps products 
are not anymore competitive as 
Department managers 2d meeting: compared with product from other 
Problem analysis countries such as Indonesia 
Z 
Profit margin is slim, loss - for some certain shipments. Shrinking major export market i. e. 
European union, due to cut in GSP 
Declining supply of raw material for frozen shrimps. 
e. g. fresh tiger shrimps 
Some managers suggested Some managers came up with idea 
the idea of finding new Generate choice of reducing cost from their department 
market channel and new expenditure. 
Raw material sources. 
VP has suggested his idea 
that if there is still no other spent time to study the information 
better alternative for the Choice analysis in details. He found the weak point in 
time being, he thinks the all of the choices suggested by the 
best way is to shut down the managers. 
existing frozen shrimp 
production line 
IF 
All different calculations of 
The problem now is '% of production line to be 
to find out how much Meeting: Project plan shut down' were performed. 
operation need the discussion and correction 
company shut down. The calculation showed that 
at 50% shut down level, the 
VP and all department managers 
I 
company can find itself in a 
a better financial position. 
The decision based on- Decided to shut down 50% VP relies very much on published 
the maximum benefit to of existing frozen shrimp information and figure analysis. 
4 
the company and minimum production line Low risk is always preferable. 
risk of the project. Await for improvement of labour 
VP and raw material market. 
KKIFW/DMP/14 
Name Mr. Phaisam Monkonnaivin 
Position Managing Director 
ComPany Suraphol Food Plc. 
Business Argribusiness 
Problem: Mgh prcduction cost 
Situation study 
Iým 
-Requested to see all the production 
cost and company's expenses 
T The fortune teller told him that for the 
period of 1995 - 1997 he must not Emystic expand nor increase in any investment. 
GM informed the 
president that 85% 
of the workers are Informal discussion with GM 
working on overtime 
payment. 
Confidence ----Past experience 
Decided to cut down the overtime working 
Instinct 
I 
period of all employees -Personal knowledge 
Mystic MD stated that reducing the working overtime period means lie 
does not expand nor increase in production capacity. Therefore, 
it would fit in well with the condition that for-tune teller had warned 
Win. More importantly, by reducing the working overtime period it 
could reduce the production cost for almost 25%. 
KK/FW/DMP/15 
Name Mr. Ukrit Satamam 
Position Excutive Director 
Company: Siam Cement Plc. 
Business : Building & Fumishing Material 
Assistant to MD - Heads of all departments 
Regular meeting on the company's 
performance (every 3 montlis) Executive director 
i 
The company's objective Problem: based on the company's 
is to gain more market objective and present business -Executive director 
share in the business position in the market 
I-Iis business vision 
i 
rsonal 
Executive director had idea on believe that the product 
At the moment, the producing colour cement as a new product will become highly 
product only available demanded in 
through the importer construction business. 
Shared his idea with Discuss with other manager of the 
I 
other managers and possibility over the idea 
decided they need more 
information regarding 
the possible market and 
financial cost. 
Professional research company Market research and survey 
ComPCtitors' movement Information collection I SWOT analysis 
Personal connection towards 39 Executive director 
business colleagues, customers Information analysis 
competitors His experience, knowledge 
Professional research 
company present the 
detail and business plan Fornial presentation of the e entire board of committee 
for the next 5 years. project to the boar 
.J 
Executive director personally He emphasized on the figures of 
studied the information and redicted demand and market share 
figure analysis. 
Final decision Both predicted demand and market 
Business vision, Past experiencU--l size in 5 years time are very high. 
KK/FW/DMP/16 
Name : Mr. Watchara Srisakdaporn 
Position : CEO 
Company: Thai German Ceramic Industry Plc. 
Business : Building & Furnishing Material 
End of year budget's allocation I CEO 
Company's planing to Company's profit has been 
reorganise its structure declining. 
The company's aim isýý 
Situation analysis 
Poor Thai economic situation 
to cut down the production 
cost by 20% 
1 
The compaýiy has to ---Current business situation 
cut down cost and Consideration period 
expenses --Labour cost take almost 50% 
Financial report 
of the production cost 
cffcct 
CEO ast experience 
Decided to increase 
Personal judgment staff salary only by 5% - Personal knowledge 
which is below the 
Company's aims industry average. - Prediction 
Vision Confidence 
KKIFW/DW/17 
Name Mr. Ravee Poonsub 
Position Managing Director 
Company: Dhana Siam Finance & Securities Plc. 
Business : Finance & Securities 
MD's business 
Company's objective 
MD 
Rough company's future 
(3 years period) 
L-Jxnding 
is company' core business 
Budget set to expand lending/ 
portfolio to reach 60 billion balit 
ftom the prior 45 billion baht figure 
Interest income accounts 
for almost half of 
company's carning. Consideration period 
Knowledge and experience 
Most current customers concentrated 
within only Bangkok area 
Request for any 
immediate outstanding 
problem from key 
Competitors' movement 
Business vision 
Confidence 
Basic requirement 
by the board is to 
I scrcen' customer's 
creditworthy so as to 
minimise numbers of 
non performing loans 
or bad debt. 
conorruc is sluggish 
, "ýInfbrmal information source 
from close friends, business 
colleagues and expertise regarding 
country's economic, market 
situation and government's new 
upcoming regulation. 
Business vision 
Meeting: Discussion Nvith 
another 3 main management 
(family members) 
Decided to set up 
small provincial lending 
unit in 3 key provinces, 
Expand lending portfolio in some 
particular area e. g. automobile 
business. Also, reduce portfolio in 
low key industries such as food 
processing. 
Informal discussion 
MD explaincd his rough idea plan 
MD and another 3 members agreed 
Amt there was not any major problem 
to stop the project from getting started 
Past experience 
Risk taldng and challenge 
KK/IFW/DMP/18 
Name Mr. Surasak Preedanakorn 
Position Vice President 
Company: Security One Plc. 
Business : Finance & Securities 
Credit manager Informal discussion on 
the existing problem: --Trading debenture manager 
3ain from trading debenture reduced 
and start to accumulate lost 
Shared the problem detail Nvitli 
Financial figure analysis 
] 
Fo: nnal meeting r- member of the cominittee 
5 departments' 
Current sluggish economy i. e. VP 
up trend interest rate 
I- 
edit analyst 
Default risk occur previously. -d Cause determinatfion 
Price of debentures on hand ompany research department 
would fall and incur loss. 
Future business estimation- Formal presentation by Current business situation analysis 
research analyst 
Own rewuch 
Sluggish economy is 
predicted to be prevailed- 
for at least two to three years 
Fonnal infomiation search 
department 
L Up trend mterest rate adversely 
Infonnation sununarised ffected current debenture 
ýportfolio 
in which it would devalue 
ej 
Debenture trading Nvas tarnished 
by sluggish economy 
The VP's intention was 
to keep the low profile 
at present situation. The 
new plan will be urgently 
discussed as soon as the 
economy starts to show 
improving sign. 
debenture in hand. 
Fierce competition amongst market players 
Credit manager 
I-Trading debenture manager 
Meeting: Discussion on choices 
-The airn is to minimise the loss 
loss means bad performances 
and would reduce incentive such 
as bonus and management perks. 
He relics very much on Decided to reduce VP 
information analysis. debenture trading portfolio 
down to I billion baht. c is not a risk taker 
KIC/FW/DMP/19 
Name Mr. Taksin Boonpitak 
Position General Manager 
Company: Samart Corporation Plc. 
Business : Communication 
Long existing problem 
for the company is the 
lack of qualified engineers 
3 partnersMps 
5 executive managers 
The company's policy is to 
employ qualified engineer 
as many as possible 
Consult this problem during the 
board meeting 
k---CNL 
MD 
niere is a great demand for 
engineers in this business 
-P' choice was to employ 
foreign engineers 
Mini-report on each The president suggested to the board 
choice was prepared to come up with various choices -2nd choice was to double the 
by the managers who salary to attract more qualify 
suggested the choices engineers. 
3 choice was to set up its 
own training centre. 
Pros and cons of each suggestion 
+ 
-.,,, 
Ibe first and second choices did not 
GM (assigned by president seem to provide long term bcneficial 
to be in charge of the Evaluate th to the company. 
project) 
'Ný,, High competitive market. The 
The technical process of the company needs to find method to 
company requires certain gain competitive edge. 
Specific knowledge 
Management planing v- Budget analysis 
Discussion on the 
Any possible drawback details of the third 
J- 
Expected return on the project 
choice 
'niose who receive the company's --L ------- 
Most of the young graduate 
scholarship will be obligated to engineers want to have further 
come back and work for the company education and majority of them 
require scholarship 
Budget limitation Long term beneficial to the company 
Maximum benefit to the Decided to set up 
--2ast 
experience and academic 
company the company's engineer knowledge 
training center 
Logistic thinking - 
---__J-GM 
KKIFW/DMP/20 
Name Dr. Wichuda Na-Ranong 
Position Director 
Company: Telecom Asia Plc. 
Business : Communication 
Senior managers Director 
Discussion on Annual planning -Deputy 
director 
2 million new 
numbers'project 
The company needs to - Director briefs on the aims _71be objective of the company 
utilize the fix cost and goals of the company is to become the biggest 
on tMs new project. telecommunication company 
in Asia. 
Competitors' movement 
Market survey- 
Market research----'- 
Senior managers 
Deputy director 
Director 
Wormation search by 
company's research department 
Meeting: to generate choices 
'Govenunent regulation and 
future plan 
study 
I" choice was to sell off 70% 
of the new numbers to other 
companies. 
2' choice was for the company 
to manage all members by itself 
The present covered area is not large The most suitable choice to the 
enough to generate company's company's objective 
expected income. 
Feasibility analysis, ROI and 
Low competitiolL Other compa! es -Market share 
only managed to cover area in - Evaluate choices 
BKK. They are still unable to Pros and cons of each choice 
expand their market to province 
To sell off 70% of new numbers would 
The most suitable choice 
\Wckly 
generate cash to the company. 
I 
to the company's objective However, the company would loss 
market share to other companies. 
Past experience Director 
ecided to expand the 
Business vision rvice to include area inthe -Personal knowledge 
provinces 
- Facts and figures analysis 
KK/FW/DMP/21 
Name Mr. Aram Yordarkdachai 
Position Vice President 
Company: United Communication PIc. 
Business : Communication 
VP 
President 
All senior managers 
VP 
President 
Discussion on new 
business expansion plan 
rhe company is planing to set 
up new international marketing 
unit in Indochina. 
Divided the work and 
responsibility of each section 
The aim is to expand beyond 
local market 
-Currently, there is no management figure who has full responsibility 
and authority for the regional 
market 
All senior manage Formal presentation on 
the project's planing 
Professional business 
consulting company 
All senior Conument, feedback and 
suggestion regarding die plan 
VP 
VP 
President 
Suggestion to the president 
to establish new position to 
help on marketing project 
VP planned eaclijob 
responsibility and 
company's chart 
VP 
Academic knowledge 
Logistic tliinkina, 
ý 
President 
VP 
4be company needs management 
structural reorganisation 
: nic new marketing unit needs 
specific attention and aggressive 
marketing strategy. 
-The profit requires professional 
who specialises in Indochina 
The president assigned the VP 
Planning to take full responsibility on the 
: D-new 
position plan 
I 
Analysed information 
[Decision 
making He decide to establish new VP to be 
responsible for marketing in SEA 
region. 
KKfFW/DMP/22 
Name Mr. Anuchin Srhvattana 
Position Vice President 
Company: Distar Electric Corporation PIc. 
Business : Electrical Products & Computers 
, 
The company Nvants to expand 
All senior managers sell volume and market base. 
Company's annual meeting: 
President, VP goal discussion --: nie objective of the company is 
to become Asia's leading 
electrical appliance producer. 
President, VP 
The company has limited capacity. 
Unable to access to high 
ýIn 
the main problem 
technology - All senior managers 
Get more loan for the Company cannot compete with 
new investment /others in a competitive market 
-ung rceNvI All senior managers, VP Possible solution suggestion International leading producers. 
and President 
The company needs to increase its 
Joint venture with other competitive cdge. 
leading company 
Ile Japanese company is -I Information search for each Professional research company 
t among one of the most suggested choices 
reputable electrical appliance The company has a tight loan 
producer in the world. Lin-ýitation at present. 
Tle company could I Capital injection from the Japanese 
effective working system Choices and information company help decrease financial 
from Japanese firm. evaluation burden of the company. 
All senior managcrs., 
ý 
President 
D, sident, VP and senior managers 
Selection based on pros- Select the most 
and cons of each choice favorable choice - Majority voted for the joint 
venture choice. 
Professional research 
i 
company 
Feasibility study and 
SWOT analysis 
All senior manage 
President 
President 
and VP 
depth extra infonnation search 
Project's presentation 
Decided to joint venture with 
nese electrical appliance producer 
-VP and President's personal 
connection. 
5 years business forecast 
Professional researcli company 
-VP and president agreed on benefits from this joint venture 
KKIFW/DMP/23 
Name : Dr. Sittichai Chcckrattanakom 
Position : Managing Director 
Company: Kulthom Kirby Plc. 
Business : Electrical Products & Computers 
MD _., 
Productivity amongst labour 
orce was fallen 
E2dsting problem of Urgent meeting 
low productivity 
1equest for performance and cost MD 
figures from all departments 
Output per production"ý, 
'nic company needs to unit declined, numbers 
I 
of production defects tighten its grip on labour. 
increase. Discussed the result of his 
own analysis Nvith other managers 4 senior managers 
Labour cost is rising aily per system is inappropriate 
Identify the problem for the existing production 
4 senior managers 
MD 
MD 
Buy new machine kccording to the research, Pay 
__Fir 
performance increase Generate any possible solution 
01 c 4 senior managers productivity. 
According to MD, Daily pay 
system provides no incentive 
for workers to become 
productive or work more 
efficiently. 
Evaluate the choice 
--1---4 senior managers 
MD 
study 
MD used the number from 
feasibility study to help with Decided to introduce MD 
his decision making. new payroll system, 
pay per performance, 
instead of daily paid. 
KKtFW/DMP/24 
Name Mr. Wanchit ChitmonkonnaNvin 
Position Senior Vice President 
Company: Sanyo Universal Electric Plc. 
Business : Electrical Products & Computers 
4 VP and Senior VP -F------ ý-ýearly planning 
Department managers 
The company plans to expand- 
its production capacity due to 
the increasing demand. 
Company already has 
plants in BKK 
Department managers,,,,. 
Tý 0---l vr, aunlor vr ana 
president 
The company would be - 
able to gain several benefits 
i. e. grace period for corporate 
tax, import tax exemption. 
End of year meeting 
Discussion on the new 
investment project 
Company's goal and objective 
Senior VP suggest the new 
plant's idea 
Discussion on the possibility 
and benefit 
Senior VP suggested to build 
the new plant outside BKK. 
ýhe governincrit through BOT 
/4m offered several privileges 
mparues who are willing to 
to locate their base on specific 
provinces. 
I co 
Rough discussion without 
figurc analysis. 
Loan expected, Fi cial figure (e. g. ROI) ý w 
SWOT analysis 10 rulatio 
=tionD:: ý 
-G ovcrnmcnt's regulation 
Land is costly, , Unskilled labour force in BKK labour scares in BKK -- puerperal area is scares. M 
eeting: Information analysis 
J EE 
____ 
Abundant supply of . esident 
clicap labour force in 
d i d 
---ý 
es gnate area. Senior VP 
Selected project Project's PI enior VP 
I ýý9ý 
team by Senior VP 
Final decision must Senior VP used past 
be confirmed by VP Meeting: Senior management team experience and information 
and the president decided to build its new major electrical analysis as two main keys 
appliances plant in Learn Chabang to help making decision 
Majority vote on the Industrial Estate. 
project 
KKfFW/DMP/25 
Name W Chiwat Sriphengphung 
Position Director 
Company: Datamat Plc. 
Business : Electrical Products & Computers 
The objective of the 
company is to become 
the leading electronic 
producer in Asia. 
Director 
GM- 
Director 
Senior management 
GM 
Company's research 
department 
SWOT analysis 
- Future business plan 
I- 
Director 
Future business plan's discussion 
on new investment project 
Generate choices for die 
investment's location 
The company is trying to 
keep the low production 
cost in order to have lower 
price than competitors. 
The main keys used to generate 
@ioices is low labour cost. 
Choices were Vietnam, Philippine, 
Indonesia and Thailand 
analysis 
Search for infomiation 
in detail 
Each country's background and 
update economic infonnation. 
Investment's budget 
Philippine's government is Philippine is less risky for the 
encouraging for any foreign investment than other countries 
investment i. e. taxes in the choices. 
Choice evaluation 
Cheaper labour cost in Budget planning and major obstacle 
Philippine than in Thailand ' ýFeasibility 
study and ROI figure 
Large market for the electronic 
products in Philippine 
All necessary information- Decided to start the Director 
investment in Philippine 
Expert advise 
[ý: 
ast experience 
Competitors' information Figure analysis 
Y., ý/DNIP/26 
Name Mr. Thinnakorn Rattanachock 
Position Managing Director 
Company: Alphatcc Electronics Plc. 
Business : Electronic Components 
Analyse current business situation 
_ý--MD 
Planing on the Nlanagement viewed that the 
future strategy rise of labour-intensive 
MD called for annual meeting industries in T'hailand will 
Discussion on the --ý 
I 
decline in the next few years. 
company's goal and 
objective 
Public information esearch on Aproduct, 
Friends and- Informal information Hired professional marketing and 
colleagues research company government 
MDý 
I on 
III 
regulation 
Financial institute 
High technology industry such 
as IC, disk drive production is 
Formal presentation by researc tally new in Thailand. 
company 
Information analysis Govenunent policy to promote 
Tremendous and ever increasin. -I export and high value-added 
world demand for computer IC ndustry. 
and disk drive 
MD and 6 senior managers 
Criteria used to evaluate 
V Information analysis from 
choices Nvere high ROI Generate and evaluate research company 
and long term business choices 
potential Budget requirement 
Returning investment period Budget sources and ROI analysis 
Expected investment budget---ý Budget discussion 
ý- 
MD and 6 senior managers 
Decided to set up computer cl-dps/ 
disk drive production plant in Thailand MD 
for export purpose only. 
KKIM/DMP/27 
Name Dr. Wichien Cheatchomnong 
Position Executive Vice President 
Company: Bangchak Petroleum Plc. 
Business : Energy 
All section managcrs 
All head of End of year Senior managers ý--j 
compwiy's performance evaluation departments 
I Executive VP 
I'lie company wants to The company's aim is to increase 
increase sales without refinery's capacity and expand its 
increasing more cost. Some main problem business for 30% of the existing one. 
issues raised 
Need to cut down cost ---Unsatisfactory profit from retail outlets 
Company's analysis Pgh management and operation cost for 
department / own managing than license them out 
Reports from all -- Problem analysis Banchark specialises 
in refmery, not. the 
related department tail outlet. 
Banchark's retail outlet is a large 
Senior managcf ope ion. Every procedure must be on 
Discussion on problem the same standard. In order to keep all 
Executive VP - analysis's information retail outlets as one unique standard, 
the process will require a large investment 
Executive To concentrate all company's fund in one = 
business will help to reduce cost. 
/ 
Company's capacity 
nose who got the license of retail outlet 
Company's aims Solution suggestion from the company have obligation to buy 
o0 nly Banchak's product. 
ROI 
jt is much cheaper to let each retail outlet 
Senior managers operate its business by its licensed owner. 
Decided to license the 
Best suitable choice retail outlets to public Market situation 
to the company instead of managing 
by the company Business knowledge 
Past experience 
I Personal feeling and believe 
Execut ve VP 
KK/FW/DW/28 
Name Mr. Chartme Booraparattana 
Position Vice President 
Company: 71k*ung Union Car Pic. 
Business : Vehicles & Parts 
VP 
executive managers 
All department Company's performance 
managers evaluation (every 6 months) --Company Executive Advisor 
Unconfumed ramor Problem: Joint Venture with ignited idea by CEA 
that Mercedes in Mercedes Benz in Germany 
Germany is looking 
I 
for the Joint Venture 
Demand for cars have been 
increasing at the rate of 10% 
CEA, VP Meeting with the board per annum. 
3 executive managers 
::: 
I 
of committee 
iscussion over the possibility 
At present, customers have no There are not many garage specialise 
choice but to use sub-standard ' 
in Mercedes Benz in Thailand. 
local garage 
LoNv competition in service market 
Personal connection of VP Wormation 
;;; 
c 
< 
h 
and CEA to confirm the rumor Very high demand on professional 
Professional research company/ 
service from customer. 
Company lacks of professional Demand for auto parts and services 
technicians and technical Detail analysis increase as demand for cars increase, 
know-how 
j--I-I 
Feasibility (company's A? C dept. ) 
VP 
Pros and cons of the project 
based on long term ROI and cost X 
NN c /ýom 
y uld beiable to access 
ith=zcd te In cal know how 
CEA, VP and 3 executive and equipment provided by 
_ managers. Meeting: Evaluate the plan foreign partner 
Company already hav \To join force with Mercedes Benz 
relatively wide local would help expand company 
service network. network coverage and strengthen 
company's competitive edge. 
He relies very much 
on infbnnation and Decided to approach --VP (die final decision of VP must 
figures analysis Mercedes Benz in Germany be approved by the president) 
for the joint venture proposal 
KK/FW/DMP/29 
Name Mr. Boonpoat Aurunanan 
Position Deputy Managing Director 
Company: Sweden Motor Plc. 
Business : Vehicles & Parts 
Volvo's management seeks 
for exTansion in Thafland 
Company's objective is to 
gain share in the rapidly 
growing market in Asia. 
Yearly objective 
and plan aimouncement 
MD own s=ch 
Financial institute 
Data collection 
Competitors' information: 
Several European car producers 
have recently engaged in the Thai 
market by setting up their own 
branches, network and production base. 
Volvo needs in depth cooperation 
, with Thai counterparts to eliminate 
its drawback on the lack of market 
information and connection. Discussion with his 
father (retired MD) 
Potential of the project: - Thailand is the regional hub 
for automobile manufacturing 
and has one of the Wghest 
demand for automobile in Asia. 
Business 
Past experience 
Gut feeling 
ecide to join hand 
with Thai company in 
i form ofjoint venture 
to set up car assembly 
Want in Tbailand. 
Volvo has no production base 
in Thailand 
I 
F r4 
t to 
rom head quarter in Sweden 
o every licensed operators 
around the Nvorld 
Local demand for automobile is 
increasing and export potential 
/into 
the Southeast Asia region 
market is bright. 
-Informal sources (friends & 
personal connection with 
vernmen 01 t fficers) 
ublic figures and information 
, _ýompctitors 
both from Japan 
and Europe have forced to 
counter act so as to gain share in 
the rapidly growing market. 
--Company own production in the 
Thai market is a comer stone for 
futcutre expansion. 
xpe cd obstructs 
-Example of competitors' 
business 
strategy 
-Expert advise 
KKIFW/DMP/30 
Name Mrs. Piyawan Boonyaritthongchai 
Position Vice President 
Company: Krungtlicp Dusit Medical Plc. 
Business : Health Care Services 
Annual mectM ,; Ibughcr market 
competition force 
Given BGH expertise Project's idea was suggested BGH to maintain, as 
in lung decease, BGH by the research center senior manager well as to expand its 
has to find way to shares, size and groivth 
exploit it. 
Funding sources 
",,., 
-Project plan 
VP and 6 members atient type 
of management - Discussion on the detail of the project 
committee ROI 
Estimated budget "ýý4csearch center 
semor manager 
Lung decease are increasing at Not a single hospital has special 
rate of 30% a year. However, center for lung decease. 
number of treatment centre is 
very small. _,, -Public 
figures and information 
Professional research company- I Datacollection I-- SWOT analysis 
Statistic from National Health ---ýNurnber of hospital have increased 
Department shows that 20% of significantly during the past 5 years 
the population in Thailand have 
hing decease. Budgeting and figure analysis (e. g. 
number of patient) 
analysis 
VP and 6 members of I Research center senior manager 
management committee--f Budget discui=ssion 
L--ROl and Financial plan 
All available informatio 
Benefit of the project: 
Competitors' movement: F-expccted to lure more 
BGH has to differentiate -] Consideration period I patients to the hospital 
itself from the others in order 
to survive in the market. budget 
VP I VP 
Hospital's objectiver- Support from government 
Decision making 
Long term survival' High ROI, Low risk 
KKIFW/DMP/31 
Name Mr. Nitthat Kusurn 
Position Director 
Company: Ramkamheng Hospital Plc. 
Business : Health Care Services 
Ramkan-diang district- 
had no private hospital 
in the area. 
Consulting company 
Decided to open up 
Confidence- the hospital in -Risk taking 
Ranikamhang area 
MD - -Business vision 
A great support from the 
government for health care plwi,,,, 
Professional research 
company 
Own information search 
Privilege and incentives 
such as tax break period 
and low import tariff for 
medical equipment from 
the government had helped 
the hospital to establish 
smoothly. 
MD and group of his friends. 
Business potential growth 
was high. Good investment 
opportunity. 
Informal meeting to 
discuss on the project's idea 
Formal meeting to discuss 
the project's plan 
infomiafion search 
dD and group of Ws 
fricnds 
MD and group of his friends 
I-ligh demand on health care 
service 
Feasibility study and SWOT 
'analysis 
No competition in the area 
MD and group of his friends 
Project's plan analysis The area has been increasingly 
uhrbanised, hence, creating demand 
's ----T ' 
fi health care service. or "ýýand 
cost was low 
Loan request from the bank 
Meeting: Discussion on 
the project's possibility 
Group of close medical doctors 
and associates were willing to 
share stakes in the new 
investment. 
lbgl i demand on licalth care 
service 
Expert advise - Analysed infonnation 
Decided to open up 
Confidence- the hospital in -Risk taking 
Ranikamhang area 
MD - -Business vision 
KK/FW/DMP/32 
Name Mr. Pongsurec Boonnark 
Position Executive Vice President 
Company: Bamrungrat Hospital Plc. 
Business : Health Care Services 
6 shareholders 
President 
- 
Meeting with Hospital conunittee Executive VP 
Increasing demand of 
health care services in BKK 
Executive VP 
Bamningrat hospital gains benefit 
from the economics of scale by 
setting up another hospital 
President, 6 shareholders 
and Executive VP 
New hospital could enjoy 
shared resources with the 
existence one, i. e. supply 
of medicine and equipment 
The fortune telling confirmed 
to the President and Executivi 
VP the success of the project 
and Executive VP 
Gut felling - Decision making 
LExecutive 
VP 
Fortune telling Risk taking 
Remark 1: The final decision of the Executive must be approved by his father, the president of the 
hospital. 
Remark 2: The hospital is managed as a family business, 6 shareholders are member of relatives and 
family. 
Suggested the idea 
to open the new branch 
Project plan discussion 
-The existence capacity of 
hospital is insufficient for the 
demand 
Many new special medical 
pEojcct of the hospital are to 
, iýe opened 
plan 
Objective of the new hospital 
Budget plan, Budget sources 
KK/FW/DMP/33 
Name Mrs. Nounchan Uthaiwan 
Position Director 
Company: Union Footware PIc. 
Business : Footware 
Company needs to be 
competitive in term Monthly meeting Nvith 
of production due to management level 
tougher competition 
I- Factory manager I: a our cost is rising 
Problem about labour was 
Labour union is relatively- raised as an issue a our shortage looks set 
strong and powerful to happen 
Production 
Product Dept. ýj MD request for figures Finance Dept. 
information regarding all expenditure 
Personal Dept 
. and performance 
level Sales department 
Inventory Dept. ,ýI 
Procurement of automatic ----[ 
F cial calculation ---jv1D 
did his own calculation 
j 
machine prove to be less 
costly in the long term. 
Explain his plan and 
welcome any suggestion,,, 
Replacement of labour 
force by the machine is 
considered to be the best 
choice. 
Meeting Nvith all senior mangers 
Nianagement seeks the 
Nvay to cut cost of 
production and, in the 
meantime, increase 
Productivity 
MD only takes in any suggestion 
from other only if he agrees 
Nvith them. 
MD 
Decided to reduce 
Number of workforce 
by 40% and repeated 
with automated machine 
within 2 years. 
experience 
knowledge 
judgment 
KKtFW/DMP/34 
Name : Mr. Kumphree Punpearyarattana 
Position : CEO 
Company: Sahaphatanapibul Plc. 
Business : Commerecc 
Drop in sales of own - Urgent meeting 
shampoo product called in by CEO 
Competitors' new 
product launch Request any suggestion 
and comment regarding the 
The company does - new competitors' movement 
not have 2 in I 
shampoo product in hand 
Competitors' movement 
Pricing 
Econon-dc trend for the 
nexi 5 years 
Research department 
Infonnation analysis 
CEO and dept. managers 
Consumer behaviour looks 
set to accept ncNv product 
(from market survey) 
Information 
New giant global consumer product 
company has just joined the market. 
Brand new type of shampoo 
-2 in I has recently been launch 
by arch rival 
- Competitor has strange 
determination to capture the 
market. 
s research department 
rvey 
Study in detail of competitors' 
tactic and strategies 
All nccessary infonnaflon 
from competitors' movement 
Past experience 
Generate option 
_! 
ýýý--Xt 
choice: launch totally new product 
I '-ý 
nd 
to the market 
CEO and dept. managers 2 choice: Launch the same product's 
type as competitor's 
Risk analysis 
Evaluate option 
Expected sales volume -[! 
ýn 
a'rket shares 
Decided to counter 
Follow other competitors attack competitor's --Mgh return 
introduction of new 
Low risk shampoo product by --CEO 
launching own product 
]KKIFW/DNfP/35 
Name W Anuthawee Ruangkrittikun 
Position Vice President 
Company: United Food PIc. 
Business : Foods & Beverages 
VP Meeting with other 
managers 
-Suggested the idea to import 
alcohol-free beer from Germany 
for sell as new business project. 
Company wants to 
increase product 
variety. 
4 serdor nmagers 
and VP 
Personal connection with 
government officers 
Friend and Own information 
business search 
colleagues 
)ýý 
Possible distribution channels 
Study the 
According to market survey, 
customers are willing to 
accept new products. 
Personal instinct 
Past expericnce 
Get the feed back from 
other managers on the idea 
, Thai people drinking habit is changing 
T'hai people become more 
concern on their health 
regul Goverment ation 
I Request for infonnation 
from company's research 
department 
survey 
yon-alcohol beverages is 
popular at present 
Consideration period 
Decided to import 
alcohol-free beer 
3m Gemiany for sell 
Demand for alcohol-free beer ftoin 
Restaurants, hotels and individual 
customers has been increasing 
rapidly according to market survey 
His personal preference 
KKIFW/DMP/36 
Name Mr. Sommai Poothongkwn 
Position Director 
Company: Malee sampran PIc. 
Business : Foods & Beverages 
Management want to Ile company has not yet 
increase product in the past years, diversified 
variety to serve the its production to include 
market as well as to several other related 
build brand image for Plan to expand production line production lines. 
company's market 
Company's objective 
Company current Information in hand: According to 
production line the market research and survey, 
include almost there is an increasing demand for 
twenty kind of IF 
cd fruitjuice 
calmed fniit products 
Information in hand: According 
r 
Company already has Consideration period 
established marketing ýo Go od profit margin for cannqd. 
network for canned fruit fniitjuice 
products. Most of the 
existing customers also Business knowledge 
also require canned fruit 
juices. 
Expert's advise Past experience 
Decided to increase 
its production to 
Gut feeling - include canned fruit -Business knowledge 
juice products 
MD's prcdiction 
Y, KIFW/DMP/37 
Name Mr. Sunthorn Chaowanapan 
Position Executive Director 
Company: Fromost Freezeland Plc. 
Business : Foods& Bevcmges 
Executive director 
GM Monthly meeting 
J--ýýAll 
section managers 
Company's objective is _ ___Ilie 
department needs to boost 
to exTlore into any new GM suggested to the board sales volume and profit by having 
outstanding product in that it was time to look varieties of products on sales in 
the current market for the new product hand. 
Relating product -I Possibility of any 
of each section Information search section's new product 
GM ý-' I Each section's manager 
Fierce competition in the 
I 
market for Nvinc 
Market and SWOT analysis 
Analysis Market survey on each suggested 
Profit margin for wine is high product 
Wine from South America and 
41 
1 Demand for wine consumption rises 
South Africa is hard to find in 
the market 
rapidly during the past three years 
Have to differentiate own 
product from ones in the - 
=Consideration 
period 
market 
product from ones in the 
market 
Past experience 
Business knowlcdgeý 
Low risk . 
Consideration period Executive director 
I 
High return 
Decided to import 
wine from South America ig potential market 
and South Africa 
for local sales xecutive director 
KKIMMMP/38 
Name Mr. Thrccrapan Tungkannapuck 
Position Director 
Company: Nation Multi Media Group Plc. 
Business : Printing & Publishing 
The company monopolized 
tWs comic's brand name in 
Tliailand 
The price of labour, paper 
and ink have just increased 
almost 30% 
Current situation awareness 
gon-tic's license from Japan has 
/I ncreased dramatically for the 
past two years 
Very Ifigh demand on this comic 
book's brand name 
High production cost 
Future sells volume 
predicted Financial calculation 
Cost 
Profit expected 
'llic company required more 
workers and new machine 
Competitors' movement 
Company's goal is to gain Future business plan 
30% more market share 
HE]-:: 
Market estimation: It is predicted 
, "ithin the next 2 years that the demand trend Nvill keep 
increasing for the next 5 years. 
Risk taking Business prediction 
Confidence- Decided to' increas irector 
the price of cormacs 
0 0 Past experience book by 50% 
ýersonal 
believe 
KKfFW/DMP/39 
Name Mr. Chairooge Arunpongsdrilcul 
Position General Manager 
Company: Post Publishing Plc. 
Business : Printing & Publishing 
GM Demand for more reNcnue 
All section Quarterly business evaluation 
manage All senior managers 
Budget available Competitors' movement 
Discussion on company's 
Management plan 
:::: ] 
marketing tactics Company's objective 
Increasing demand for 
advertisement 
Company's objectiVlw- V 
Suggestion for aggressive 
Business knowledge movement -Keep up with competition 
Public information Country's econotnictrend 
Customers' business potential Information ompetitors' movement: Some 
Market survey 
competitors have already launched 
this section. The company needs 
to keep up with the or else it may 
loose the competitiveness. 
Market for telecommunication Company's financial analysis 
equipmentwidened, hence, 
increasing demand for promotion Analysis xWcted sales volume 
through advertisement 
xpccted market shares 
Competitors: business tactics 
The company is planing- GM 
is planing to increase the Discussion on any obstacle 
price by 15% because the to the plan All senior managers 
operating cost is rising. 
Decided to add one -GM 
more advertising section 
section in a daily newspaper 
KK/FW/DMP/40 
Name Mrs. Poonsree ThachathaNvin 
Position Senior Supervisor 
Company Phatra Thanakit Finance & Securities Plc. 
Business' Finance & Securities 
Problem of bad financial 
situation in nailand 
Senior supervisor 
VP 
Customer's analysis 
department 
Intemal 
Discussion among the 
senior committee 
Infomiation search 
Borrower missed several 
interest payment 
-Credit manager 
-Customer relation manager 
- Talk to customer 
-Public information 
Senior supervisor V Credit manager 
VP 
Generate choice 
F----Customcr 
relation manager 
I 
VP Choice analysis Senior supervisor 
--ý-Senior 
supervisor ýecision 
; aiTg 
APPENDIX 2 
Coder: KK Coding Date: 3/97 
- - - - Document: Subject 11 Topic: Intr duce the new shipping ro ut e f Page 1 of 40 
No of Grounds - GR No of Key Claim - KC, Sub Claim - SC 
I KC The company's financial status is I He decided to introduce Bangkok - Korea as 
I very strong. new shipping route. 
2 KC Ile company has already owned the 
I ships which have the right capacity 
for the business. 
3 KC There are still a large room in the 
I market for the company to enter into 
Korea's shipping market. 
4 KC He is very familiar with the Korea's 
I business. 
5 KC Ile objective of the company is to 
I expand to be the shipping leader in 
Asia. 
6 KC The statistic shows the shipping 
I accident that happen on the Bangkok- 
Korea is quite low. 
7 KC The cost of insurance for Korea- 
I Bangkok's shipping route is 
reasonable. 
8 KC Thai exporting business to Korea is 
I increasing rapidly for the past decade. 
No of Warrant - WT No of Backing - BK 
I GR The company's financial status has to I He considers himself as both rational and 
I be strong in order for him to get the intuitive. 
loan approved from the bank. 2 He hardly take any decisionwhich make him 
2 KC He used to work in Korea for 6 years feel uncomfortable, %Nith. 
4 and has lots of experience and 3 If over 50% of the board agree with his 
business connection with Korea suggested choice, he NNU take it as a final 
trading firms. decision without study for more details. 
3 KC Every decision has to follow the 4 He believes that intuition is very valuable 
5 company as a guideae. tactic for the undecided problem. 
4 KC The information he used to evaluate 5 He makes most of his decision base on feeling, 
6,7, the choice and to make the decision 6 He thinks past experience is the most 
8 come from public details and figures, important thing when doing business and 
his personal business connection, makin- decision. 
knowledge and past experience. 7 He believes that to take risk is better not to 
take it in term of success. 
5 GR He normally does the information No of Qualifiers - QL 4 search himself I KC He included other five managers in his 
I decision making process. However, if the 
suggestion of each manager cannot convince 
him, he will then take his suggestion as a final 
2 BK decision. 
5 Provided that he has the knowledge and 
3 BK experience on the subject. 
7 He is willing to take that risk if the chance of 
4 WT success is over 50%. 
5 'Me statistic figures are mostly provided to 
him by the research department of his 
company. 
Coder: KK Coding Date: 3/97 
Document : Subject 21 Topic Reducing exposure on local money supply I Page 2 of 40 
No of Grounds - GR No of Key Claim - KC, Sub Claim - SC 
I SCI Unfavorable economic situation of I SCI Decided to reduce exposure on local money 
the country. supply. 
2 KCI Poor financial market sentiment. 2 KC Decided to focus more on offshore borrowing, 
3 M Weak operating performance of 1 especially Japanese Yen borrowing rather than several major finance companies. US dollars. 
4 KCI Unexpected stronger US dollar 
currency. 
5 KCI Sudden fall of Japanese yen. 
6 To maintain the company's ultimate 
M goalwhich is to keep the lowest cost. 
No of Warrant - WT No of Backing - BK 
I GR Realize that plan to meet funding I He values very much on his past experience. 
I needs has to be modified from time to 2 He considers himself as an intuitive decision 
time as situation changes. maker. 
2 GR Sluggish economy and poor financial 3 He believes that quick decision making is very 
2 market sentiment leads to the increase important in financial business because in this 
in local borrowing interest rate. business things change in a matter of seconds. 
3 GR Weak performance of major finance These seconds could cost millions. 
3 companies lessens money supply, and 4 He used his intuition 'catch the wind's 
at the same time increase demand for direction' Nvhen making the quick decision. 
money. Hence, local borrowing 5 His confidence in using the intuition came 
interest rate tends to rise. from the experience in thejob. 
4 GR 'Me rise in US dollar also drives up 6 He emphasis that there is no such a thirig'as 
4 local borrowing interest rate. safe bet' in financial business. In other , vords, 5 SCI To meet funding needs mainly he is a risk taker. 
through local money market would 
incur higher cost 
6 KC Ile offshore borrowing could now 
I incurs lower cost, relatively to local 
borrowing cost. 
7 GR Weight between US dollar and 
5 Japanese yen and found out that to 
borrow Japanese yen incurs minimal 
cost and risk. 
No of Qualifiers - QL 
I SCI Change the strategy at once when financial 
& situation change. Stop offshore borrowing at 
KC once and switch to local money market, if 
I Japanese yen, as compare to baht begins to 
rise, or local interest trend is seen going 
downwards. 
Coder: KK Coding Date: 3/97 
-gocument 
: Subject 31 Topic: Opened new branch in Shiang ai I Page 3 of 40 
of Grounds - GR No of Key Claim - KC, Sub Claim - SC 
I KC China's foreign investment policy has I KC Decided to open up the new branch in 
changed recently. Shinaghai. 
2 KC Many of Thai International 
companies have made their 
3 KC investment in China. 
Big potential market in China at 
present. 
4 KC Good relationship and connection 
-%vith the Chinese authorities. 
5 KC Objective of the bank is to increase 
income. 
6 KC To keep upwith competition in the 
banking industry. 
7 KC China is one of the biggest industrial 
city in the world. 
China's economy has been expanding 
rapidly. 
No of Warrant - WT No of Backing - BK 
I GR Company's objective is to become a I He considers himself as a rational person. 
1,6 leading bank in Asia. 2 However, there is one heuristic which he 
2 GR Number of foreign investors have always remembers Nvhen doing business is that 
4 entered the country, hence, increase 'Relationship in business will bring money, 
3 GR in demand for international banking good relationship means good money, 
3,4, facility. therefore, good businessman is one Nvho keeps 
6 Be able to exploit extra business good relationship with everyone'. 
privilege with Chinese authority. 
4 GR BBL is trying to be the first Thai 
5 bank establish in the major city in 
5 GR 
1,4, 
7 China, implicitly blocking the other 0 No of Qualifiers - QL Thai bank to easily establish in such I GR This project relies very much good 
an important market. 5 relationship with this present Chinese's 
6 GR The government is trying to give as authority. Therefore, if the politic changes in 
2 much support to any foreign investor the future, the business will have the direct 
as much as possible. effect from it. 
2 BK He mentioned that one can only be rational as 
I much as the situation and factors available. 
That means Nvhen facing with irrational 
situation, one has to adopt the right method for 
the situation. 
Coder: KK Coding Date: 3/97 
Document: Subject 4 1 opic Bond issuing Page 4 of 40 
No of Grounds - GR No of Key Claim - KC, Sub Claim - SC 
I KC IFCT needs fund to firiance its I IFUT decided to issue bonds to finance its long 
operation. term operation. 
2 KC Demand for long term borrowing 
increases. 
3 KC Funding through debt-financing 
(bond issuing) is one of the cheapest 
ways. 
4 KC IFCT bonds are fullywelcome by the 
investor. 
5 KC Company has fidl resources back-up 
for the bond issuing operation. 
No of Warrant - WT No of Backing - BK 
I GR IFCT has to borrow long term loan I Keep your eyes and ears open for your 
1,2 through bond to match long term competitors because it is the best and most 
lending. reliable information one can get. 
2 GR IFCT used to finance its company in 2 He considers himself as a rational person. but 
3 the past through equity - financing intuition is always a good thin. - to help'him in 
but it proved to be more costly than decision making process. 
debt-financing. 3 He uses intuition most in the situation where 
3 GR Given its size, qualified personnel, he has no information of the case. 
5 high credit rating, IFCT would find 
itself easy to issue bond at low cost. 
4 GR Bond issued by IFCT was successful 
4 in the pasL According to the initial 
offering, investors are willing to buy No of Qualifiers - QL 
more IFCT bonds. I Wr Everything depends on the company's 
3 financial status and policy at that moment. 
2 BK If the information is fully completed he Nvill 
2 not use the intuition. However, if the 
information is only partly available he then 
-will use his intuition to help him decide. 
Coder: KK Coding Date: 3/97 
--- Document: Subject 51 - Topic: Install new IT system T Page 5 of 40 
No of Grounds - GR No of Key Claim - KC, Sub Claim - SC 
I KC Internet and Email have became the I KC Decided to include Internet and Email system 
most important communication in every function. 
function in Thailand and around the 2 SC Upgrade the computer capacity. 
world. 
2 KC It's the most efficient 
communication's tool in Thailand. 
3 KC The quickest and most econon-dcal 
way to gain access to world wide 
information. 
4 SC Existence computer capacity is 
insufficient 
5 KC Most of the organisations have 
became the Internet users. 
6 KC Message and information can be 
transfer accurately and directly to the 
receiver without passing through 
intermediary. 
7 KC The organisation needs efficient 
Intra-Communication. 
No of Warrant - WT No of Backing - BK 
I GR Ultimate goal is to improve the I He thinks gut feeling and intuition is a good 
1,6 communication efficiency which thing to help one makes decision. .1. 
2 GR would result in the increase of 2 He said he normally uses gut feeling to help 
2,3 productivity. him select last few choices from too many 
Company wants to improve its choices. 
corporate' s image by introducing 0 C, 3 He said 'If you can't 
be a leader, then at least 
3 GR high technolog into aworking gy try to be a good follower'. He explained that 
4,5 system. good follow is one, %vho keep up very closely 
4 GR Technology's incapability incurs to the competitors' movement. It is one of the 
2,3, hidden cost to the company. best Avay to minimise the risk - copy the best 
6 Gain worldwide corporate example. 
recognition through advertisement & 
corporate news in cyberspace. 
No of Qualifiers - QL 
I BK He uses gut feeling only to cut down the 
2 choices. However, when it comes down to last 
few choices hewill fully use systematic 
analysis. 
2 GR Organisation behavior is very important at this 
5 stage. Employees must be willing and ready 
to accept the new technology in order to 
increase productivity. Other,. Nise, it will give 
negative result rather than positive one. 
Coder: KK Coding Date: 3/97 
Document: Subject 61 Topic: Nn-S okin g rooms, 8 floors Page 6 of 40 
No of L Grounds - GR No of Key Claim - KC, Sub Claim - SC 
1 KC Number of non-smokers have been I KC Decided to set eight floors in the hotel to be a 
increasing rapidly according to non - smoking sections. 
National Health Service. 
2 KC People became more concern on the 
effect of passive smoking. 
3 KC There is not any hotel that offering 
this service in the area. 
4 KC The management team has strong 
concern on fire prevention policy. 
5 KC Increasing trend of such service 
offering in the Global hotel industry. 
6 KC The Thai government strongly 
support non-smoking policy. 
7 KC This new strategy could leads the 
hotel into brand new customer's 
segment i. e. non-smokers. 
8 KC Insufficient and inefficient fire 
control in the Bangkok Metropolitan 
area. 
9 KC Increasing trend of non-smokers in 
Thailand, 10% increase in 1995 as 
compared with 4% in 1994. 
No of Warrant - WT No of Backing - BK 
I GR Try the new approach to attract more I Experience is the best tool one needs when 
1,7 customers. doing business. 
2 GR To gain support from organisations; 2 Experience Nvill help one chose the right 
3,5, which pro non-smoking policy. decision (in case of similarity situation). 
6 3 Experience vffll help one generates far 
3 GR Facts and figures confirmed that more business vision than the non experience one. 
4 than 70% of fire in the hotel caused 
by cigarette. 
4 GR Increasing in number of customers 
1,2 who requested for non-smoking 
room. 
No of Qualifiers - QL 
I WT The trend is considered to be very low 
4 compare to other country in the region. 
2 GR 'Me tourist industry in Thailand has been on a 
6 declining stage. 
Coder: KK Coding Date: 3/97 
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-iýo- of Grounds - GR No of Key Claim - KC, Sub Claim - SC 
I iýc- Myanmar is opening up the country I KC Royal Garden Resort hotel has decided to 
after decades of isolation policy. build a I" class, 500-rooms hotel, the first of 
2 KC Investors as Nvell as tourists are its kind in Rangoon, Myartmar capital. 
pouring into the country. 
3 KC Hotel room in Rangoon falls far short 
of demand. 
4 KC Strong business connections between 
hotel management and Myanmar 
authorities. 
5 KC Competition in the hotel market in 
Thailand is fierce. 
No of Warrant - WT No of Backing - BK 
I GR Myanmar openness policy favours I He believes that more benefit can be taken 
1,2 foreign investment and encourage from the business if you are an pioneer. He 
inflow of tourists to visit unspoiled said if you start off before your competitors, 
country like Myanmar. you have already won it half Nvay. 
2 GR Vast opportunity for tourism industry 2 He believes that experience is not everything 
3 in Myamnar means high potential for in business. Knowledge is much more 
hotel industry. important than experience. 
3 GR Myamnar hotel industry is new and 3 Good analysis vill help to reduce risk. 
4,5 has extremely high potential. 
4 GR Company would be able to generate 
5 more income and at the same time 
build up network if invest in other 
countries. No of Qualifiers - QL 
5 GR Strong connections with authorities 1 KC The business situation will be different if the 
5 would also favour company political situation in Myanmar chances. 
investmenL position, etc. 2 WR It is also risky because it is a new business in 
6 GR Thailand hotel industry boom during 3 Myanmar. 
5 the past decade has created hotel 3 WR If the tourist industry in Thailand start to pick 
room supply far ahead of the demand, 7 up, the company will reconsider the local 
competition intensified. expanding plan. 
7 GR Fierce competition in the market has 
5 initiated a plan for the company to 
expand regionally, rather than to 
expand locally. 
8 GR Vast opportunity for tourism industry 
5 in Myarimar. 
9 GR Hotel industry in Myanmar has few 
5 players, potentially big and 
expanding rapidly. 
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plant 
No of Grounds - GR No of Key Claim - KC, Sub Claim - SC 
I KC The company requires steel tube as I KC Decided to set up steel tube production plant in 
main raw material for construction. Rajchaburi Province. 
2 KC The company requires tailor-made 
specification of steel tube for own 
use. 
3 KC Selling of steel tube would generate 
extra income for the group. 
4 KC The company plan to cut down 
production cost. 
5 KC Increasing demand for steel tube, 
Large market. 
6 KC Few steel tube producers in Thailand, 
Government policy to encourage the 
7 KC establishment of steel tube production 
plant. 
Each construction project requires 
8 KC various and specific type of steel 
tube. 
Specification of steel tube supply in 
9 KC the market does not always suit 
company's demand. 
No of Warrant - WT No of Backing - BK I GR Few players in the market create the I He said nothing is certain in business world, 
6,7 opportunity for supplier to control the however, information analysis will help 
price. minimising risk. 
2 GR Producing own steel tube supply cost 
1,2, less than buying from outside 
4 producers. 
3 GR Product which is in excess of 
3,5, company's own use will be for sell in 
6 the market. 
4 GR Profit margin is high for this 
3,6 business. 
No of Qualifiers - QL 
I WT The investment cost at the beginning will be at 
2, a large sum of money. 
GR 
4 
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No of Grounds - GR No of Ke Claim - KC, Sub Claim - SC 
I KC Company has just built Us new head I KC Decided to lease the new building rather than 
office building. to outright sale of office space. 
2 KC Company is expanding and may need 
more office space in the future. 
3 Purchasing power decline due to poor 
KC economic situation. 
4 The company's objective is to 
KC generate extra income from the rental 
fees. 
5 KC Demand for office space is increasing 
rapidly. 
6 KC Ilere are increasing in number of 
new small to medium business 
investment. 
7 KC Most of manufacturers in Thailand 
are outside BKK 
8 KC Only 40% of the building space is 
utilised by the company. 
No of Warrant - WT No of Backing - BK 
I GR They require to have offices in BKK I Experience is one of the most important tools 
6 in choosing the right decision. 
2 GR Entrepreneurs prefer leasing of office 2 He said the advise from expertise and 
6 space rather ffm outright purchase. experienced man is counted as one of the most 
3 GR Rental fee received monthly provides valuable tools vhen doing business. 
6 liquidity to the company cash flow. 3 One cannot keep relying or Nvaiting for the 
4 GR Letting office space, in the long run, analysed information because everyone can 
1,3 yields higher returns than outright have access to the same information. 
sales. However, not everyone have the same 
experience. 
No of Qualifiers - QL 
I GR The maintainance cost of the building is very 
2 high. 
2 GR Most of them are short - term rent. 
6 
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of Grounds - GR No of Key Claim - KC, Sub Claim - SC 
KC Company experienced 15% drop in I KC Decided to cut down advertisement budget on 
its revenue. 'billboard' for the year 19 97. 
2 KC Company needs to trim its operation 
cost. 
3 KC Billboard advertisement does not 
effectively help improve sales 
volume. 
4 KC The cost of advertisement has been 
on the rise during the past two to 
three years. 
5 KC Company plans to increase sales 
volume through other means of 
promotion rather than advertisemenL 
6 KC Property business has been on the 
declining stage for two years. 
7 KC Sales volumeladvertisement cost ratio 
was low and declining. 
No of Warrant - WT No of Backing - BK 
I GR Advertisement cost represents major I Good decision making should combinedwith 
2,3 proportion of the total operating cost. both good information analysis and gooq, gut 
2 GR According to the statistic survey, feeling. 
2,4 customers learn least about the 2 Gut feeling combineswith many unexplained 
3 GR project through the billboard factors. It is a good indicator to confirm the 
3 advertising. choice one has decided. 
4 GR According to the statistic survey, 3 Ms heuristic is 'get rid of the bad one 
5 customers learn more about the sales immediately before it effects the others'. 
project through television No of Qualifiers - QL 
advertising and by word of mouths. I GR The cost for 'printed ads' is the cheapest 
5 GR The company is planing to give the 4 media and has been more or less stable for the 
5 commission fees to those Nvho could past 3 years. 
introduce any customer to the 2 WT Ile demand for real estate still exists despite 
company. 6 lower purchasing power. 
6 GR Bad economic in general which leads 
1,6 to low purchasing power. 
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of Grounds - GR No of Key Claim - KC, Sub Claim - SC 
KC The company want to cut down the I KC Decided to introduce the early retirement 
production cost. scheme for the company staff. 
2 KC Preparation for reengineering 
programme in the near future. 
3 KC Most of major jobs have been 
replaced by machine. 
4 KC The company's new objective is to 
gain higher efficiency in production. 
5 KC The company had many problem with 
personal management. 
6 KC Involuntarily retirement is against 
labour law. 
No of Warrant - WT No of Backing - BK 
I GR 'Me machine works more efficient I He considers himself as a rational person. 
3,4 than human workforce. 2 He is not a risk taker. 
2 GR Fewer employees are easy to manage 3 He said when he is in doubt about the 
3,5 and control. decision, he will search for the advise from the 
3 GR Machine is less costly compare to wise man or those who has long experience 
1,2 human labour cost in the Iona rum and successful in the business. 
4 GR Early retirement scheme is the easiest 
6 way to reduce human workforce with 
less problem. 
5 GR Reducing numbers of workforces is 
2 the major step to reengineer 
organisation structure. 
No of Qualifiers - QL 
I GR Reengineering programme is a troublesome 
2 and lengthy process. 
2 WT Number of workers Nvill not be greatly reduce 
5 if few are NNilling, to join the programme. 
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No of Grounds - GR No of Key Claim - KC, Sub Claim - SC 
I KC Growing numbers of airlines I KC TG agrees to code share its flight with SAA. 
passengers of more than 10% per 
armun-L 
2 KC TG already has plan to expand flights 
to cover all continents. 
3 KC Stronger business relationship 
between Thailand and South Africa, 
after the UN sanction has been lifted. 
4 KC Approach by SAA as it wants to join 
hand with TG. 
5 KC TG currently does not serve Africa 
destinations. 
6 KC TG is a dominant airlines within the 
Southeast Asia region, so is South 
African Airways (SAA) in their 
African region. 
7 KC TG has to catch up with the growing 
demand for international flight or else 
it would loose its share in the world 
market. 
No of Warrant - WT No of Backing - BK 
I GR It is common that airlines around the I He considers experience as the most impqrtant 
2 globe are searching for strategic tactic he needs when doing business. -' 
alliance, i. e. they join hand with their He said the best way to reduce business risk is 
counterparts in other countries, as 2 to do joint venture. 
part of their survival strategy into the He considers himself as a risk taker. 
next millenniunt. 3 
2 GR Recent political and economic 
3 relationship between the two 
countries has enabled TG to easily 
contact and/or commit itself with 
SAA more than it used to be. 
3 GR TG and SAA share the very same 
6 idea about strategic alliance strategy. 
4 GR Both TG and SAA have mutual No of Qualifiers - QL 
4,6 benefit in strategic alliance strategy. I WR This depends on the flight frequency and how 
5 GR TG would be able to expand its 5 %vell the airline could serve the customers. 
6,2 'network to cove African destinations 2 KC The plan, %Nill be stopped if the government 
through tic with SAA and vice versus would not allow TG to pursue as plan. 
for SAA in Southeast Asian region. 
6 GR Sales volume of TG, %vould increase. 
1,7 
7 GR Cost minimisation achieved by 
5 utilising SAA facilities. 
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: Subject 13 1 Topic: Fro nA imp 
Grounds - GR No of 
Price for raw material rose. I KC 
Profit margin is slim, loss for some 
certain shipments. 
The Thai frozen shrimps products are 
not anymore competitive as compared 
from products from other sources 
such as Indonesia. 
Shrinking major export market, i. e. 
European Union, due to the cut in 
GSP for frozen shrimp. 
EU also imposed higher import taxes 
for frozen shrimps. 
Declining supply of raw material, i. e. 
fresh tiger shrimp. 
Company was directly hit by the GSP 
cut. 
Rising labour cost. 
Sales volume dropped significantly 
by almost 40% as EU is the main 
market for the Thai export of frozen 
shrimps, company's main product. 
Date: 3/97 
roduction ceased I Page 13 of 40 
Key Claim - KC, Sub Claim - SC 
Decided to shut doNNn 50% of existing frozen 
shrimp production line. 
No of Warrant - WT No of Backing - BK 
I GR The cut in GSP for frozen shrimp I He is not a risk taker. 
4,9, products has adverse impact on the 2 His concept is not throwing the good money 
7 Thai exports of such items. after the bad one. If the project starts to show 
2 GR Profit margin also declined as import the bad sign, he, %Nill try to quite as soon as 
1,5 taxes rose. possible. 
3 GR Supply of cultivated shrimps declined 3 Information analysis is the best tool to help 
1,4, as the numbers of farm reduced, price making decision. 
6 of raw material is up. 4 Gut feeling is nothing more than just a pure 
4 GR Labour cost increased sharply, adding guess. He believes that most of the time it 
5,2, more cost to the company. leads to the%NTong decision. 
8 
No I of I Qualifiers - QL II WT I If EU extend GSP for the Thai frozen shrimps, 
2 the company would be able to maintain 
existing market. 
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No of Grounds - GR No of Key Claim - KC, Sub Claim - SC 
I KC The company hadjust bought two I KC Decided to cut down the overtime workin- 
high capacity machine last year. period of all employees. 
2 KC Major customer had cut down 
number of orders almost 50% of the 
usual order. 
3 KC Increase in number of competitors in 
this business. 
4 KC Aims of the company is to cut down 
production cost. 
5 KC Poor financial situation of the 
company. 
6 KC Other competitors are offering lower 
price than the company. 
7 KC Number of new foreign investors 
have been increasing during the past 
5 years. 
No of Warrant - WT No of Backing - BK 
I GR Machines replace human workforce, I Fortune telling is one of the good old trick that 
I therefore, no more additional many successful businessmen use. 
workforce needed on overtime shift. 2 If he has to make decision which involýes 
2 GR The company need to cut down any lump surn of money or any strategic decision, 
4,5, excess cost as much as possible. To he N,, ill always consult the problem with the 
6 cut down overtime is the most fortune teller. 
suitable choice at present 3 He is a risk taker. 
3 GR Ile company is now facing, %vith the 
2,5 financial problem due to decreasing 
in income. 
No of Qualifiers - QL 
4 GR Some competitors had gained the I KC Overtime payment is only a part of the whole 
6 competitive advantage by engaging in C, 0 production cost. joint venture with each other or with 
other foreign company. 
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No of Grounds - GR No of Key Claim - KC, Sub Claim - SC 
I KC Market niche. I KC Decided to launch 'coloured cement' as a new 
2 KC Colour cement available in the market product. 
at the moment are solely imported. 
According to the survey, the number 
3 KC of demand on the product is 
increasing. 
The company's objective is to gain 
4 KC more market share in this business. 
Coloured cement yield more profit 
5 KC margin than normal type cement. 
The product has many advantages i. e. 
6 KC convenience and has good quality. 
No of Warrant - WT No of Backing - BK 
I GR The company has the biggest market I He does not believe that experience can be 
1,4 share and good reputation in the much help in doing business. He said each 
cement business. It needs to be the business case is different, therefore, one , -, first to launch new product. cannot use experience as a guideline tO'&cide 
2 GR T*he price is cheaper than the the new case. 
2 competitors Who are importing the 2 Good planning, logical thought and good 
product from abroad. analysis is the three main keys to success. 
3 GR The company has long established in 
3,4 this business. Brand loyalty among 
customers is high and they would 
likely to continue using company's 
new product. 
No of Qualifiers - QL 
I GR Sales volume of normal type cement is far 
5 more than the normal one's. 
2 WT There is always be a great risk of being the 
I first. 
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I KC Company's profit has been declining I KC Decided to increase staff salary only by 5% 
since last year. which is below the industry average. 
2 KC The company's bad performance. 
3 KC Poor industry environment. 
4 KC The company's aim is to cut doNwi 
the production cost by 20%. 
5 KC ne company is planing to reorganise 
the company's structure. 
6 KC Sales of the company has been 
declining since last year. 
No of Warrant - WT No of Backing - BK 
I GR The company is trying to force those I He said whatever came up to your mind first is 
5 who has low performance to resign always the best solution. 
and promote those who has 2 He always sticks to What came up first to his 
outstanding performance. mind as a solution for the problem. 
2 GR According to this poor economic When making the strategic decision, he. does 
3 situation, it is very hard to increase not like to include other during the decision 
the sales. The best way to service n making process because it will only confuse 
the business is to cut the cost and him. He said if it is under his responsibility, it 
expenses. is better come from his idea. 
3 GR According to the public's figures, 
1,2 other 
competitors are doing better in the No of Qualifiers - QL 
market. I KC Dispute with the labour union may arise. 
4 GR Labour cost takes almost 50% of the 2 WT Despite poor remuneration, sub-qualified 
4 production cost. I workers may decided not to leave the 
5 GR The company has to cut down the company. 
4 cost and expenses. 
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No of Grounds - GR No of 
I Key Claim - KC, Sub Claim - 
SC 
I KCI Lending is company core business. KCI Setting up small provincial lending units in 3 
2 SCI Interest income accounts for almost keys provinces in the North, the East and the 
half of company's income. South. 
3 SCI Economy is sluggish. SCI Expand lending portfolio in the following 
4 SCI Budget set to expand lending areas in particular i. e. high value added 
portfolio to reach 60 billion baht manufacturing industry and automobile 
from the prior 45 billion baht figure. business. In the meantime, try to reduce 
5 M Basic requirement by the board is to portfolio in low key industries such as food 
"screen' 'customers' creditworthy so processing and labour-intensive industries. 
as to minin-lise numbers of non- 
performing loans or bad debt. 
6 KCI Most customers concentrated NNithin 
Bangkok area. 
No of Warrant - WT No of Backing - BK 
I GRI, Have to expand lending portfolio so I One of his concept is -' First risk, First rich'. 
2,4 as to boost company assets size. In 2 Everybody must take risk in business, 
turn, company's size will increase, especially in finance business where 
budget accomplished. everything changes in the matter of second. 
2 GR6 Expanding lending size will have to 3 He believes that experience help peopIp nof 
include lending portfolio more from making the same irdstake as bad as the first 
the regions other than Bangkok. time. 
3 GR3, Economy is sluggish, extremely 4 He is a risk- taker. 
5 insecure to lend to doubtful potential 5 He uses words of mouth and verbal 
customers as the loan may be default. information more than the , NTitten analysis 
Bad loans would defimitely effects information- 
4 GR5 company perforniance. 
5 GR Must try to seIect/screen good No of Qualifiers - QL 
5 quality customers such as ones in I SCI Review the budget plan again once the labour- 
uprising industries. intensive industries shows sign of picking up. 
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Coder: KK Codin 
Subject 18 1 Topic bent rej 
Grounds - GR No of 
Current sluggish economy, i. e. KC 
uptrend interest rate, %veak currency, 
etc. 
Sluggish economy is predicted to be 
prevailed for at least two to three 
years. 
Default risks occurred previously. 
Imperfect debenture secondary 
market. 
Fierce competition amongst market 
players. 
Gain from trading debenture reduced 
and start to accumulate loss. 
Warrant - WT No of 
Debenture trading Nvas tarnished by I 
current sluggish economy. 
2 
Uptrend interest rate adversely 3 
effected current debenture portfolio in 
which it Nvould devalue debenture in 
hand. 4 
Price of debentures on hand Nvould 5 
fall and would incur loss. 
Loss means bad performance and 
would reduce incentive such as bonus 
and management perks. C, 
Date: 3/97 
--FPage 18 of 40 ortfolio decision 
T-Key Claim - KC, Sub Claim - SC 
Reduce debenture trading portfolio do, %Nm to I 
billion baht. 
Backing - BK 
Everything in business is risky. To ruinimise 
the risk is by using the analysis information- 
He said 'Better be late than sorry'. 
He always watch very closely on his 
competitors' movement. This, %vayhevillnot 
fall behind the markeL 
He is not a risk taker. 
He might considers copying COmpetitofs' 
strategies if it is proved to be very successful. 
No of I Qualifiers - QL I KC I Company Nvould invest more in debenture 
trading portfolio when economy starts to pick 0 
up and shows good sigh for investment. 
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No of Grounds - GR No of Key Claim - KC, Sub Claim - SC 
I KC 'Me company is in need for many I Decided to set up the company's engineer 
engineers. training center. 
2 KC 'Mere is a great demand for engineers 
in this business. 
3 KC The company wants to give special 
training for young graduate engineer. 
4 KC Company's policy is to employ 
qualified engineer as many as 
possible. 
5 KC ffigh competitive market. The 
company needs to find method to 
gain competitive edge. 
No of Warrant - WT No of Backing - BK 
I GR Lacking for qualified engineer is a I The best way to generate good business idea is 
1,2 major problem for Us business. through group discussion. 
2 GR Most of young graduate engineer 2 Good information will help making the right 
3 normally wanted to work only for I decision. 
or 2 years before leaving for further 3 'To gain loyalty from employee you need to 
education. raise them Nvhen they are young'. 
3 GR Those who receive the company's 4 'Big investment long time plan, life Iong 
3 scholarshil)will be obligated to come profit'. 
back and Nvork for the company. 
4 GR Engineer is one of the most important 
5 key part of this business. To set up 
the training center will give the 
company a better chance 
than other competitors in selecting No of Qualifiers - QL 
the best engineer. I KC Trained personnel may leave soon after or 
5 GR 'Me technical process of the company even before the contact ends. 
4 requires certain specific knowledge. 2 WT Corporate loyalty among workforce is low. 
6 GR To provide the education for young 6 
6 engineer is the best way to gain 
respect and recognition for the 
company. 
7 GR Most of the young graduated engineer 
3 want to have further education and 
majority of them require scholarslfip. 
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No of Grounds - GR No of Key Claim - KC, Sub Claim - SC 
I KC The company has been very I KC Decided to expand the service to include area 
successful with the starting project in the provinces. 
two years ago. 
2 KC The objective of the company is to 
become the biggest 
telecommunication company in Asia. 
3 KC The companywas successfully bid 
another 2 million numbers last month. 
Ile company needs to utilize the fix 
4 KC cost. 
Large market potential in provinces. 
5 KC Low competition. 
6 KC Telecom Asia is currently the largest 
7 KC telecommunication company in 
Thailand. 
This business has just recently been 
8 KC privatized, therefore, only few players 
in the market at present. 
The ratio of telephone line and 
9 KC number of household in province is 
1: 100. 
No of Warrant - WT No of Backing - BK 
I GR According to the economics of scale I He is a risk taker. 
1,2 theory, the investment cost of this He will not take risk, %ith out good 
business is extremely high, the more information in hand. 
2 GR service provided, the less cost 2 The best way to be success in business is try to 
3 became. be the first in everything. He said the first 
3 GR The present covered area is not large always enjoys the sweetest part of everything. 
6 enough to generate company's 3 The later one comes, the less sweetness you 
expected income. can taste. 
5 GR Other companies only managed to No of Qualifiers - QL 
4,7 covered some area in BKV- They are I GR Lack of infra structure for telecommunication, 
still unable to expand their market to 6 couple with low purchasing poNver in a 0 
provinces. provinces limited company's expansion to the 
area. 
Coder: KK Coding Date: 3/97 
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No of Grounds - GR No of Key Claim - KC, Sub Claim - SC 
I KC The company is expanding beyond I Decided to establish new VP to be responsible 
local market. for marketing in the SEA region. 
2 KC Ile company needs management 
structural reorganisation. 
3 KC Marketing in Indochina is 
unprecedented. 
4 KC The company is planing to set up new 
international marketing unit 
No of Warrant - WT No of Backing - BK 
I GR Currently, there is no management I Time is very important thing one needs to 
2,3 figure Who has full responsibility and make decision. 
authority for the regional market. 2 He does not like to make decision in a ýurrý 
2 GR Ile company is spreading its, %ving to because he will not have cnough timeto 
I cover Indochina market- analyze the information. 
3 GR Ile project requires professional who 3 He does not like to take risk. 
3,4 specialises in Indochina market. 4 He requires time and complete information 
4 GR Newly established international before he makes any decision. 
3,4 marketing unit needs specific 5 He thinks heuristics can only be used where no 
attention and aggressive marketing money is involved. 
strategy. 
No of Qualifiers - QL 
I GR Uncertainties in the newly established market. 
3 
Coder: KK Coding Date: 3/97 
Docume t : Subject 22 1 Topic :J int venture with Japanese Page 22 of 40 
No I of Grounds - GR No of Key Claim - KC, Sub Claim - SC 
I KC 71be objective of the company is to I KC Decided to joint venture výith Japanese 
become Asia's leading electrical electrical appliances producer. 
appliance producer. 
2 KC Unable to excess to high technology. 
The company needs to increase its 
competitive edge. 
3 KC The company %vants to expand sell 
volume and market base. 
4 KC The company has limited capital. 
5 KC Ile Japanese company is among one 
of the most reputable electrical 
appliances producer in the world. 
6 KC Japanese counterpart has strong 
international distribution network. 
No of Warrant - WT No of Backing - BK 
I GR Company cannot compete xvith others I 'Information is poNver' 
1,3, in a competitive market without 2 He Nvill not make any decision at all Nvithout 
5,6 joining force with international good analysis information. 
2 GR leading producer. 3 Joint venture is the best, the quickest and 
2,4 Capital injection from the Japanese safest -, N-ay to become big in the market. 
company help decrease financial 
burden of the company. 
3 GR Technolo- and know - how from Vy 4 Japanese company could lift company 
production standard- 
4 GR The company could learn effective 
2 
-working system from Japanese fmn. No of Qualifiers - QL 
I WT Local unsHled labour could not be able to 
4,5 receive high technology transfer. 
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I KC Productivity amongst labour force has I Decided to introduce new payroll system - pay 
fallen. per performance - instead of daily paid in 
2 KC Daily pay system is inappropriate for order to improve productivity. 
the existing production. 
3 KC Labour cost is rising. 
4 KC Company needs to tighten its grip on 
labour. 
5 KC Output per production unit declined, 
numbers of production defects 
increase. 
No of Warrant - WT No of Backing - BK 
I GR According to the research, Pay per I Academic knowledge is the most important 
I performance increase productivity. tool to any success. 
Daily pay system provides no 2 Every decision he takes must be able to 
2 GR incentive for workers to become explained in a rational form. 
2,5 productive and/or work more 3 He said there must be reason for everything. 
efficiently as they get paid equally To know something is to be able to explain it 
regardless of how much Nvork they clearly. To know your business is to be able to 
do. explain about your decision or your business 
3 GR Company is to avoid rising labour process. If you can not explain your decision, 
3 cost by allocating existing labour then you do not know your business. If yqu do 
expense unequally to the workers not know your business, then'you. have'n6 
according to their performance. chance to success. 
4 GR Several demand from labour union 
4 recently emerged were unacceptable 
by the management 
management needs to show sign of 
toughness to them by introducing 
new NN-ay of work pay which everyone 
has to follow. 
No of Qualifiers - QL 
I KC, Performance measurement is subjective. 
GR 
5 
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I KC SUE plan to expand its production KC SUE has decided to build its new major 
capacity due to the increasing electrical appliances plant in Laem Chabang 
demand. Industrial Estate, Chonburi province. 
2 KC Current major SUE manufacturing 
plant for electrical appliances is 
located in Ladkrabang Industrial 
estate, Bangkok. 
3 KC SUE also has another medium size 
production plant in Bangkok's 
Sukumvit are& 
4 KC Extremely high cost of land in 
Bangkok area. 
5 KC Unskilled labour force in Bangkok 
puerperal area is scares. 
6 KC Government has tried hard to 
promote employment and 
development in the provinces. 
7 KC Abundant supply of cheap labour 
force in the designated area. 
8 KC SUE is happy with the cost of land 
and facilities provided. 
9 KC Land is costly, labour scares in 
Bangkok. 
10 KC SUE plans to build up its own new 
major production plant to increase its 
capacity. 
No of Warrant - WT No of Backing - BK 
I GR The government through BOT has I Past experience is useful if use it together with 
6 offered several privileges to the analysis information. 
production companies NNI-dch are 2 He will take risk if the chance to success is 
willing to locate their base on specific 70: 30. 
provinces, designated by the 3 He will take some concept of the competitors 
authorities. and implement these to suit with his problem. 
2 GR Company has decided that its new However, he -, vill not copy them exactly. 
1,2, major plant is to be located outside 
3 Bangkok as there are already two of 
them in the area. No of Qualifiers - QL 
3 GR SUE would be able to gain several I GR The two plants in Bangkok are more likely to 
6,7 benefits, i. e. grace period for 2,3 be closed down if the new plant in Lacm 
corporate tay, import tax exemption, Chabang does Nvell. It is very costly for the 
if build major plant in designated company to run 3 separate plants. 
area. 
4 GR SUE has no worry about labour 
4,5, shortage and would be able to 
8,9 minimise cost of construction as land 
is less costly, if build major plant in 
designated area. 
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I KC Large market for the electronic I KC Decide to start the investment in Philippine. 
p, oducts in Philippine. 
2 KC The company's objective is to 
become the leading electronic 
producer in Asia- 
3 KC Cheaper labour cost in Philippine 
than in Thailand. 
4 KC Philippine uses English as their 
business language. 
5 KC Philippine's economic is starting to 
pick up. 
6 KC Philippine's government is 
encouraging for any foreign 
investment i. e. taxes. 
No of Warrant - WT No of Backing - BK 
I GR Philippine still lacks of high I Information is the most important thinj to gain 
I technology products and the know - competitive edge. The more information you 
how. have, the more advantage you gain from your 
2 GR DTM has been in computer business competitors. 
2 for more than 2 decades. It 2 Expert advise and experience are also very 
specializes in computer planing and important to help one make the right decision. 
system. 3 Gut feeling and heuristic -%vill only be useful 
3 GR Electronic industry requires massive for small decision i. e. non strategic decision. 
3 number of workers. 
4 GR Less communication problem 
4 between management team and 
workers. 
5 GR 'Me company is trying to keep the No of Qualifiers - QL 
2 low production cost in order to have I GR DTM may face direct challenge from several 
lower price than competitors. 6 international investors. 
6 GR Philippine is less risky for the 2 KC gement and control 
from Centralised manag 
5 investment than other countries in Tbailand - based host company may weaken. 
SEA. 
7 GR The company could enjoy some 
6 privilege from government 
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I KC Management view that the rise of KC Decide to set up computer chips/disk drive 
labour-intensive industries in production plant in Thailand for export 
Thailand Nvill decline in the next few purpose only. 
years. 
2 KC Government policy to promote export 
and high value-added industry. 
3 KC High-technology industry such as IC, 
disk drive production is totally new in 
Thailand. 
4 KC Tremendous and ever increasing 
world demand for computer IC and 
disk drive. 
No of Warrant - WT No of Backing - BK 
I GR Strong relationship between I He always use systematic approach in decision 
4 company's top management and their making process if the time is available. 
counterparts in the world's leading He will only use intuition and gut feeling in 
computer cbips/IC compardes. 2 the case where he has experience before. 
2 GR New industry means the company is He is not a risk taker. Most of his decisions 
3 the first who enter the market and 3 must be supported with the figure analysis. 
would enjoy lots of benefits from 
being the first. 
3 GR Support from the government alloNv 
2 the company to relax on tax issue and 
gain several investment incentive. 
4 Has strong ties with banks and 
finance companies. No of Qualifiers - QL 
5 GR No worry on demand side as products I Being the first is also very risky. 
4 are needed due to the world's 2 It will take some time before the company can 
explosive demand growth for take over some of the major competitors' 
computers, sales volume would market channel. For example, Japanese 
flourish. company Nvho has long establish business and 
6 GR Labour cost is increasing relatively to more advance technology than the company. 
I the neighbour countries such as 
Indonesia, China, India, etc. 
No of Grounds - GR No of Key Claim - KC, Sub Claim - SC 
I KC Bangchak's main business is reTmery. I Decided not to manage the retail outlet by the 
'Me company's retail outlet business company but license them out instead. 
2 KC does not give satisfactory return to 
the company. 
Higher management and operation 
3 KC cost for own doing than license them 
out. 
The company's trying to cut down 
4 KC any possible cost. 
The company's aim is to increase 
5 KC refinery's capacity and expand its 
business for 30% of the existing 
business. 
The company wants to increase sales 
6 KC without increasing more cost. 
Bangehak specialises in refinery, not 
7 KC the retail outlet 
No of Warrant - WT No of Backing - BK 
I GR Bangchak specialises in refinery, not I His key to success in business is 'Just do what 
1,2 the retail outlet. you know best'. 
2 GR To concentrate on one main business 2 Good business plan and logistic thinking are 
5 will help the performance of the like the head light of the car. It helps one 
company. The company can utilise travel without accident and to see the road 
its fund to invest and expand in one more clearly. 
business. 3 He does not lik-eto take risk Howeverhqmill 
3 GR To concentrate all company's fund in take risk only if the chance to success ii 90%. 
4 one main business will help reduce 
cost. The reason being is that less 
loan -, Nill be required from the bank 
and less interest Avill be needed to 
pay out. No of Qualifiers - QL 
4 GR Those who got the license of retail I KC Level of control over operation in retail outlet 
6 outlet from the company have decreases. 
obligation to buy only Bangchak's 
product. 
5 GR Bangchak's retail outlet is a large 
2,3 operation. Every procedure must be 
on the same standard. In order to 
keep all retail outlets as one unique 
standard, the process Nvill require a 
large investment However, it is 
much cheaper to let each retail outlet 
operate its business by each retail 
outlet licensed owner. 
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I KC Demand for cars have been increasing I KC Decided to joint venture with Mercedes Benz 
at the rate of 10% per annum. (Gern-lany) to set up garage network, operating 
Thailand is one of the biggest markets on parts and services. 
2 KC for Mercedes Benz in Asia. 
There are not many garage 
3 KC specialised on Mercedes Benz in 
Thailand. 
Lack of professional technicians and 
4 KC technical know - how. 
Very high demand on professional 
5 KC service from customer. 
Low competition in services market. 
6 KC Company already has relatively wide 
7 KC local service network. 
At present, customers have no choice 
8 KC but to use sub-standard local garage. 
No of Warrant - WT No of Backing - BK 
I GR Demand for auto parts and services I Joint venture is the quickest way to help small 
1,2, increase as demand for cars increases. to medimn business to become more po. %Nerftd 
5 Tojoin force withMercedes Benz in the business. 
2 GR would help expand company network 2 He is not a risk taker. 
2,6, coverage and strengthen comapany's 3 He relies very much on information and 
7 competitive edge. figures analysis. 
Company would be able to access 
3 GR with standard technical know-how 
4 and equipment provided by foreign 
partner. 
At present, customers have no choice 
4 GR 
3 but to use sub-standard local garage. No of Qualifiers - QL 
I BK Joint venture is costly - demand huge 
I investment and Iona term commitment. 
2 GR The price of the professional service NNill be 
4 higher than the sub - standard local garage. 
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I KC Thailand is the regional hub for KC Volvo has joined hand Nvith Thai company in a 
automobile manufacturing and has form ofjoint venture to set up car assembly 
one of the highest demand for plant in Thailand. 
automobile in Asia. 
2 KC Local demand for automobile is 
increasing and export potential into 
the Southeast Asia region market is 
bright 
3 KC Numbers of Japanese car producers 
have already had long, deep 
establishment in the Thai market. 
4 KC Several European car producers have 
recently engaged in the Thai market 
by setting up their own branch, 
network and production base. 
5 KC Volvo has no production base in 
Thailand. 
6 KC Volvo's management seeks for 
expansion in Thailand. 
No of Warrant - WT No of Backing - BK 
I GR Competitors both from Japan and I He considers himself as an intuition person. 
1,4 Europe have forced Volvo to counter 2 He al%,. uys uses past experience to help ýim, 
act so as to gain share in the rapidly making decision. 
growing market. 3 He said his business vision came from his past 
2 GR Company own production in the Thai experience and his intuition. 
2 market is a comer stone for its future 
expansion. 
3 GR Volvo needs in depth cooperation 
6 -%vith Thai counterparts to eliminate is 
drawback on the lack of market 
information and connections. 
4 GR Volvo has to join handvith the Thai 
5,7 company who specialize in the No of Qualifiers - QL 
automobile market. I GR Thailand's major current problem is traffic 
5 GR Volvo prefers joint venture I disaster. The company Nvill face vvith a 
3 relationship Nvith the Thai counterpart disaster if the government decide to reduce 
as it is a long term relationship automobile production limitation or incur in 
commitment automobile's tax 
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I KC Numbers of hospital have increased KC BGH has decided to set up Lung Disease 
significantly during the past 5 years. centre. 
2 KC BGH has numbers of specialist 
especially lung related disease 
doctors. 
3 KC Not a single hospital has special 
centre for lung disease. 
4 KC Statistic from the National Health 
Department shows that 20% of the 
population in Thailand have lung 
problem. 
5 KC The number of patientswho have 
lung disease are increasing at the rate 
of 30% a year. However, number of 
treatment centre is very small. 
No of Warrant - WT No of Backing - BK 
I GR BGH has to differentiate itself from I His concept is that 'People Nvill spend their last 
1,4 the others in order to survive dime to save their life'. He said the different 
competition. bet%veen Health Care business and other 
2 GR Given BGH expertise in lung disease, business is that people are N,, illin- to spýrýd to 
2 BGH has to find,, vay to exploit it. heal their illness. 
Management expect that lung disease 2 He thinks past experience is a good thing but 
3 GR centrb, if established as BGH special when it comes to strategic decision, he favors 
3 internal unit, could lure more patients more on logistic thinking and systematic 
to the hospital. analysis. 
Tougher market competition force 
4 GR BGH to maintain, as well as to 
3,5 expand, its share, size and growth. 
No of Qualifiers - QL 
KC 'Me project requires a large supporting capital. 
Without the help from the government, the 
project may not survive. 
WT The statistic shows that 80% of the lung 
4 disease patient is poor and cannot afford the 
treatment. 
GR All the specialist in lung disease require very 
2 high payment. 'Me hospital must be able to 
afford to keep them their. 
Coder: KK Coding Date: 3/97 
Docume t : Subject 31 1 Topic : Decision to se t up the hospital Page 31 of 40 
No of Grounds - GR No of Key Claim - KC, Sub Claim - SC 
I KC Ramkamheng district had no private I KC Decided to open up this hospital in 
hospital in the area at that time. Ramkamheng area eight years ago. 
2 KC 'Me area was quite a distance to the 
public health services. 
3 KC A great support from the government 
for health care plan. 
4 KC High demand on health care services. 
5 KC No competition in the area. 
6 KC Ramkamheng district was a new 
development urban area. 
7 KC Land cost was low. 
No of Warrant - WT No of Backing - BK 
I GR Business potential growth Nvas high. I Good business vision and confidence are the 
1,4, Good investment opportunity. two keys to success of his business. 
5,6 2 Information is important but it is not 
2 GR Ilie area had been increasingly everything in running the business. Hd s- aid 
1,4 urbanised, hence, creating demand for too much information can mislead any good 
health care services. decision. 
3 GR Bad reputation and services of public 3 He will take risk if the chance to success is 
2,4 health care services. over 50%. 
4 GR Privilege and incentives such as tax 4 He does not like to make quick decision. He 
3 break period and low import tariff for needs time to consider all the important 
medical equipment from the factors before deciding it. In case time or 
government had helped the hospital information is not available, he vvill take risk if 
to establish smoothly. the chance to success is over 50%. 
5 GR Groups of closed medical doctors and 
6 associates were willing to share 
stakes in the new investment 
No of Qualifiers - QL 
I WT Public health care service still gains popularity 
3 among people with low income which 0 
comprise large majority in the area. 
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I KC Increasing demand of health care I KC Decided to open up the second branch in 
services in BKY- Bangkok. 
2 KC 'Me traffic in BKK is the major 
problem for Bangkokian to travel 
long distance within city area. 
3 KC Many new special medical projects of 
the hospital are to be opened. . 4 KC Increasing number of people using 
private health care service rather than 
5 KC public health care service in BKY- 
No of Warrant - WT No of Backing - BK 
I GR People tend to go to the nearby I He thinks logistic thinking is not a bad thing 
1,2 hospital rather than the relatively but it is not a very good reliable source for the 
further ones. decision making. 
2 GR Increasing coverage, i. e. hospital built 2 He believes that past experience is a good, tip 
3,4 in the new area could tab new target to help making good decision. 
customers and help increase numbers 3 He is a risk taker. 
of patient receiving Banirungrat 4 Fortune telling is another good advise to take 
services. when doing business. It is the prediction 
3 GR New hospital could serve as the best which base on reasonable ground. 
3,4 location for any future special 
medical centres. 
4 GR New hospital could enjoy shared 
6 resources with the existence one, i. e. 
on supply of medicine and No of Qualifiers - QL 
equipments. I WT Medical services cost of the private hospital is 
5 GR The service of the private hospital is 2,5 much higher than the public ones. According 
5 proved and believed to be more to the public figures, only 35% of the urban 
efficient than the public hospital. inhabitants could easily afford private hospital. 
The existence capacity of hospital is 
insufficient for the demand. 
Banuungrat hospital gains benefit 
from the economics of scale by 
setting up another hospital. 
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I KC Tougher market condition. KC Decide to reduce number of Nvorkforce by 40% 
2 KC Labour cost rising. and repeated v6ith automated machine Nvithin 2 
3 KC Labour shortage looks set to happens. years. 
Human Nvorkforce is not productive 
nor efficient. 
4 KC Labour union is relatively strong and 
powerful. 
5 KC Management seeks the Nvay to cut 
cost of production and, in the 
meantime, increase productivity. 
6 KC Greater demand and fierce 
competitors in this market than 
before. 
No of Warrant - WT No of Backing - BK 
I GR Company needs to be competitive in I He prefers to -%vait for long term profit rather 
I term of production due to tougher than rushin- for the short term one. 
competition. 2 If he has time to search for information, he 
2 GR It has been proved by research that NviII do systematic approach for his decision 
4 automatic machine Nvorks more making process. He said it gives him more 
efficient than labour force. confidence in his choice. 
3 GR Replacement of labour force by the 3 Without past experience, the decision Making 
2,3, machine is considered to be the best pr9cess is not completed. 
4,6 choice. 
4 GR Procurement of automatic machine 
5 prove to be less costly in the long 
term. 
No -of Qualifiers - QL 
I GR Short-term cost of labour is far economical 
5 than to procure automatic machine. 
2 KC High capital is needed to be invest in the 
machine. 
3 GR Maintaining cost of the machine and the 
5 know-how are very high. 
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I KC New giant global consumer product KC Counter attack competitor's introduction of 
company has just joined the market new shampoo product by launching own 
2 KC Competitor has strong determination product. 
to capture the maiket 
3 KC Brand new type of shampoo (2 in 1) 
has recently been launch by arch 
rival. 
4 KC The company does not 2 in I 
shampoo product in hand. 
5 KC Drop in sales of own shampoo 
product. 
6 KC Ahnost all major competitors of SPC 
have launched the 2 in I shampoo in 
the market. 
No of Warrant - WT No of Backing - BK 
I GR Competitor coming into the market I It is much safer to be the follower than the 
1,2 clearly poses threat to company. explorer. 
2 GR Sales significantly drop and market 2 The best way to be successful is to learn from 
3,5 share would have lost, so have to try other people's n-tistake and not repeating them. 
hard to recoup the situation. He does not believe in intuition nor gut. 
3 GR Before the launch of other 3 feeling. 
5 companies' 2 in I shampoo, SPC had He a1xvays use systematic approach when 
a big market share for the normal 4 making any decision. 
shampoo type. 
4 GR Thai people's life style have changed 
6 to more convenient things. Their life 
style have became more aggressive 
and rushing for both men and 
women. No of Qualifiers - QL 
5 GR Consumer behaviour looks set to I GR If the price of new 2 in I shampoo is not 
2,3 accept new product (from research 6 higher than others major competitors. 
data). 2 KC If the quality of the company's product 2 in I 
is not as good as a separate bottle, the sell will 
not be succeed. 
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I KC There is not many alcohol-free drinks I KC Decided to import alcohol-free beer from 
in the Thai market at present Germany for sell. 
2 KC Low import taxes on non-alcohol 
beverages. 
3 KC Big potential market. 
4 KC Company wants to increase product 
varieties. 
No of Warrant - WT No of Backing - BK 
I GR Thai people become more concern on I He trusts his own judgment and gut feelin a 
4 their health. more than public information. 
2 GR Non-alcohol beverages is popular at 2 He likes taking risk. He said there is no such a 
3,4 present. thing as a certainty in business. To be 
3 GR According to market survey, successful in business one needs to take risk 
3,4 customers willing to accept new all the time. 
products. 3 The more risk you take, the more gain you can 
4 GR Demand for alcohol -free beer from be expected. 
3 restaurants, hotels and individual 
customers has been increasing 
rapidly, according to market survey. 
5 GR At the moment, the company only 
5 covers on the soft drink market. 
6 GR Germany's beer has a very high 
I quality reputation for Thai people. No of Qualifiers - QL 
7 GR The price Nvill be cheaper than other I WT The image of the word 'BEER' could give 
2 alcohol drink. I wrong perception to the health conscious 
8 GR Thai people drinking habit is drinker. 
3 changing. 2 WT Price is not the only factor Which determine 
7 buying habits. 
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I KC Company current production line KC MALEE decided to increase its production to 
include almost twenty kinds of include canned fi-uitjuice products. 
canned fruit products. 
2 KC MALEE has not yet, in the past years, 
diversified its production to include 
several other related production lines. 
Company already has established 
3 KC marketing network for canned fiuit 
products. 
Good profit margin for canned fruit 
4 KC juice. 
MALEE is one of the biggest fruit 
5 KC products' producer in I hailand. 
No of Warrant - WT No of Backing - BK 
I GR Consumer behaviour has changed for I His concept is that' Customers buy images, if 
3 the fact that consumers become more you have the image, you have the customers'. 
health conscious. 2 Gut feeling, past experience and intuition are 
2 GR Management want to increase product the three important keys to make good 
2 varieties to serve the market as . vell decision. 
as to build brand image for company 3 The advise from the expertise is considered-to 
products. be very important. 
3 GR Canned fiuit juice is the most suitable 4 He considers himself as a risk taker. 
I option for the company because the 5 His intuition is that 'follow the major 
company has specialty on fruit related competitors' concepts, correct any niistake 
production. they made and make it better. 
4 GR MALEE is able to exploit its 
4 marketing nctwork by markting No of Qualifiers - QL 
canned fruitjuice. I KC Production line expansion require quite a large 
5 GR Most of the existing customers also chink of capital for machine procurement. 
3,4 require fiuit juice canned for their Some people regards canned fi-Wt juice as non- 
business. 2 Wr healthy product because it adds artificial taste 
6 GR According to market research and I or smell or colour. 
1,4 survey, there is an increasing demand The price of canned fi7uitjuice costs a little 
for canned fruitjuice. 3 GR higher than other kind of soft drink- 
3 
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I KC The department needs to boost sales KC Decided to import wine from South America 
volume and profit by having varieties and South Africa for local sales. 
of products on sales in hand. 
2 KC Profit margin for wine is high. 
3 KC Consumer behaviour towards wine 
consumption changes. 
4 KC, Fierce competition in the market for 
wine, countless types of wine and 
hundreds of importers. 
5 KC Demand for wine consumption rises 
rapidly during the past three years. 
6 KC Wine from South America and South 
Affica sources is hard to find offering 
in the market 
No of Warrant - WT No of Backing - BK 
I GR The department starts to look for new I The market is big. It is always be enough 
I products for sale Nvhen the sale of the room for everybody. 
existing product shows the declining 2 Systematic approach is the best way to 
sign. minimise risk. However, past experience is 
2 GR Wine is no longer regarded as the useful tactic to help making a better 
3,4, superior goods for only the rich decision. 
7 anymore. 3 'Me higher the money involve in the pr6blem, 
3 GR Importing, %ine and sale locally the longer time on -%vill require to make 
2 would command high profit margin. decision. 
4 GR Have to differentiate ovai product 
5,8 from ones in the market. 
5 GR The objective of the company is to 
I explore into any new outstanding No of Qualifiers - QL 
product in the current market. I GR There is still only a small group of consumer 
-6 GR Urban Thai have increasingly 4, who could afford high pricevine. 
3,5 consumed wine a lot more, according WF 
to research and market survey. 2 
2 GR Urban Thai is regarded as the type of 'brand 
4,5 loyalty consumer'. It may takes some time 
before they can accept any new product. 
3 WR If companywill support the new product's 
5 project as far as it returns with the good profit. 
Once the product shows the sign of declining 
or some other new popular product comes to 
the market, the prior project Nvill be substitute 
with the new product. 
Coder: KK Coding Date: 3/97 
Docume t : Subject 38 1 Topi : Inc easing the price Page 38 of 40 
No of Grounds - GR No of Key Claim - KC, Sub Claim - SC 
I KC Confic's license from Japan has I KC Decided to increase the price of comic book by 
increased dramatically for the past 50%. 
two years. 
2 KC Production cost is very high. 
3 KC The company monopolized this 
comic's brand name in Thailand. 
4 KC Very high demand on this comic 
book's brand name. 
5 KC The need to require more workers and 
new machine. 
6 KC High cost on language translation. 
7 KC The price of labour, paper and ink 
have just increased almost 30%. 
8 KC Yen currency is very strong against 
Thai baht. The license's price is very 
high in Thai baht. 
No of Warrant - WT No of Backing - EK 
1 GR It is predicted that the demand trend I Gut feeling is very important thing in doing 
2,5, will keep increasing for the next 5 good business. 
6 years. 2 'If you feel good about it it niust be a jýýd 
2 GR There are some other con-tic's brand thing to do'. 
I name in the market, however, 3 Experience is What make one differences from 
NMMG has the biggest market share another. To gain advantage in business is to 
in this business. gain more experience than others. 
3 GR According to the survey, the supply 4 He is a risk taker. 
3,4 of Us comic's brand name is not 5 He likes challenge. It is always a good attempt 
enough for the demand in the market for a high return. 
at present. 
4 GR Price elasticity is low. No of Qualifiers - QL 
7 1 WT Exchange rate between Yen and Thai baht 
2 could have been otherwise, cost may alter. 
2 GR There are several other comics' license in the 
3 market. 
Coder: KK Coding Date: 3/97 
Document: Subject 39 1 Topic : Extra section included in daily I Page 39 of 40 
paper 
No of Grounds - GR No of Key Claim - KC, Sub Claim - SC 
I KC Increasing demand for advertisement I Decided to add one more advertising section in 
2 KC Demand for more revenue. a daily nevvspaper. 
3 KC The company is planing to increase 
the price by ISW 
4 KC Keep up with competition. 
5 KC Broaden customer base. 
No of Warrant - WT No of Backing - BK 
I GR Market for telecommunication. I 'Imply but not copy' and ' Adapt but not 
I equipment Niddened, hence, increasing adopt' are his t, %vo main keys to do business. 
demand for promotion through 2 Good business vision and logistic plan is,, ' 
advertisement. always be the keys to success. - 
2 GR Operating cost i. e. labour, paper is 3 He will take risk if he has lots of support from 
2 rising. The company has to increase others in the conurdttee. 
its revenue to balance the increasing 
cost. 
3 GR Give value for money to the readers 
3 following price increased. ' ;; ýtitors have already Someco 
4 GR launched this section. The company 
4 needs to keep up Nvith them or else No of Qualifiers - QL 
it may loose the competitiveness. _ I WF Ile readers may oppose the idea of price 
5 GR Post could lure prospect customers to 3 increase and have no value per money 
5 buy the papers. perception. 
2 WT Cost marginal increase is higher than revenue 
2 marginal increase. 
Coder: KK Coding Date: 3/97 
Document: Subject 40 1 Topic : Set special task force to revive I Page 40 of 40 
borrower financial situation 
No of Grounds - GR No of Key Claim - KC, Sub Claim - SC 
I KC Big corporate borrower is having I KC Decided to send special task force to revive 
difficulties repaying loan to the and restructure borrower firiancial situation. 
company. 
2 KC Borrower has missed more than 6 
times of interest payment obligations. 
3 KC Under loan agreement, Phatra is 
entitle to get involve in borroxver 
operation if it face difficulties 
repaying back loan. 
4 KC Personnel at Phatra are specalised in 
financial restructuring programme. 
No of Warrant - WT No of Backing - BK 
I GR As creditor, Phatra has to ensure that I He said'If business is a communication, then 
2,3, borrow meet its debt obligation on figure analysis is a language'. To be , 4 time. successful in any communication, one needs to 
2 GR Interest payment default which could have good language skill. To be successful in 
1,2 lead to loan defaWt, %vould effect asset business, one needs good figure analysis.., ' 
quality and cash flow of Phatra. 2 Trust no one but your own analýsis. 
3 GR Loan default, if occurs, means Phatra 3 He is not risk taker. 
2,3 will loss lump sum money, adversely 4 He consider himself as a rational person. 
effect Phatra performance. 5 He said every experience is a good business 
4 GR Phatra has to act instantly in order to lesson, however, it is not a good business 
3,4 prevent loan default to occur. pattern that one should copy or follow for the 
5 GR Borrower, if assited by Phatra, would new case. 
3,4 find easier Nuay to get out of the 
trouble. 
No of Qualifiers - QL 
I WT 'Me financial problem of the borrower could 
5 be so severe that solution can not be reached. 
2 GR Phatra may face implicit resistance from the 
3 borrower. 
Appendix: 3 
Instruction 
1. Please read the case and answer the questions at the end. 
2. The researcher is interesting in the answer on how you would take a (lecision, not on 
how you would implement it. 
CASE: All Tennis Company 
All Tennis was the first retail store devoted exclusively to selling tennis equipment and 
clothing to open in a medium-sized Southern city. After the first year, when sales were 
low, the store experienced nine years of rapid growth in sales and profitability. The 
popularity of tennis mushroomed in the city during this period. Then, in 1990, the store's 
sales leveled off and its profits came down. The manager was concerned. He knew that 
two new tennis stores had been started in the past two years. One was Basic Tennis, 
which seemed to appeal primarily on a low-price basis. The other was Tennis Love, which 
emphasized high-fashion clothing and well-known, prestigious brands. Yet the manager 
didn't feel that two more competitors should hurt business that much. The number of 
tennis players had grown substantially, and the manager felt that All Temlis appealed to 
"most everyone who played the game. " As the owner of this store you are very concerned 
about this matter and would like to solve it before opening another store in an_othercitý. 
Questions 
1. Is the information given in the case enough for you to solve the problem? If not, what 
other information would you look for? 
2. Please list down step by step of what you might do before reaching the problem. 
3. How long do you think you would need to solve this problem? (Assume this is your 
real situation) 
4. What is your solution for the problem? Do you have any other alternative in mind for 
this problem? What are they? 
5. Would there be any other people involve in the process of solving this problem? If so, 
who are they? 
6. Did you use any of your past experience or any 'old tricks' to help you solving this 
case at all? If so, what are they? 
7. What aspect of the case which you considered as important to make the decision? 
Did your knowledge of how your competitors or other companies did with their 
business help you in any way to make your decision? 
APPENDIX 4 
Mr. Thonl! chai: Thai Commercial Bank 
I 
Problem 
Mr. Pornchai Kanokviriratana: The C. P Intertrade 
Mr. Wiwat Hammondharov: Paniawattana Plastic Compan 
Mr. Ponguat: S&P Limit 
Mr. Pipat: Thai Farmer Bank 
Mr. Porvaras : 
Problem 
Routine 
Managing Director 
Friend I Analyse problem 
Decision Making 
Customer 
Risk 
gompititive 
High investment 
expenence 
Static 
Infonnation 
Alternative analysis 
Decision MAing 
Market 
Govemment 
Pioneer 
Dynamic 
Amendix 5 
( Subject no. 3 and no. 20 were taken out of the analysis due to the incompIcte questionnaires) 
-------------- --------------- 
M Real estate Ma7rketing 3r I Y N 
. ........... . 
manager 
7 
.............. . .......... . ......... ................................ .... . M Import and General Y N 
Export food manage r 
product 
3 M Produce food Deputy Y N 
drink product managing 
director 
4 M Import and Vice president Y N 
Export food 
stuff 
................. 3- ...... ........... ........... ... ........................ M .................................. .... ...................... . .............. Plastic General ............... ....................... Y ............ .................... N 
manufacturer manager 
6 M Chemical Managing Y N 
company director 
7 M Microsoft Product Y N 
.................. . -------------- .......... ------- -- --------- --- 
smp 
........... .. .................. ... ..................................... ................................ 8 M Plastic Managing Y N 
ufacturer director 
.. F ....... Fashion Deputy .............. .V................. .................... ........... N 
company managing 
director 
................................... ........... 10 M ............. ............ ............... Bangkok .. Managing ...... Y 
Expressway director 
Public 
11 M Automotive Chairman Y N 
ant j: - ............... H ....... .... . ..... M Communication Managing - ------- ...... * ...... ...... ....... Y -------------- -- *"*"*'* "*"**'** .......... N 
consultants Co. director 
..... ............ ................. ............... .... ..................... M 13 ............... . ....... Siam Cement Managing ..................... . .............. Y .............. N 
Industrial Land director 
14 M Construction Managing Y N 
compan y director 
15 M Siam steel President Y N 
s rvice center e 
PLC 
16 M Environmental Executive Vice Y N 
Conservation President 
. 
Co. 
...... ............................... .............. ....................... ......... . ................... .............. ...... ...... ... ? .......................... . ........ M . General . Executive Vice Y N 
Finance & President 
........... ..... ..... ..... * 
Securities Co. 
....... **"**"**-* .... *, -*, * .... *** ....... * .... . .......... ................... .... ....... ...... ....................... ...... ** . 18 : M Steel industries Managing : Y N 
...... 
Co. 
... 
director 
... ....... ..................................... ............................... ................... 19 ...... M Construction Vice President Y N 
Co. 
- --- - -- 20 ----- F Car Product Y N 
manufacturer i manager 
Apjaendix 6 
COGNITIVE STYLE INDEX 
NATýE ............................................................................................. AGE ....................... 
OCCUPATION .................................................................................. SEX ....................... 
People differ in the way they think about problems. Below are 38 statements designed to 
identify your own approach. If you believe that a statement is true about you, answer T. If 
you believe that it isfal; e about you, answer F. If you are uncertain whether it is true or 
false, answer ?. This is not a test of your ability, and there are no fight or wrong answers. 
Simply choose the one response which comes closest to your own opinion. Work 
_quickly, giving your first reaction in each case, and make sure that you respond to every statement. 
Indicate your answer'by completely filling in the appropriate oval opposite the statement: 
like this I not like this 9 or Oý or X 
IT True ? Uncertain F False I 
In my experience, rational thought is the only realistic basis for making 
dccisions. 
2. To solve a problem, I have to study each part of it in dctail. 
3.1 am most effective when my work involves a clear sequence of (asks to 
be performed. 
4.1 have difficulty working with people who 'dive in at the deep end' 
without considering the finer aspects of the problem. 
5.1 am careful to follow rules and regulations at work. 
6.1 avoid taking a course of action if the odds are against its success. 
7.1 am inclined to scan through reports rather than read them in detail. 
8. My understanding of a problem tends to come more from thorough 
analysis than flashes of insight. 
9.1 try to keep to a regular routine in my work. 
10. The kind of work I like best is that which requires a logical, 
step-by-step approach. 
I rarely make 'off the top of the head' decisions. 
12.1 prefer chaotic action to orderly inaction. 
13. Given enough time, I would consider every situation ftom all angles. 
14. To be successful in my work, I find that it is important to avoid hurting 
T? F 
000 
000 
0 00-' 
000 
000 
000 
000 
000 
000 
000 
000 
000 
000 
other people's feelings. 000 
Please turn over and continue 
T ? F 
15. The best way for me to understand a problem is to break it down into 
its constituent parts. 0 0 0 
16. 1 find that to adopt a careful, analytical approach to making decisions 
takes too long. 0 0 0 
17. 1 make most progress when I take calculated risks. 0 0 0 
18. 1 find that it is possiDle to be too organiscd when performing certain 
kinds of task. 0 0 0 
19. 1 always pay attention io detail Worc I reach 21 conclusion. 0 0 0 
20. 1 make many of 'my decisions on the basis of intuition. 0 0 0 
21. My philosophy is that it is better to be safe than risk being sorry. 0 0 0 
22. When making a decision, I take my time and thoroughly consider all 
relevant factors. 0 0 0 
23. 1 get on best with quiet, thoughtful people. 0 0 0 
24. 1 would rather that my life was unpredictable than that it followed 
a regular pattern. 0 0 0 
25. Most people regard me as a logical thinker. 0 0 0 
26. To fully understand the facts I need a good theory. 0 0 0 
27. 1 work best xvith people who are spontaneous. 0 0 0 
28. 1 find detailed, methodical work satisfying. 0 0 0 
29. Myapproach to solving a problem is to focus on one part at a time. 0 0 0 
30. 1 ant constantly on the lookout for new experiences. 0 0 0 
31. In meetings, I have more to say than most. 0 0 0 
32. My 'gul feeling' is just as good a basis for decision making as careful 
analysis. 0 0 0 
33. 1 am the kind of person who casts caution to the wind. 0 0 0 
34. 1 make decisions and get oil with things rather than analyse every 
last detail. 0 0 0 
35, 1 ani alwaYs prepared to takea gamble. 0 0 0 
36. Formal plans are more of a hindrance than a help in my work. 0 0 0 
37. 1 am more at home ivith ideas rather than facts and figures. 0 0 0 
38. 1 find that 'too much analysis results in paralysis'. 0 0 0 
(D C. W. Allinson &I Ilayes 1996. An tights e! m, d.. 
Appendix 7: QUESTIONNAIRES 
1. (Please answer both questions 1.1 and 1.2) 
What % of your decisions effect: - 
1.1 less than 50% of the total employees in the company? 
1.2 more than 50% of the total employees in the company? 
2. (Please answer both questions 2.1 and 2.2) 
What % of your decisions involve: - 
2.1 less than 400,000 balits? 
2.2 more than 400,000 balits? 
3. (please answer both questions 3.1 and 3.2) 
What % of your decisions take: - 
3.1 less thanaweek to decide? 
3.2 longer than a week to decide? 
% 
4. How certain are you of what will happen as a result of your decisions. 
Totally unconfident Totally confident 
1 
.1 
5. This question is about the difference between routine problem and non routine problem. 
Routine problems: Type of problem which you encounter on a regular basis, e. g. Credit Manager 
decide to approve credit line to customers. This decision is routinely made by Credit Manager. 
Non-routine Prohlems: Special problem which does not happen on a regular basis e. g. Credit 
Manager decide to close doivn one of Corporate Lending Department due to poor performance. 
The type of problems at Nvork which I have to make decision are: - 
All routine problems All non-routine problems 
1 
APPENDIX 8 
KK/PT/DW/01 
Name Mr. Weemnart Kanwayawong 
Position Marketing Manager 
Decision Making Process 
Fiscal year plan Find the main problem and study them 
(Quantitative basis) 
I 
Set the objective 
]----Maximize 
profit 
Customer 
I 
Public information 
--ý 
ýSrcli 
Ifor Information 
-Company's market- 
research team 
Marketing risk 
I 
Changing environment- Evaluate the risk and consequence Financial risk 
Objective 
V 
lnfbnuationý[Fýind/Analyse altýemafive. -ýs Past experience 
Infonnation 
Objective- Make deciLsio: n]ýý--Kiiowledge 
KK/PT/DMP/02 
Name Mr. Kamon Angkavichai 
Position General Manager 
Decision Making Process 
Weekly basis 
5 Product managers 
Customer 
Public 
Team discussion Opportunity & Possibility 
of new product 
Infonnation available (internal) 
Gather infonnation I Supplier 
ý-ýEacli 
manager's own search 
Choice/Alternative lay out 
Low risk Possible implementation 
Past experience. - 
Alternative analysis Infonnation 
nK 
Make decision I Past experience 
Idea & Feedback 
Vice president 
KK/PT/DMP/03 
Name Mr. Prasertpom Sugundhavanrig 
Position Deputy Managing Director 
Decision Making Process 
Customer 
Public Data collection / information search 
Research 
organisation 
Ms knowledge 
Past experience -1 Data / information analysis 
I 
Draw the whole market picture 
By himself Identify market niche / marketing gap 
opportunity 
SWOT analysis-] Analyse the. situation] 
I 
Analysed infonnation 
Past experience 
I 
Decision making 
j4 
Approval 
-* MD 
KK/PT/DMP/04 
Name Mr. Pornchai Kanokvilairatana 
Position Vice President 
Decision Making Process 
r 
CEO 
See business potential Problem Past experience 
Instinct 
Public information 
Available information Collect information Expert advise 
(Internal) 
X 
Customer Business colleague 
Instinct ---l Summarize infonnation [- Common sense 
General know Past experience 
Instinct Decision making Common sense 
General knowledg 
Ii -tZlInformation 
Past experience Risk consideration 
KK/PT/DMP/05 
Name Mr. Satit Hemmontharop 
Position General Manager 
Decision Making Process 
1. 
Current situation --1 Problem (With some experience) 
ý---Conipany 
objective 
Academic knowledge- Utilise i onnation 
General knowledaeýý- 
Instinct Decision making 
Past experience 
111. 
Company objective 
AvaiIable informatior 
I Problem (With no experience) I 
Available information 
Common sense 
Knowlcdge 
Current situation 
Gather information 
i 
-" 
Expert advise 
Knowledge v ommon sense 
Analyse information 
I 
I- 
-- FG-encrate 
aIternativel-Risk consideration 
Common sense 
I 
Information 
v 
Instinct 
ED 
eci 
: 
si o: ný, 
Ein: 
gl-ýý cadernic / General knowledge 
KK/PT/DMP/06 
Narne Mr. Umpan Vipmkamt 
Position Managing Director 
Decision Making Process 
Hire the professional /His knowledge 
Available information in Perform marketing research Past experience 
the company 
II r- 
Marketing factors Conduct feasibility study Finance factors 
tor Technical factor 
MD 
---- 
Listing alternatives Executive managers 
Highest return Evaluate alternatýivýesPros & Cons list out 
Past experience -FMake 
d;; Zýnfbrrnation 
Maximize solution 
/ 
Listing alternatives 
I 
KK/PT/DMP/07 
Name Mr. Thiti Thanyakarn 
Position Product Manager 
Decision Making Process 
Identify the problem 
I 
Company's supportive unit Collect information I Customer 
lic sources 
His idea Observe information I-- Past experience 
Hisjudgment His common sense 
Product Manager Group discussion L-Cliannel Manager 
OCUI----' 
Risk analysis 
Infonnatio 
7ý:: E Solution Previous decision & Intuition Past experience 
KK/PT/DMP/08 
Name Mr. Wiwat Konkeng 
Position Managing Director 
Decision Making Process 
I Realise opportunity and 
competitors-__, 
I 
Customer 
Relative busincsýý[ Information collection 
: ýý-Public information 
Expert advise '--- 
Past experience -1 Infonnation analysis Knowledge 
Past experience --[Prepare assumption Knowledge 
I %nalysed infonnation 
Recheck information/ 
Group discussion 
Maximum 
Low 
Gcncmte ajItemative 
I 
Start the pr 
- Family members 
(President, VP, GM) 
implementation 
APPENDIX 9 
CODER: KK CODING DATE: 8/96 
DOCUMENT: Subject # 01 TOPIC: New business development 
of I GROUNDS-GR 
I KCI He prefers to perform every part of his job 
systematically. 
2 KC1 He does not like taking risk at all. 
3 KCI When lie encounter a non-routine problem, 
lie never use his past experience as a tool to 
make the decision. 
4 KC1 He values very much on competitor's 
movement but will never copy them. 
5 KC1 He always take all aspects of the problem into 
consideration when making decision, no 
matter how long will it take. 
6 KCI He always has at least 3 alternative list for 
each problem. 
7 KCI He does not like using 'Gut feeling' or 
*Intuitive' at all. 
8 KCI He had the meeting with other managers to 
discuss on the possibility of buying a new 
building for investment. 
9 KC1 re analysed the financial year plan for the 
I new project with other managers. 
.1 
of WARRANT - WT No I of WARRANT - WT 
I GR3 Most of his decisions are non-routine problem. 
2 GRI He considers himself as a systematic person. 
3 GR4 He will learn and analyse all of his competitor 
activities, then find the good points and adapt 
them with his own synergy. 
4 GR6 He will study each one into detail and will use 
the best one. 
5 GR9 rhe financial analyse plan was done by the 
financial department. 
6 KC1 'Flic financial analysis suggested high inflation 
for the next 2-3 years. 
Page I of 9 
No 
I 
KEY CLAIM - KC 
II He decided to freeze the investment plan 
for this ycar. 
No of QUALIFIERS - QL 
I KCI Provided that lie has enough 
information. 
2 GR7 In case of little time available 
low level of money 
has experience in that 
area 
-problem is not critical 
lie may considers using his intuition 
on decision making process. 
3 GR5 In case the time is not available, 
lie will take only the main aspect. 
CODER: KK CODING DATE: 8/96 
DOCUMENT: Subject # 02 TOPIC: New product development Page 2 of 9 
No of GROUNDS-GR No KEY CLAIM - KC 
1 KC1 There are five main products under his I He makes the decision on what will be 
responsibility i. e. Rice, Seafood (frozen), the new product of the company. 
Chicken & Duck (frozen and fresh) and 
General food stuff. 
2 KC1 There will be the meeting to discuss the 
opportunity and possibility of the new 
product. 
3 KCI The meeting normally include the subject No of QUALIFfERS - QL 
I 
(GM) Marketing manager and five product , 
managers. I ýVR3 The idea of the new product could 
4 KC1 He thinlýs information is the most important come from others apart from the 
thing for DMP. market research team, i. e. GM, 
5 KC1 He always spend lots of time on inforniation Product manager, their suppliers, 
search. Their customers and BOD. 
6 KCI He describe that his DM formula contains 2 KCI He will pass on this project to the 
70% of information, 20% of past experience VP for the final approval. 
and 10% others (expert advise and luck). 3 GR9 In some cases lie might consider to 
7 KC1 He starts the marketing plan by checking on look into other companies'strategy. 
his existing customers to see who would be To do so lie will take some aspect 
interested to take order of the new product. Of the strategy and implement it 
8 KC1 He normally takes all aspect of the problem rather than copy the whole thing. 
into consideration when making decision. 
9 KC1 He does not think it is important to know 
what the competitors are doing or how did 
they do it. 
No of WARRANT - WT No of WARRANT - WT 
I GRI The new product will be something which 5 GR6 He considers experience as the 
related to the existing products. Second most important thing to 
2 GR2 The aim of the project is to generate cash make a good decision. He uses his 
flow for the company and to expand to the pat experience to help him make all 
new product with the existing capacity. The decision. 
6 GR9 He said if lie thinks his product is 
3 GR4 The company has its own market research good, the price is right and there is 
team who will feed in the information on the enough room in the market then lie 
market situation or type of product which believes lie has every chance to be 
I vill satisfied the market needs. successful. 
4 GR5 He explained that his information search 7 GR8 He does not like taking risk. 
does not come from the professional research 
company but himself and the managers who 
I 
involve with the project. 
CODER: KK CODING DATE: 8/96 
DOCUMENT: Subject # 03 TOPIC: New product investment Page 3 of 9 
N( of GROUNDS-GR No KEY CLAIM - KC 
1 KCI His new investment policy concerns the I His decision on the new product (new 
marketing of food and drinks products in BKK Tropical drink) investment. 
2 KCI Most of his decisions are non-routine ones. 
3 KCI He always search for information about his 
competitors' movement, how did they market 
their products or how much were their budget 
and spending. He studies the movement in 
details in order to find out pros and cons of No of QUALIFIERS - QL 
those strategies which lie could adopt to his - 
company. I GR3 His rule for the adaptation of his 
4 KCI He said that politic plays very important role ir competitors' strategies is that lie 
his DMP. ias to take his company's capacity, 
5 KCI Information and past experience help him in competence, budget, etc. into 
his DMP. consideration. He believes that lie 
6 KCI Opinion from expert (industry veteran) has could be easily trapped by followinj 
strong impact on his DMP. competitors' movement that is not 
7 KCI He uses information to help making decision suitable for the company and that 
and create marketing plan as well as business zould cause damage to the compan) 
idea. 2 GR5 He relies more on information 
8 KC1 He has always had more than two alternative rather than past experience. 
for each problem. Each alternative will be 3 GR5 He prefers to use past expcýicnte 
studied in detail before the best one is selected. on technical problem such'as car 
9 KCI Whenever lie encounters risky problem, lie will ireak down or machine malftinctior 
take cautious steps and study all the rather than on business problem. 
consequences which would follow. If the 4 GR7 Provided that the information has 
available solution seem to be unsound, he'd been fully analysed so as to mini- 
prefer not to take the risk. mise the risks. 
N( of WARRANT - WT No of WARRANT - WT 
I GR3 He will never copy exactly what his competitor 
did because lie believe that each company is 
different, one common strategy cannot be 
applied to all. He would rather studies his 
competitors' strategies to find out the reasons 
behind their success, then try to adjust them to 
his own idea. 
2 GR4 Every idea of his must be approved by his 
superior, no matter how good lie personally 
think of the project. 
3 GR7 He gets the idea of the new product and markeq 
opportunity from all the data and information 
search on the current market situation. 
I 
CODER: KK CODING DATE: 8/96 
DOCUMENT: Subject # 04 TOPIC: 
X1 of 
I 
GROUNDS-GR 
Page 4 of 9 
No I KEY CLAIM - KC 
I 
2 
3 
KCI 
KCI 
KC1 
Most of his decisions are non-routine ones. 
He frequently sees good business potential and 
believes that they would definitely pay off. 
He said the politic in the company is very 
important. He feels that lie has to present the 
projects w1iich are in his superior's interests 
I He decided to import wine from France to 
sell in Thailand. 
4 KC1 
so as to get the approval. 
He is a quick decision maker. No of QUALIFIERS - QL 
5 KC1 He values very much on past experience. 
6 KCI He does not quite believe in figures analysis. I NVRI Many of his projects were initiated 
7 KCI He does not believe in academic theory. from his superior also. 
8 KCI Competitors, suppliers and customers are Ifis 
nain sources of market information. He hardly 
btain information from secondary sources sucli 
as research organisation. 
9 KCI He does not have alternative in hand when 
implementing the plan. If his first decision 
does not succeed, lie would then start to look 
for another option. 
10 KCI When lie encounters risky situations, lie would 
study the pros and cons of the decision to be 
taken, if it shows that the pros defeat cons, lie 
the would make decision to go ahead Nvith plan 
11 KC1 He is interested in his competitors' movement 
and would study thern whenever lie has a 
chance. He will see if there is anything that 
could be applied to his organisation but lie will 
never COI)v exactlv from them. 
of I WARRANT - WT lNo I of I WARRANT - WT 
GR2 Most of his business project comes from his 
vision, his past experience and gut feeling. 
GR3 He mentioned that his superiors rely heavily 
on their own guts feeling when they are to 
decide on any investment or business strategy. 
It always be without any solid reasons to 
support their decisions. 
GR5 He trusts his own past experience more than 
the figure analysis. 
GR6 He believes that figures analysis is not practic-, 
and unrealistic when using it in dynamic real 
life situation. He only sees the use of figure 
malysis in some certain situations such as whe 
lie has to do a formal presentation to the bank 
credit committee. 
2 
4 
He is a highly self-confidence 
person and strongly believe in his 
decision. 
He admitted that inforniation and 
figures from other sources may 
sometime give him the idea or 
picture of the overall market but 
that would never have any effect 
whatsoever on his DW. 
CODER: KK CODING DATE: 8/96 
DOCUMENT: Subject 4 05 TOPIC: Product quality control Page 5 of 9 
N( of 
I 
GROUNDS-GR No KEY CLAIM - KC 
I KCI 80% of his decisions are routine while another I His decision on the product's quality 
20% are non-routine. Control. He decided to take on the ISO - 
2 KCI He relies very much on liýis own guts feeling 9000 quality control program for the 
when making decision. company. 
3 KCI He believes that information would help him ir 
DMP but lie hardly perform information search. 
He would utilise only available inforination. 
4 KCI Academic knowledge, general knowledge, past- No of QUALIFIERS - QL 
ý-xperience and instinct are main factors that lie 
into consideration when making the decision. I GR3 He values past experience more 
5 KCI He has always watched closely on his than information. 
competitors' movement in order to find out 2 GRS He would find normally one 
what have been behind their success. If their alternative in case facing Nvith the 
strategy yield benefits to the company, lie will problem lie has no experienced in. 
copy and apply exactly the same strategy to his 
organisation. 
6 KC1 e likes to see and solve the problem as a wliol( 
hardly break it down into small parts. 
7 KC1 He is not quite happy with the outcome of his 
decision so far. 
8 KC1 He always go for optimal solution rather than 
maximize solution. 
9 KCI When lie implements the plan in the situation 
where lie used to encounter before, lie would 
prepare no alternatives but will concentrate on 
the only solution lie decides on. 
10 KC1 He said the situation which requires relatively 
short period of time to decide is the situation 
which involve small amount of money, doesn't 
have impact on lots of people, feels confident 
ibout and already had tentative solution in min( . 
N( of WARRANT - WT No of WARRANT - WT 
I GR4 What lie meant by instinct is 'what lie can 5 GR7 He hardly repeat the same strategy 
smell'. He said instinct is notjust a wild gues which had earlier failed him. 
It is something that involve past experience, 6 3RI( The situation which requires a long 
knowledge and judgment but far too period of time to decide is the 
complicated to put in words. situation which has the opposite 
2 GR4 He always applied academic theories to Ids. criteria as the one mentioned. 
work where possible. 7 KCI In case of the decision which 
3 GR5 Most of his competitor use ISO 9000 quality involve lots of money and has an 
control program. effect on all the employees in the 
4 GR7 e believes that the relatively poor performaricc company such as this particular 
lie is facing must be the result from the lack of case, his decision has to be 
his own business experience, not the approved by the MD and the 
information inadequacy. President first. 
CODER: KK CODING DATE: 8/96 
DOCUMENT: Subject # 06 TOPIC: New plant set up 
NJ of 
I 
GROUNDS-GR 
I 
No 
Page 6 of 9 
KEY CLAIM - KC 
I KCI He considers himself as an entrepreneur. I His decision on setting up a new plant 
2 KCI He will obtain the marketing information as outside Bangkok. 
much as possible on the brand new product for 
his decision making. 
3 KC1 He values very much on inforniation search and 
tends to rely on the information lie has when 
making business decision. 
4 KC1 He extremely believes that past experience No of QUALIfIERS - QL 
helps in DNT. He absolutely trust in its value. 
5 KCI To make a final decision on setting up a new I WRI In case of the product that he is 
plant, lie will use all (lie information lie has quite familiar ivith, lie will use his 
and discuss the possible opportunity with his own stuffs of the company to do the 
executive management team. marketing research. 
6 KCI He generally does not like to take risk. 2 WR6 He will not copy his competitors' 
However, lie will decide to do so if there is at strategies because lie believes that 
least 70: 30 chance of success. orgarusations differ from one 
7 KCI He is interested very much in his competitors' another. He said one single strategy 
movement. He will study his competitors' cannot be applied to all 
strategies to see if there is any good aspect in organisation. 
their strategy. 3 GR5 People involve in DNT in his 
8 KCI He always has at least one other alternative in orgainsation are managemenýt- 
mind when reaching the solution. Executive. However, lie is the 
one who makes the final decision. 
N( of WARRANT - WT No of WARRANT - WT 
I GR2 He would hire research company, to perform 7 GR8 He ivill study the alternative in 
marketing research for him. detail before decides on the 
2 GR3 He will never make any decision without the maximise solution. 
information support. 
3 GR3 Most of his decision comes from the reliable 
sources such as the best well known research 
company. 
4 GR4 He believes that past experience and 
information must be used together in order to 
make a good decision. By using either one pf 
them would not yield good result. 
5 GR5 The financial aspect will be discussed at this 
point with the executive managers. 
6 GR7 He would adapt and try to implement some of 
his competitors' strategy to his organisation 
where lie sees appropriate. 
CODER: KK CODING DATE: 8/96 
DOCUMENT: Subject 4 07 TOPIC: Budget planning Page 7 of 9 
N of GROUNDS-GR No KEY CLAIM - KC 
I KC1 When performing marketing tasks such as I Decision reached on how the next year's 
pricing and distribution, lie relics on budget will be, including the sale target 
information gathered from newspapers, and selling price. 
computer hardware dealers and other public 
information sources. 
2 KCI After observe all the inforniation lie will then 
discuss it with two other managers. 
3 KCI He is the one who makes final decision. No of QUALIFIERS - QL 
4 KC1 He always decides on optimise solution rather 
than maximise one. 
5 KCI In case of risky problems, lie will need more 
time to make decision. 
6 KC1 He would immediately process with the first 
solution that come to his mind. 
7 KC1 He watches his competitors' movement. If he 
hinks that any of their strategies are interesting 
and proved to be successful, lie would copy and 
improve them to fit with his own idea. 
8 KCI He uses past experience as a standard for the 
next decision making process. 
N( of WARRANT - WT No of WARRANT - WT 
I GRI He searches for the information himself, not wasting. He mentioned that if 
using any research company. there should be any problem about 
2 GRI The information on market situation will help the solution lie decides on then lie 
him in planning the next year budget. will just fix them as lie goes along. 
3 GR2 Two other managers who involve in DM[P are 7 GR7 He said that time saving is the 
Channel Manager and Orgainsation Customer main reason why lie chooses to 
Unit Manager. copy and improve others' idea to 
4 GR3 He has more authority to make decision than fit his. 
the other two managers. About 40% of the 8 GR8 e uses his past experience to help 
total decision comes from himself. him making lots of decision. 
5 GR5 He explained that it would allow him to collect 
more information and see if any factors would 
change over time which could have an effect 
on the situation. 
6 GR6 He does not like to prepare for any alternative. 
He thinks that preparing alternative is a time 
CODER: KK CODING DATE: 8196 
DOCUMENT: Subject # 08 TOPIC: New product development Page 8 of 9 
N( of 
I 
GROUNDS-GR No KEY CLAIM - KC 
I KCI He does all the information search himself. I He decided to launch the new product 
2 KCI He performs every tasks in a systematic way. to increase the margin. 
3 KCI He always needs analysed information as the 
back up for his decision. 
4 KCI He plans all the marketing planing himself 
5 KCI People involved in his DMP are the President 
of the company, Vice president and GM. 
6 KCI After consider all the analysed information No of QUALIFIERS - QL 
lie always performs risk analysis in order to 
calculate risk and return. I GR5 However, lie has the authority to 
7 KCI He does not like taking risk. make the final decision. 
8 KCI He does not think that past experience is an 2 GR8 He thinks past experience will help 
important factor in his DMP. him be more caution when making 
9 KC1 He considers the competitors' movement as the next similar decision. 
an importance information. 3 GR8 However, lie uses his knowledge 
10 KC1 He does not use intuition when making the and past experience to analyse 
decision at all, whether or not the information lie 
II KCI When solving problem, lie only consider on the has is reliable. 
main factors. 
N( of WARRANT - WT No of WARRANT - WT 
I GR2 He considers himself as a rational person. 
2 GR6 If the return is good and the risk is not too 
high then lie would go ahead with the plan. 
3 GR7 He studies everything in details in order to 
minimise risk before lie makes decision. 
4 GR9 He would study and find out the reasons 
behind his competitors' success. He would 
adapt the strategies to his organisation or use 
them as the initiator for his strategies, provide( 
that the strategies are appropriate. 
5 GRIO Every of his decision must be supported by 
logical reason. 
6 GRI I He will come back to the small factor when 
he has time left. 
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Appendix: 10 
PILOT TEST 
SOURCE: INTERVIEW 
Characteristics SubI Sub2 Sub4 Sub5 Sub6 Sub7 Sub8 
Rational 
1. Have number of alternatives lay out 1 1 0 0 1 0 1 
2. Use of all neccessaly information 1 1 1 0 1 1 1 
3. Analyse the problem in a logical way 1 1 0 0 1 1 1 
4. Take time in DMP 1 1 0 0 1 0 1 
5. Evaluate every alternatives in detail 1 1 0 0 1 0 1 
6. Take the maximise solution 1 0 0 0 1 0 1 
7. Refer to Academic theory 1 0 0 1 0 1 1 
8. Systematic approach to the problem solving 1 1 0 0 1 0 1 
9. Take every factors of the problem into account 1 1 0 0 1 0 0 
Total '1 7 1 1 8 3 8 
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Appendix : 12 
PILOT TEST 
SOURCE: TENNIS CASE 
Questions Sub 1 Sub 2 Sub 4 Sub 6 Sub 6 Sub 7 Sub 8 Sub 9 
Q1. Search for more information 1 1 0 1 1 0 1 1 
Q2. Systematic approach to problem 1 1 0 1 1 1 1 1 
Q3. Time require to solve problem (S or L) 1 0 1 1 1 0 1 0 
Q4. Generate alternative 1 1 1 1 1 0 1 1 
Q5. Involve others in DMP 1 1 1 1 1 0 1 1 
Q6. Use of past experience 0 0 0 1 0 0 0 0 
Q7. Use of key relevent from the case I 1 1 1 1 1 1 1 
Q8. Awareness of competitors' movement 1 1 1 1 1 1 1 1 
TOTAL 1 7, 61 5, 8, 7. 3, 7, 6 
Note: 
Q1. The subject will scored I if he mentioned the need to search for more information or that the 
information given were not sufficient. 
Q2. The subject will scored 1 if he use the systematic way to approach the problem. 
Q3. The subject will scored 1 if he required more than four week to solve the problem. 
Q4. The subject will scored 1 if he mentioned the involvement of other people in the DMP. 
Q5. The subject will scored 1 if he generated alternative during his DMP. 
Q6. The subject will scored I if he claimed not using past experience in the DMP. 
Q7. The subject will scored I if he used any of the key relevent from the case. 
Q8. The subject will scored I if he did not mention imitating competitors. 
Total : The maximum scores are 8 and the minimum scores are 0. The closer the scores to 8, the 
more the subject appears to be rational. The closer the score to 0, the more the subject 
appears to be intuitive. 
Page I 
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Appendix 11 
PILOT TEST 
SOURCE: STRATEGIC QUESTIONNAIRES 
Managers PEOPLE 
>50% 
MONEY 
>400K 
TIME 
>1 wk 
RISK 
risky cases 
PROBLEM 
non-routine 
Total % 
Subl 40.00 90.00 10.00 33.34 66.66 48.00 
Sub2 0.00 10.00 30.00 16.67 66.66 24.66 
Sub4 80.00 75.00 10.00 16.67 83.33 53.00 
Sub5 20.00 10.00 20.00 33.34 33.33 23.34 
Sub6 70.00 99.00 20.00 16.67 66.66 54.46 
Sub7 5.00 80.00 25.00 33.34 66.66 42.00 
Sub8 60.00 70.00 85.00 33.34 66.66 63.00 
Sub9 70.00 50.00 30.00 16.67 50.00 43.33 
Page 1 
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Reliability 
a ****** Method I (space saver) will be used for this analysis 
RELIABILITYANALYSISSCALE (A LPH A) 
Reliability Coefficients 
N of Cases 18.0 N of Items 
Alpha = . 2049 
Appendix 14 
Factor 
(i -----------FACT0RANALYSIS----------- 
Analysis number I Listwise deletion of cases with missing values 
Correlation Matrix: 
MONEY PEOPLE PROBLEM RISK TIME 
MONEY 1.00000 
PEOPLE . 23765 1.000do 
PROBLEM . 30803 -. 10008 1.00000 
RISK -. 2'7030 -. 58213 . 1,7816 1.00000 
TIME . 09040 -. 15727 . 16180 . 48045 1.00000 
Determinant of Correlation Matrix . 3526538 
Kaiser-Meyer-Olkin Measure of Sampling Adequacy = . 
50005 
Bortlett Test of Sphericity = 15.11289, Significance . 12800 
Extraction 1 for analysis 1, Principal Components Analysis (PC) 
Initial Statistics: 
Variable Communality Factor Eigenvalue - Pct of Var Cum Pct 
MtNEY 1.00000 1 1.94790 39.0 39.0 
PEOPLE 1.00000 2 1.38922 27.8 66.7 
, OBLEM 1.00000 3 . 82204 16.4 83.2 RISK 1.00000 4 . 55540 11.1 94.3 j TIME 1.00000 5 . 28544 5.7 100.0 
PC extracted 2 factors. 
--- ---------FACT0RANALYSIS----------- 
ý Factor Matrix: 
14ONEY 
'ýEOPLE 
E'1ý013LEM 
IkISK 
TIME 
Factor 1 
-. 31243 
-. 76623 
. 25408 
. 91337 
. 60364 
Factor 2 
. 80943 
. 18795 
. 74062 
-. 02699 
. 38662 
pAnA 1 
Final Statistics: 
Variable Communality Factor Eigenvalue 
MONEY . 15279 1 1.94390 
PEOPLE . 62243 2 1.38922 
PROBLEM . 61307 
RISK . 83497 
TIME . 51386 
Reproduced Correlation Matrix: 
Pct of Var Cum Pct 
39.0 39.0 
27.8 66.7 
MONEY PEOPLE PROBLEM RISK TIME 
MONEY . 75279* -. 15387 -. 21207 . 03691 -. 03394 
PEOPLE . 39152 . 62243* -. 04460 . 12279 . 23260 
PROBLEM . 52010 -. 05549 . 61307* -. 03392 -. 27791 
RISK -. 30721 -. 70492 . 21207 . 63497* -. 06046 
TIME . 12435 -. 38987 . 43971 . 54091 . 51386* 
-. ie 
lower left triangle contains the reproduced correlation matrix; the 
diagonal, reproduced communalities; and the upper right triangle residuals 
bo, tween the observed correlations an d the reproduced correlations. 
There are 6 (60.0%) residuals (above diagonal) with absolute values > 0.05. 
-----------FACT0RANALYSIS----------- -- 
VARIMAX rotation 1 for extraction 1 in analysis I- Kaiser Normalization. 
VARIMAX converged in 3 iterations. 
Ikotated Factor Matrix: 
Factor 1 Factor 2 
MONEY 
-. 35557 . 79143 PEOPLE 
. 14640 PROBLEM 
. 21382 . 75323 RISK 
. 91350 . 02224 TimE 
. 58194 . 41857 
I 
Pactor Transformation Matrix: 
ftctor 
Factor 1 
. 99855 
-. 05386 
Factor 2 
. 05386 
. 99855 
p, qnn 9 
Appendix 15 
RESEARCH QUESTIONNAIRE 
PART 1. Level of strategic 
Please circle the number best representing your answer for question I-4 and fill in your answer for 
question 5 -6. 
1. This question is about the difference between routine and non-routine problem. 
Routine Proble : The type of problem which you encounter on a regular basis, e. g. Credit manager 
decide to approve credit line to customer. This decision is routinely made by Credit Manager. 
Non-routine Prohlent: The special problem which does not happen on a regular basis, e. g. Cridit 
manager decide to close doivn one of corporate Lending Department due to poor performance. 
The type of problem at work which I have to make decision on are-- 
All routine problem All non-routine problem 
1 
2. How risky are the problems you normally have to make decision at work? 
Risk The uncertainty of the expected outcome form the decision. 
Low risk High risk 
1 
3. How would you describe the complexity of the problems you normally have to make decision at Nvork? 
Comple-ritv ofthe problem: The level of complexity bases on the number of factors are involved and 
considered in each problem. The more the factors are involved, the higher the complexity become. 
Low complexity High complexity 
23456 
T] 
4. How would you describe the type of business environment your company is involved. 
Stahle environment: The business environment where there are low number of competitors or low 
level of changes involve in the business market. 
Unstable environment: The business environment where there are high number of competitors or 
1-dgli level of changes involve in the business market. 
Stable environment Unstable environment 
1 
5. (Please answer both question 5.1 and 5.2) 
What % of your decisions involve: - 
5.1 less than 400,000 balits? 
5.2 inore than 400,000 balits? 
6. (Please answer both question 6.1 and 6.2) 
What % of your decision takes: - 
6.1 less than a week to decide 
6.2 longer than a week to decide 
Avpendix: 16 
Instruction 
1. Please read the case and answer the questions at the end. 
2. The researcher is interesting in the answer on how you would take a (lecision, not on 
how you would implement it. 
CASE: All Tennis Compan 
All Teinds was the first retail store devoted exclusively to selling tennis equipment and 
clothing to open in a medium-sized Southern city. After the first year, when sales were 
low, the store experienced nine years of rapid growth in sales and profitability. The 
popularity of tennis mushroomed in the city during this period. Then, in 1990, the store's 
sales leveled off and its profits came down. The manager was concerned. He knew that 
two new tennis stores had been started in the past two years. One was Basic TeInds, 
which seemed to appeal primarily on a low-price basis. The other was Tennis Love, which 
emphasized high-fashion clothing and well-known, prestigious brands. Yet the manager 
didn't feel that two more competitors should hurt business that much. The number of 
tennis players had grown substantially, and the manager felt that All Tennis appealed to 
"most everyone who played the game. " As the owner of this store you are very concerned 
about this matter and would like to solve it before opening another store in another. citý Y_ 
Questions 
Is the information given in the case enough for you to solve the problem? If not, what 
other information would you look for? 
2. Please list down step by step of what you might do before reaching the problem. 
3. How long do you think you would need to solve this problem? (Assume this is your 
real situation) 
4. Would there be any other people involve in the process of solving this problem? If so, 
who are they? 
5. Did you use any of your past experience or any 'old tricks' to help you solving this 
case at all? If so, what are they? 
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SUBJECT LIST 
Sub I Name Position Company Business Age 
I I Mr. Xanxai Visitkul Chairman Precious Shipping PIc. Transportatio 55 
2 1Mr. Surapol Loohapook President Thai Investment & Securities PIc. Finance 45 
3 Mr. Chot Sophonpanish Executive VP 
_ 
Bangkok Bank Limited Banking 49 
4 Mr. Wirat Leenachak Vice President Industrial Finance Corporation of Thailand Banking 39 
5 Mr. Umnouy Na-Nakorn President Siam Commercial Bank Plo. Banking 46. 
6 Mrs. Charnat Na-Ayoudaya Senior Vice President Dusit Thani Hotel PIc. Hotel 481 
7 Mr. Pisit Kernmayothin Vice President Royal Garden Resort Hotel Pic. Hotel 521 
8 Mr. Kasam Narkburi Managing Director Ch. Kamchang PIc. Property Develmt 43 
9 Mr. Yutti Kamonnavvin Director Italian-Thai Development Pic. Property Develmt 50 
10 Mr. Dharunchai Wattanakasarn President Land & House PIc. Property Develmt 42 
11 Mrs. UraWan Pisanwanrop Vice President Wathachak Pic. Printing & Publ. 40 
12 Mr. Surachai Pattanasathorn Executive Director Thai Airways International Pic. Transportation 45 
13 Mr. Kamchai Jittinawindhara Vice President Thai-Agri Food Pic. Agribusines 48 
14 Mr. Phaisam Monkonnavýn Managing Director Suraphol Food Pic. Agribusiness 36 
15 Mr. Ukrit Satamarn Executive Director Siam Cement PIc. Construction Mat 44 
16 Mr. Watchara Srisakdaporn CEO Thai German Ceramic Industry Plc. Construction Mat 51 
17 Mr. Ravee Poonsub Managing Director Dhana Siam Finance & Securities PIc. Finance 52 
18 Mr. Surasak Preedanakom Vice President Securities One Pic. Finance 43 
19 Mr. Taksin Boonpitak General Manager Samart Corporation PIc. Communication 47 
20 Dr. Wichuda Na-Ranong Director Telecom Asia Pic. Communication 50 
21 Mr. Aram Yordsarkdachai Vice President United Communication Pic. Communication 45 
22 Mr. Anuchin Sriwattana Vice President Distar Electric Corporation Pic. Electrical Applian 56 
23 Dr. Sittichai Chockrattanakorn Managing Director Kulthorn Krby Pic. Electrical Applian 42 
24 Mr. Wanchit Chitmonkonnawin Senior Vice President Sanyo Universal Electric Pic. Electrical Applian 39 
25 Mr. Chaiwat Sriphengphung Director Datamat Pic. Electrical Applian 47 
26 Mr. Thinnakorn Rattanachock Managing Director Alphatec Electronics Pic. Electronic Produc 581 
27 Dr. Wichien Cheatchomnong Executive VP 
_ 
Bangchak Petroleum Pic. Energy 43 
28 Mr. Charune Booraparattana Vice President Thairung Union Car PIc. Vehicles & Parts 50 
29 Mr. Boonpoat Aurunanan Deputy MD Sweden Motor Pic. Vehicles & Parts 48 
30 Mrs. Piyawan Boonyaritthongchal Vice President Krugthep Dusit Medical Pic. Health Care Servi 50 
31 Mr. Nitthat Kusurn _ Director Rankamheng Hospital PIc. Health Care Servi 53 
32 Mr. Ponqsuree Boonnark Executive VP Barnrungrat Hospital PIc. Health Care Servi 40 
33 Mrs. Nounchan Uthaiwan Director Union Footware Pic. Textiles 57 
34 Mr. Kumphree Punpearyarattana 
- _ 
CEO Sahaphatanapibul Pic. Commerce 51 
35 Vr. Anuftýw ee Ruangkrittikun Vice President United Food PIc. Food & Beverage 44 
36 Mr. Sommal Poothongkurn Director Malee Sampran Pic. Beverages 50 
37 Mr. Sunthorn Chaowanapan Executive Director Fromost Freezeland Pic. Food & Beverage 47 
38 Mr. Threerapan Tungkanapuck Director Nation Multi Media Group Pic. Printing & Publ. 45. 
39 Mr. Chairooge Arnupongsririkul General Manager Post Publishing Pic. Printing & PubL 49 
40 Mrs. Poonsree Thachathawin Senior Supervisor Phatra Thanakit Finance & Securities Pic. Finance 52 
41 Mr. Prasit Wittawart Vice President Micron Precision Manufacturing Co., Ltd. Manufacturing 47 
4ý Nakorn Somburnvit Managing Director Misuya Industrial Co., Ltd. Electrical Applian 42 
43 Mr. Chartree Surawattana Manager Driangthai Plastic Co., Ltd. Container 40 
44 Mr. Somchai Suchawadee Executive VP Sanda Industry Co., Ltd. Manufacturing 39 
45 Mr. Tanakorn Nugnuatdar Senior Manager Friendship Works Co., Ltd. Services 47 
46 Mrs. Pensri Susiriwattanachai 
- Deputy MD Creative Plastic Co., Ltd. Container 55 47 NateeMaleewan iT. President Poly Kunstoffe Co., Ltd. Textiles 51 4ýý 
_Mr. 
Peeya Karsamsuwan First VP Lee Ku Ko (Thailand) Co., Ltd. Commerce 49 
49 Mr. Werawat Wattanapongtorn - 'Managing Director Charoensefthakij Trading Co., Ltd. Commerce 44 
50 iýlss Suda Sarapee Director Wandee Panich Industry Co., Ltd. Commerce 41 
ý1 Mr. Sompong Prasertsuk CE Creative Plastic Co., Ltd. Manufacturing 57 
ZIZ Mr. Amongpong Nurwiwat Vice President Siam Cast Nylon Co., Ltd. Textiles 43 
53 Mr. Anuchit Plugrak General Manager Thai TY Enterprise Co., Ltd. Textiles 55 
54 Wr- Teerawut Kumpun Assistant VP Index Import & Export Co., Ltd. Services 51 
55 Mr. Punlout Puntanakul Manaciina Director Nandee Inter-Trade Co., Ud. Commerce 56 
56 orrasart Sisomwoung Senior Associate - Boonsong Kollakam Supply Limited Plastics 48 
57 Mr. Piboon Chortnouparatpattra Senior Vice President Grandtech Modern Wood Co., Ltd. Household Good 43 
58 Mr. Manit Leetouchouwalit VP Marketing Technic Industry Limited Partnership Electronic Produc 46 
59 Mr. Somchai Krowmechai CEO T. C. Rubber Industry Co., Ud. Manufacturing 51 
60 Mrs. Pattra B m1ungmoung President Thai Oil Seal Industries Co., Ltd. Energy 52 
_§11 Mr. supachai Mesuwant Executive Manager Bangkok Motor Works Co., Ltd. ; Vehicles & Parts 47 62 Mr. Suwat Chantongchomnong Director Thai Yont Tractor Co., Ltd. Vehicles & Parts 
Mr. Peat Routarade General Manager International Security Services I Services 
64 Miss Patcharaporn Samsarn Managing Director Thai Ribbon Ltd., Part. Textiles 59 
65 Mrs. Sumana Chorsawai Managing Director SC Management Co., Ltd. Commerce 52 
66 jýr. -Pornchai Chaiyaldtcharung Assistant VP Pacallied Medic Limited Partnership Health Care Servi 47 
67 Wr. -SatitWarintanawat Vice President Pan Mechanic Engineering Co., Ud. Services 46 
68 Mr. Sompong Wongwatchara General Manager M. H. Technology Ltd. Machinery 48 
69 -Mr. Tana Aramwongsakul Regional Manager Material Handling Engineering (Siam) Ltd. Services 45 
70 iý-rwattana Sanunawong Section Manager Transmission & Conveyor Center Co., Ltd. Construction Mat 41 
71 Mr. Heng Sornsakultanawat Director 
_ 
Heng Siam Construction Co., Ltd. Construction 51 
72 17-rssrisakul Tanomsak Executive Manager Steel Works Products Limited Partnership Manufacturing 55 
73 Mr. Piroj Wittawat Vice President Boom Elavators Co., Ltdo Machinery 51 
74 Miss Somjit Lougsokwattanakul Executive Manager Siam Lift and Technology Co., Ud. Machinery 48 
75 Mr. Somchart Pisanwongwiwat Senior Manager Balloon Art Co., Ltd. Advertising 491 
76 Mr. Prasit Wittiyakul Managing Director Thai Wee Thepharak Industrial Co., Ltd. Building & Furnis 52 
77 Mr. Arung Wongviwat Senior Associate RMI - Valve Engineering Co., Ltd. Construction 59 
78 Mr. Samart Somboonwong Regional Ma ager Mettler - Toledo (Thailand) Ltd. Warehouse&Silo 57 
79 Mr. Vivat Kamkomsaik Deputy MD Vivatsan Co., Ltd. Transportation 51 
80 Mr. Sakchal Wongsaksiri General Manager Sie Supply & Service Co., Ltd. Services 50 
81 Mr. Tanasak Krachayjam President Scitronic Co., Ltd. Electronic Produc 63 
82 Mrs. Pattana Arungwong Director YHI Temasek (Thailand) Co., Ltd. Packaging 611 
83 Mr. Somsak Sirikul Managing Director Tronika Co., Ltd. Electrical Applian 41 
84 Mr. Bungjunk Surajarusan President Topcon Instruments (Thailand) Co., Ltd. Entertainment 52 
85 Mr. Suwan Chokwiwat General Manager Copack Co., Ltd. Packaging 61 
86 Mr. Rungrank Wongpibung Vice President(MKT) Sunshine Press Co., Ltd. Printing & Publ. 49 
87 Mrs. Jittrawadee Wiriyawattana Managing Director Thai Decal Co., Ltd. Mining 42 
88 Mr. Sangchai Chaichitanon Managing Director TPS Technology Print & Supplies Co., Ltd. Equipment 43 
89 Mrs. Siriporn Wongsawat Senior Manager Thai Adhesive Tapes Industry Co., Ltd. Manufacturing 40 
90 Mr. Pisit Vitufranonchai Vice President Wongeak Industry Co., Ltd. Machinery & Equ 46 
91 Mr. Karnsin Sirisawat Director S. B. S. Printing Ltd., Part. Printing & Publ. 51 
92 Mr. Chaipat Piriyawit Senior Associate Pool Kng Inter Co., Ltd. Commerce 61 
93 Mr. Polpi t Kulvadee Executive Manager Thailand Iron Public Company Limited Building & Furnis 45 
94 Mr. Charat Sukwiwattanachai CEO Sang Siam Electric (1977) Co., Ud. Electrical Applian 47 
95 Mr. Manuschai Chaikulkit General Manager New Dawn Machinery (1986) Co., Ltd. Machinery & Equ 43 
96 Mr. Surnrit Suksakul VP Finance Mecome Co., Ltd. Beverages 411 
97 Mrs. Pratana Kaowkulwong Deputy MD Hollywood International Ltd. Entertainmenr_ 45 
93 Mr. Widyawong Chisakont Manaaina Director C. P Inter Group Co., Ltd. Food & Beverage 51 
99 Mr. Wongchai Pirukwong Director Vanda Engineering Co., Ltd. Construction 59 
100 Mr. Satapana Kramongwit General Manager T. P. T. Survey Eguipment Ltd., Part. a Machinery & Equ 57 
101 Mr. Jarun Siritanakul Managing Director Sani Center Group Co., Ltd. Commerce 50 
102 Mr. Kosit Punpearyarat First VP Bangkok Bank Limited Banking 52 
103 Mr. Piti Sittiumnouy Senior Vice President Bangkok Bank Limited Banking 42 
104 Mr. Pichai Wongpiroug Director Grand Home Marts Co., Ltd. Household Good 46 
105 Mrs. Prapai Sirisawattanakul Manager The United Pile Concrete Company Limited Building & Furnis 51 
106 Mr. Suntant Yakanong CEO Pound Concrete Products Co., Ltd. Building & Furnis 50 
107 Mr. Worapong Komkon General Manager Somporn Bored Piles Limited Partnership Building & Furnis 41 
108 Mr. Surapol Porramoratat VP Marketing Seafco Company Limited Warehouse&Silo 46 
109 Mrs. Kamongsiri Soksakul President Inter Technology Co., Ltd. Communication 451 
110 Mr. Pricha Nelkumwong Advisor to VP Sahathai Engineering Co,, Ltd. Construction 421 
111 Mrs. Thasanee Umsomnunge Senior Associate Hitech Engineering Co., Ud. Electronic Produc 48 
112 Mr. Vivat Ittiratanakamol Assistant VP Lam Cha-Bang Industry Ud. Warehouse&Silo 49 
113 Mrs. Soepun Manathanya Assistant to MD Empire Granite Co., Ltd. Building & Furnis 50 
114 Mr. Krich Paisanthanakig Manaaina Director Nae - Num Granite Ltd., Part. Building & Furnis 47 115 Mrs. Danaipoul Wonpent Deputy MD G. T. Steel Works Company Limited. Machinery& Equ 40 
116 Miss Nitima Charungsombat General Manager Saeng Fah Steel Co., Ltd. Machinery & Equ 51 
117 Mrs. Pranee Intongtat General Manager Phan Fah Engineering Ltd., Part. Construction 501 
118 Mrs. Nounchan Boonyapogsonton 
- 
Executive Manager Thai Dhanu Bank Banking 531 
119 Dr. satitutha-isree Director Bangkok Bank Limited Banking 54 
120 Mr. Chalumart Kontong President International Iron Works Co., Ltd. Building & Furnis 43 
121 Mr- wichat Wongpuntom Senior Manager Poon Wivvat Steel Co., Ltd. Machinery & Equ 46 
122 r. Punchong Ledlouwkom Vice President Loyal Contact Limited Commerce 40 
123 Mr. Sakorn Changta Senior Associate Lohathai Stainless Co., Ud. Building & Furnis 49 
124 Miss. Napaporn Sornjitti Vice President Siam City Bank Limited Banking 48 
125 miss. Bangon Sayamsaranee Senior Advisor Thai Dhanu Bank Banking 42 
126 Miss. Nillawan Wuittivvat Vice President Thai Dhanu Bank Banking 46 
127 Mr. Wichan Puttachot 
- - 
General Manager Heng Chai Saeng Trading (1981) Co., Ltd. Commerce 51 
128 ; =- - --I Mr. KarnEq Tarikat Deputy MD Thai Metal Company Limited Manufacturing 46 
129 Lor. Puntu ýuntung Pinkaow Manaaina Director Sin Thaweewat Limited Part Vehicles & Parts 53 
130 .. Mr. Sad ut Samsakul 4L ýtý General Manager Axco Aluminium (1989) Co., Ltd. Construction Mat 49 
11 - 130 ýurDq TWongsa Senior Vice President - Mae Num Metal Supply Ltd. Building & Furnis 1 
132 Mr. Wisant Manas-e-e-I Senior Director Siam Asia Aluminum Co., Ltd. Construction Mat 
t ý7 
133 ýai S0=0o: nit r- Adis, Chairman Sirivat Machinery Ltd., Part. Manufacturing 
E 
52 5 52 
134 Mr. Surapunk Kuntamul General Manager E. C. I. Asiatech Co., Ltd. Communication 461 
135 Mr. Manoj Arungkajonsak First VP Power System Co., Ltd. Communication 511 
136 Mr. Sungton Pakdesuppapong _ VP (Management) Hollywood International Ltd. Entertainment 49 
137 Miss Jiraporn Chanramsuk President Bangkok Patana Shipping Co., Ltd. Shipping 43 
138 Mrs. Sarat Wiraiwunt _ Manager APC Center Company Limited Entertainment 50 
139, Mr. Warakorn Toomvviroung Vice President P&S Continental Trading Ltd. Commerce 58 
140 Mr. Chatri Navchopa Managing Director Chong Charoen Machinery (1991) Co., Ltd. Machinery & Equ 41 
141 Mr. Sutee Chanwanno Vice President Chalom Co., Ltd. Commerce Z 
142 Mr. Saryant Sangpinij Senior Director Boon Rawd Brewery Co., Ltd. Beverages 511 
143 Mr. Songcarm Somboonsuk General Manager V- MCS Corporation Co., Ltd. Vehicles & Parts 41 
144 Mrs. Ratchanee Tassakul Director Thai Garment Industry Co., Ltd. Clothing & Footw 42 
145. Mr. Titipat Ratchatanun Senior Director P. G. Intertrade Co., Ltd. Commerce 45 
146 Mr. Suchart Section Manager Cannon (Thailand) Limited Machinery & Equ 48 
147 Mr. Surisak VP (Management) Cannon (Thailand) Limited Machinery & Equ 49 
148 Mr. Samut VP(Marketing) Cannon (Thailand) Limited Machinery & Equ 39 
149 Mr. Sompong Wongwiriyasirichai President Hawko Trading Co., Ltd. Commerce 511 
150 Mr. Tossaporn Yasuree Managing Director Rank P. T. O'Connor's Co., Ltd. Commerce 421 
151 Mr. Uthai Somjai Executive Director Topco Bored Pile Co., Ltd. Building & Furnis 46 
152 Mr. Saksri Wichaisang Director Laemthong Boredpile Ltd., Part. Building & Furnis 53 
153 Mr. Nikorn Somsri CEO Siam Fabrics Co., Ltd. Textiles 41 
154 Mr. Satit Nongsuwan Vice President Somporn Concrete Co., Ltd. Building & Furnis 48 
155 Mr. Peeya Kasamsuwan General Manager Calculus Co., Ltd. Construction 46 
156 Mr. Jarungsak Nungcharn Deputy MD Romklao Prestressed Concrete Ltd. Building & Furnis 42 
157 Mr. Bungchul Poktanakul Executive VP Southern Concrete Pile Public Co., Ltd. Manufacturing 511 
158 Mr. Saweak Nungtakanun Managing Director Q. P. S. Co., Ltd. Entertainment 381 
159 Mr. Kachong Karwmechul Managing Director Southern Concrete Pile Co., Ltd. Manufacturing 621 
160 Mr. Somchai Auaratanawong General Manager Asia Group Co., Ltd. Communication 50 
161 Mr. Parmul Srirattana President Sunny Sanitary Supply Co., Ltd. Commerce 42 
162 Mr. Yengsak Suppanejtayanong _ Director Shower Kng Manufacturing Co., Ltd. Manufacturing_ 45 
163 Miss Manee Sansatang Reaional Manacier Inchcape NRG (Thailand) Co., Ltd. Communication 46 
164 Mr. Tawechai Tepprasant Executive VP Diamond Thai Co., Ltd. Jewelry 49 
165 Mr. Saichol Booranakig Vice President Loxley Company (Public) Limited Elec & Commun. 39 
166 Dr. T. Phietoon Senior Advisor Suntowers Co., Ltd. 371 
167 Mrs. Arpatsorn Bunnag Regional Manager McCann - Erickson (Thailand) Communication 51 
168 Mr. Apinan Bandid President Pranda Jewery Ltd. Jewelry- 56 
169. Mr. Anawat Churnsawant Vice President Wise Mech 82 Corporation Limited Communication 41 
170 Mr. Anusong Taneepun Owner Trirex International Company Limited Commerce 43 
171 Mr. Kasarn Jatikawanich General Manager Thai Oil Company (Public) Limited Energy 49 
172 Mr. Payoung Bunyareftipong President Thai Union Fishery Import Export Co., Ltd. Commerce 40 
173 Mr. Pongsak Neipayai VP (MKT) Chok Nurn Sin Co., Ltd. Commerce 501 
174 Mr. Paiboon Pannyawut Vice President Thai Arometic Oil Company (Public)Limited Energy 53 
175 Mr. 14ýeatkamjohn Pongsawad CEO Siam Techno City Co., Ltd. Electronic Equip 45 
176 Mr. Pichert Intusorn Senior Advisor Scitronic Co., Ltd. Electronic Produc 46 
177 Mr. Supoul Chindasak Section Manager Italab Fluid Control Co., Ed. Services 50 
178 Mr. Peanlein Chanpenkul Executive Director Scientific Promotion Co., Ltd. Services 47 
179 Miss. Linda Theetakasian Vice President Van Intertrade Co., Ltd. Commerce 40 
180 Mr. Wiwat Wanoroj Assistant Manager Leymas Co., Ltd. Commerce 51 
181 Mr. Tanawat Bungprasit General Manager Video Way Co., Ltd. Entertainment 42 
182 Mr. Chanpricha Wongsakol Senior Vice President Transmark Leymas Valve Co., Ltd. Construction Mat 47 
183 Mr. Somkeat Tatritorn Deputy MD Pvrotech Thai Ltd. Communication 41 
184 Mr. Chanchai Nimitwanaj 0 eration Manager Flu - Tech Co., Ltd. Electronic Equip 43 
185 Mr. Chaiwan Charounchainong - First VP Compact Distributors Pte Ltd. 
Commerce 40 
186 Mr. Wirongporn Prompongsa Vice President Yours Engineer (1990) Co., Ltd. Construction 51 
187 Mrs. Pattana Ukrit Director Ham Dynamic Co., Ltd. Vehicles & Parts 53 
188 1 Mrs. Sangaroug Kulpradit General Manager Sahathai Engineering Co., Ltd. Construction 50 
189 Mr. Wichit Saksawat Executive Director * Sintorn Engineering Co., Ltd. Construction 42 
190 Mrs. Punnee Srisaksakol Deputy MD Sefety Lift Company Limited Machinery & Equ 49 
191 Mr. Tawewong Jullakamontree Manager Pentamech Thai Co., Ltd. Building & Furnis 431 
192 Mr. Niweak Chemseltoorn Vice President Leader Guard Co., Ltd. Services 481 
193 Mr. Rungsak Siwanuwat Vice President Trinity International Co., Ltd. Entertainment 401 
194 Mr. Prayout Sidwong - Chairman P and P Umbrella Co., Ltd. Manufacturing 611 
195 Mr. Bufrapa KamchanapUd Director M. C. C. Group Thailand Co., Ltd. Property 421 
196 Mr. Sojpong Sriserinuwat General Manager KR. Union Car Co., Ltd. Vehicles & Parts 43 
197 Mrs. Somsri Boonchindapun Executive VP Tang Hong Seng Ltd., Part. Department Store 48 
198 Mr. Chumpon Sriprapa Director T. S. Group Co., Ltd. Property 41 
199 Mr. Nuntawut Rounganun President Fortune Trading Co., Ltd. Commerce 43 
200 Miss Pusadee Pomyount Senior Vice President Thai Pimm Sampatt Co., Ltd. Printing & Publ. 40 
201 Mr. Pichai Rattaroujsakul General Manager Roxy Paper Co., Ltd. Manufacturing 45 
202 Mr. Preecha Watanakunakorn 
1 
Managi g Director IPornpat Development Limited Property 401 
ýq 
203 Mr. Vichit Daomanee Vice President I KPN Group Vehicles & Parts 41 
204 Mr. Kasern Jalaywongse President Harpers Freight International Air Cargo Co. Transportation 481 
205 Mr. Lilit Kammarangkura _ General Manager Nava Inland Transport Co., Ltd. Transportation 431 
206 Miss. Pariya Rattakul Deputy Chairman Haad Thip Company Limited Food & Bevera e 40 
207 Mr. Ktti Phasukdee Director Siam Life Insurance Co., Ltd. Insurance 41 
208 Mrs. Pimpraphai Bisalputra General Manager The Sathom Thani Co., Ltd. Property 45 
209 Mr. Pongpan Pongsiribanyat Senior Manager World Gold Council Co., Ltd. Commerce 43 
210 Mr. Bonglean Uket Executive Director Thai Sid Metal Pack Co., Ltd. Packaging 46 
211 Dr. Wichuda Na-Songkhia Executive VP Nynex Science & Technology Asia Ltd. Electronic Produc 42 
212 Mr. Sukeit Saktanawong Assistant Manager Alu - Pact Co., Ltd. Plastics 51 
213 Mr. Paisan Leelamean President Bangkok Can Manufacturing Manufacturing 40 
214 Mrs. Laksana Leelayuittayothin _ Vice President Celebos (Thailand) Ltd. Manufacturing 46 
215 Mr. Surnate Simakulthorn Managing Director Sujit Trading Co., Ltd. Commerce 57 
216 Mr. Chanarat Wuttichat First VP Marine Production Co., Ltd. Shipping 40 
217 Mr. Thanasak Khotawanich Senior Associate Thanimix Co., Ltd. Building & Furnis 43 
218 Kobsak Duangdee Executive VP The Bank of Nova Scotia Banking 501 
219 Mr. Pisant Apimonbut General Manager Romar Industrial Co., Ltd. Cosmetics 51 
220 Mr. Surapot Meannawin General Manager Arunsiam P. V. C. Co., Ltd. Plastics 41 
221 Mr. Somchai Jengmechot Director Baan Had Co., Ltd. Hotel 61 
222 Mrs. Kanlaya Janyaban General Manager Accurate Contruction and Interior Co., Ltd. Services 52 
223 Mr. Kullawut Wanasawat Vice President Able Engineering Co., Ltd. Construction 41 
224 Mr. Prinya Thamawattana VP(Marketing) Gold Master Public Company Limited Entertainment 43 
225 Mr. Sirichai Liamlittipong Managing Director Beauty Gems Factory Co., Ltd. Jewelry 501 
226 Miss Pounsi Keamtit General Manager T. P. Batiment Co., Ltd. Commerce 60 
227 Mr. Apichart Leeissaranukul Executive Director Thai Stanley Electronic Co., Ltd. Electronic Produc 42 
228 Mr. Krangkral Jieajunpong Vice President Sahaviriya City Public Co., Ltd. Property 43 
229 Mr. Pitchaya Nangwatchara President C&P (Bangkok) Co., Ltd. Jewelry 46 
230 Mr. Sarij S(isuparm Executive VP Thai Nippon Concrete Co., Ltd. Construction Mat 51 
231 Mr. Wanchal Chotwanttanakit Director Nongmon Engineering Corp., Ltd. Construction 41 
232 Mr. Naroung Puttabucha Operation Manager T. M. P. Supplier Co., Ltd. Plastics 40 
233 Mrs. Keayount Satapornpong Deputy Chairman Kriengkif Prestressed Concrete Slab Co., Ltd. Building & Furnis 42 
234 Mrs. Santana Charoungkul President Poly Foam Industries Co., Ltd. Plastics 47 
235 Mr. Tatchai Pattrakum _ Senior Vice President Tristar Equipment Co., Ltd. Manufacturing 46 
236 Mr. Pramoj Charounnan Director T. S. G. Machinery Co., Ltd. Machinery & Equ 40 
237 Mr. Chuchi Kulchattanawat Vice President Song Ray Nonwoven Co., Ltd. CommerQe-, 43 
238 1 Mr. Pratip Chanakul General Manager Repax Construction Co., Ltd. Construction 49 
239 Mr. Charatpong Tangsabut President Thaitec Rental Company Limited Services 5 
240 Mr. Wisut Nanyang Executive Director Handling Way Service Co., Ltd. Services 53 
241 Mr. Pongsatong Wirojchaiwong Vice President Autoquip Engineering Co., Ltd. Services 50 
242 Mr. Wisit Korsuwandee Production Manager Nandee Intertrade Co., Ltd. Commerce 42 
243 Mrs. Supaporn Surakeatchakul General Manager SK Compa t Co., Ltd. Electrical Applian 46 
244 Mrs. Rita Pisantantipong Managing Director Locharoen Equipment Limited Partnership Machinery & qu 401 
245 1 Mr. Saprang Suwapilomechot First VP C. P. Petroleurn Co., Ltd. Energy 52 
246 Mr. Sreethong Watchalangkulpipat VP(Inter-trade) Premiere Enterprise Pic. Commerce 41 
247 Mr. Soonthone Tunthanatawin Executive VP Wittiyacom Plc. Commerce 46 
248 Mr. Paisan Jongbanyatchalen Senior Vice President Hongkong and Shianghai Bank Banking 41 
249 Mr. Surawut Leelarkorn Executive Director Perfect Build Co., Ltd. Building & Furnis 43 
250 Mr. Pasuwat Kongsel Marketing Manager Extra Awning Co., Ltd. Entertainment 49 
251 Mr. Kasam Kaowkeattikul Senior Advisor Groupmech Corporation Limited. Household Good 40 
252 Mr. Prasert Suwannarat Director Gecons (Thailand) Co., Ltd. Chemicals 
253 Mr. Wichai Panchanrat Vice President Precision Engineering Co., Ltd. Construction 46 
254 Mr. Apichart Sounsilpong General Manager Thai Generator Co., Ltd. Machinery & Equ 49 
255 Mrs. Doungrat Pormpongsa Deputy Chairman Permetech Co., Ltd. Electronic Equip 40 
256 Mr. Patana Tannakittikul General Manager Eksawadi Co., Ltd. Vehicles & Parts 43 
257 Mr. Saranchai Keatsuriyanong Director Thai Seng Nguan Machinery Co., Ltd. Machinery & Equ 401 
258 Mr. Pichai Poupempunsid CEO Tharikan Co., Ltd. Household Good 411 
259 Mrs. Mollada Sureepornsin General Manager O. C. C. Co., Ltd. Commerce 511 
260 Mr. Wichit Kongkeaw Senior Manager Whitegroup Co., Ltd. Commerce 50 
261 Mr. Rounnayout Bongchu VP Finance Bangkok Generator Ltd., Part. Machinery & Equ 46 
262 Mrs. Wanvvimon Kanokthanaporn Executive VP Citibank Corp. Banking 40 
263 Mr. Yuittachai Sillapadit Manaciing Director Citibank Corp. Banking 42 
264 Mrs. Jiranun Sintunawa Director The Parrot Sports Ltd., Part. Commerce 41 
265 Mrs. Chantaratana Kaowsiri Executive VP Louis T. Leonowens (Thailand) Co., Ltd. Commerce 40 
266 Mrs. Sutjai Somkeat Vice President KC. Salt International Co., Ltd. Agribusiness 431 
267 Mr. Wuttinun Komkrit Assistant Manager Kamol Industry Co., Ltd. Pulp & Paper 501 
268 Mr. Manut Kraburnsuwan General Manager Four Seas Acme Co., Ltd. Chemicals 461 
269 Mr. Tawatchai Jitdee President Bangkok Crystal Co., Ltd. Household Good 48 
270 Mr. Surasak Surakeatchaiwit Senior Advisor Asia Machine Part Co., Ltd. Machinery & Equ 43 
271 Mr. Sinchai Chawanapun Group Mana er Asian Marines Co., Ltd. Transportation 40 
272 Mr. Vichai Thachawattananun Section Manager Thai Wacoal Co., Ltd. Textiles 49 
273 Mrs. Poonsri Adulyaphichet General Manager Chengmai Frozen Foods Co., Ud. Agribusiness 48 
274 Mr. Prapan Pongbanglee Director Srithai Foods & Beverage Ltd. Food & Beverage 45 
275 Mr. Chairoge Anupongsireekul VP(Production) Minor Corporation Ltd. Commerce 41 
276 Mrs. Sirisupa Sengprecha Executive VP GFPT Food Co., Ltd. Agribusiness 40 
277 Miss Supa Sakulkaow _ Executive Manager Songtai Group Co., Ltd. Transportation 43 
278 Mr. Peesarn Tachakasam Chairman B. I. T. Land Co., Ltd. Property Develmt 51 
279. Mr. Panoumtun Chusangtong General Manager Chakawalphan Co., Ltd. Food & Bevera2e 46 
280 Mr. Chukeat Manorat President Preecha Group Co., Ltd. Property Develmt 41 
281 Mr. Theerapan Tangkanapuck Executive VP PAE Land Development Co., Ltd. Property Develmt 43 
282 Miss. Chanpen Chongthakarnsom Senior Associate MDX Co., Ltd. Property Develml: 45 
283 Mr. Thavee Poothongkum Vice President Banpu Mining Pic. Energy 46 
284 Mr. Soommai Visitsartkul Director International Broadcasting Company Ltd. Entertainment 48 
285 Mr. Anuchit Rungkeatkul Vice President Bangkok Warehouse Co., Ud. Warehouse&Silo 50 
286 Mr. Arounwont Pepchatree Deputy MD Banqkok Insurance Co., Ltd. Insurance 53 
287 Mr. Somsak Chantratip Production Manager All Pack Movers And Shipping Co., Ltd. Shipping 58 
288 Mrs. Chantana Kachonket Marketing Manager K Kamcrane & Transport (1989) Co., Ud. Transportation 41 
289 Mr. Wasil Kulsompun General Manager UPK Transport Co., Ud. Transportation 43 
290 Mr. Niffus Kusum First VP NEP Co., Ud. Plastics 40 
291 Mr. Somkeat Th-awoiýviiitporn Senior Manager Pha Dang Industry PIc. Mining 51 
292 Mr. Saroge Pattanapanitsak Assistant Manager Essex International Co., Ltd. Jewelry 60 
293 Mr. Sakol Thachasathaporn General Manager Safaree World Co., Ud. Entertainment 41 
294 Miss Yeirat Tantiransri Director Chanchai Transport Ud. Transportation 43 
295 Mr. Charirat Rakachart Deputy Chairman Suwanbutt Co., Ltd. Warehouse&Silo 46 
296 Mr. Suchart Charoungkul Managing Director Traffic Express Co., Ltd. Transportation 51 
297 Miss Somsri Sokprasert President Advance Control And Security Guard Co., Ud Services 53 
298 Mr. Sunton Damroungkeat President CK Systems (Thailand) Co., Ltd. Manufacturing 411 
299 Miss Porntip Kulmanung General Manaqer Phoenix Siam Co., Ltd. Packaging 431 
300 Mrs. Chariya Ausensawat Senior Sup. (AnaLce t Engineering Co., Ud. Inter Far Eas Construction 38 
301 Mr. Keatporn Anukulkarn Managing Director B&W Hitechnology Supply Co., Ltd. Manufacturing 42 
302 Mr. Sakdawut Srisuksawat Deputy Chairman Lelan Enterprise Co., Ltd. Hotel 51 
303 Mr. Chanin Executive Director The Dusit Thani Groups Hotel 46 
304 Mrs. Wilaiwan Kamnat General Manager Y. N. S. Marketion Co., Ud. Services 51 
- 305 Mr. Somsak Sirisaktanakul First VP S. V. Support Co., Ltd. Cosmetics 41 
306 Mr. Sichong WiNyarat Vice President Central Paper Industrial Co:, Ltd. Pulp & Paper 391 
307 Mr. Pongchai Deerawong Senior Manager Chalermsak Co., Ud. Plastics 431 
308 Mr. Aroung Komkrasam First VP J. Unity Company Limited Commerce 511 
309 Mr. Somkeat Somsamart Director K. Dee Charoen Trading Co., Ltd. Cosmetics 421 
310 1 Mrs. Wanida Sununta President KB Belt Co., Ltd. Manufacturing 43 
311 Miss Prisana Chekul Senior Manager General Stainless Co., Ud. Household Good 61 
312 Mr. Chartsiri Sukkapong Regional Manager Pepsi (Thailand) Co., Ud. Beverages 39 
313 Mr. Anan Chantanukul General Manager Sritai Co., Ud. Services 42 
314 Mr. Cheng Niruttimanon Vice President Thai Construction Services Co., Ud. Construction 51 
315 Mr. Visarn Chantasate Director T. S. D. Services Co., Ltd. Services 45 
316 Mr. Sumatawat Seetabutt Managing Director Eastern Food Co., Ltd. Argriculture 381 
317 Mr. Ntti Phongsiri First VP Thai Phatana Food Industry Co., Ltd. Argriculture 401 
318 Mr. Suchai Charudul Deputy MD Fieco Co., Ltd. Transportation 46 
319 Mr. Patana Kongsomboon President Fureka International Contracts Co., Ud. Construction 60 
320 Mr. Tani Kulmanuwong VP (Management) The Professional Kitchen Co., Ltd. Household Good 51 
321 Mr. Wichean Somsamai Deputy Chairman Raum Sang Stainlees Steel Work Co., Ltd. Machinery & Equ 43 
322 Mr. Waroodom Boonvvisut Director Four Hands Maintenance Co., Ltd. Construction 46 
323 Mr. Prawit Plyakul Vice President Central Department Store Co., Ltd. Department Store 47 
324 Mrs. Sasiton Sirisariwong Executive Director The World Trade Center Co., Ltd. Department Store 391 
325 Miss. Nantana Srirattanakul Senior Manager Sahapattanapiboon Pic. Commerce 411 
326 Mrs. Patchala Jounloong General Manager Robinson Department Store Co., Ud. Department Store 39 
327 Mrs. Piyapun Urunanun Director New City (Bangkok) Co., Ltd. Commerce 38 
328 Mr. Bunpott Boonlitthongchai Manager Siam Macro Co., Ltd. Commerce 41 
329 Mr. Pawit Piyasiriwong General Manager Big Clean Co., Ltd. Services 52 
330 Mrs- Marlai Wongwatanaroge Owner Surapon Foods Public Company Limited Argriculture 46 
331 Mr. Apichart Suksakulchai Senior Advisor Consec Cleaning Service Co., Ud. Services 54 
332 Mr. Apichart Thongsatit Vice President Srithai Superware Public Company Limited Manufacturing 511 
333 Mr. Surasakdi wongpakorndiat President Universal Frozen Foods Co., Ltd. Argriculture 461 
334 Mrs. Pensri Sirikulnakorn Director Thip Cleaning Co., Ltd. Services 41 
335 1 Mr. Virayudh Assakul _ Deputy Chairman The Ocean Insurance Co., Ud. Insurance 36 
336 Mrs. Sidrat TeavArat Executive VP Impress Services Co., Ltd. Services 51 
337 Mr. Sumrit Saffapong Deputy Manager Siam Navaco Co., Ud. Cosmetics 46 
338 Mr. Prinya Chotikastien First VP Rajana Real Estate Pic. Property 56 
339 Mr. Songkarn Issara _ Senior Associate C. 1. Property Co., Ltd. Property 41 
340 Mrs. Tanatip Nangwong Mananina Director Standard Manufacturing Co., Ltd. Manufacturing 43 
341 Mr. Sompop Chintammamit General Manager Bangkok Inter Food Co., Ltd. Argriculture 56 
342 1 Mr. TaWn Kaowpitul General Manager United Material Supply co., Ltd. Machinery& Equ 
143 
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43 1 Mr. Sakchai ChaWratsiriwong IDirector I Thai Floor Cleanning Machine Co., Ltd. I Machinery& Equ 53 
344 Mr. Chartchawan Winilchainun Director Bangkok Machinery and Parts Co., Ltd. Machinery & Equ 41 
345 Mr. Samrat Usatan _ Executive Director Pitaksin Materials Co., Ltd. Plastics 46 
346 Mr. Tongchai Tachasatant Regional Manager Maxim Internatinal Corporation Ltd. Pul & Pa er 60 
347 Mr. Deelok Maneeroung Senior Associate Sun System Corporation Ltd. Printing & Publ. 45 
348 Miss Saimai Lamaichan General Manager Advance Vision Systems Co., Ltd. Communication 48 
349. Mr. Saman Sangsuwan Deputy MD Media & Data Co., Ltd. Commerce 43 
350 Mr. Sokkamol Maturn Vice President Technology Supply Co., Ltd. Electronic Produc 501 
351 Mr. Suwichart Pojsima President Zebra Computer Co., Ltd. Computer 601 
352 Mr. Chartsid Sukkapong Manager Grand Central Co., Ltd. Hotel 451 
353 Mr. Wiwat Chadapan Executive Director Future Route Co., Ltd. Communication 51 
354 Mr. Jadat Insawang General Manager Ventec Co., Ltd. Electrical Applian 46 
355 Mr. Prapan Tananung Vice President Royal Cable And Communication Co., Ud. Communication 43 
356 Mr. Pongsit Wanilwatana VP (Management) Unitrio International Co., Ltd. Entertainment 41 
357 Mrs. Pasana Chunsawee Director Site Preparation Management Co., Ltd. Property 46 
358 Mrs. Worranaj Nakornchai Section Manager Inter Computer Co., Ltd. Computer 41 
359 Mr. Pirayout Routanung Managing Director United Motorworks Co., Ltd. Vehicles & Parts 511 
360 Mr. Kongtun Rowtat Deputy MD Atrio Company Limited Energy 40 
361 Mr. Payoung Yupapin Chairman Pornthana Industrial Co., Ltd. Building & Furnis 43 
362 Mr. Suchit Charoungchai Vice President C- Tech Novachem Co., Ltd. Communication 51 
363 Mr. Nulak Mahattanaarnon Director N. R. Instant Produce Company Limited Commerce 39 
364 Mr. Kornnop Jullachat VP(Production) Pre, "ack (Thailand) Co., Ltd. Packa ing 49 
365 Mr. Anusorn Amorrichat General Manager M- Bit Co., Ltd. 47 
366 Mr. Terdsak Chansrakaeo VP Finance Karat Sanitary Ware Public Co., Ltd. Construction Mat 451 
367 Mr. Kraisin Vongsurakrai Section Manager Chemical Specialties Corporation Ltd. Chemicals 46 
368 Mrs. Darunee Edwards Production Manager Royal Food Processing Project Co., Ltd. Argriculture 42 
369 Mrs. Nittipa Monyakul Executive Advisor Patarat Tanakorn co., Ud. Property 43 
370 Mr. Somnuk Chanchamwat Marketing Manager United Enterprise Company Limited 
_ 
Building & Furnis 40 
371 Puangratana Xuto Vice President Belerdort (Thailand) Co., Ltd. 
_ 
Property 49 
372 Mr. Ravee Mongkoltavee General Manager Quality Houses Public Company Ltd. Property 51 
373 Mr. Varasai Nivatanonda Director Trio - Trio Travel Group Co., Ltd. Hotel 461 
374 Mr. Chaiyut Pongtanasaksakul Manager Merck Ltd. Cosmetics 521 
375 Mr. Keat Kittanawan Chairman Bangkok Integrated Trading Co., Ltd. Commerce 411 
376 Mr. Pipop Prasarttong President AWAT Thai Limited Electrical Applian 49 
377 Mr. Somkun Rawirat General Manager Numchoke Chemical Ltd., Part. Chemicals 43 
378 Mr. Sand Naraipun Deputy MD Cofco Chemical Co., Ltd. Chemicafs 40 
379 Mr. Pisan Surasakpiboon Vice President Viat Mongkok Limited Partnership Plastics 49 
380 Mr. Siriwattana kulkitcharoung Vice President P. R. Chernecal Ltd., Part. Chemicals 51 
331 Mr. Siam Choksawangwong VP Seven - Eleven Company Limited Commerce 39 
382 Mr. Chamnan Thanaviriyakul Managing Director Sinthanachote Company Limited Textiles 51 
383 Mr. Prasit Thanaprakop Manager Amway (Thailand) Co., Ltd. Commerce 42 
334 Mrs. Somsri Srichern Executive Director Peliance Tech - Service Co., Ltd. Communication 46 
385 Mrs. Yupa Surasakmanakul Director Champion Machine Tools (Thailand) Ltd. Manufacturing 57 
386 Mr. Wuttichai Bunyasit Senior Vice President Siam Electric Co., Ltd. Electronic Produc 43 
387 Mr. Sawat Penpart VP(Marketing) Tong ang Weight Scale Co., Ltd. Manufacturing 40 
388 Mr. Pornleed Jaturapit Director Adam Engineering & Packing Machine Ltd. Manufacturing 50 
389 Mr. Manob Song-Im Senior Advisor Pacific Air Travel Co., Ltd. Transportation 42 
390 Mr. Apinan Na-Ranong VP(Production) P. S. Tower Co., Ltd. Property 46 
391 Mr. Piyawat Chaichittanawat General Manager Thai Asahee Co., Ltd. Building & Furnis 50 
392 Mr. Suchart Kaowkeatkul Vice President Thai Pattana Machtronics Co., Ltd. Electronic Produc 49 
393 Mr. Somnuk Malwiwattanawong Managing Director Kardia Corporation Limited Advertising 53 
394 Mr. Pornsak Sakchaisiri Senior Associate Thaimex Concept Co., Ltd. Manufacturing 46 
395 Miss Sudarat Komwit CEO Thai Plant Export Co., Ltd. Manufacturing 57 
396 Mr. Teerawut Sukjai General Manager Thaiway Co., Ud. Warehouse&Silo 51 
397 Mr. Kttikul Piboonwong Assistant Manager Vatana Phaisal Engineering Co., Ltd. Construction 43 
398 Mr. Pornchai Chootsuchart Vice President Siam Sophon Co., Ltd. Packaging 61 
399 Mr. Manop Maicharoung Director First Pack Co., Ltd. Packaging 43 
400 Mrs. Somsiri Soksawatwong President Bangkok Office Automation Co., Ltd. Manufacturing 51 
401 Mr. Korn Comwirat Vice President Perfect Office Furniture Co., Ltd. Building & Furnis 41 
402 Mr. Pichai Krasamkittikul General Manager Thaiwa Food Co., Ud. Agribusiness 62 
403 Mr. Somsak Chaiyawit General Manager Dust Control Co., Ltd. Services 47 
404 Miss Sirisupa Kulwaracharoung Senior Manager V. M. S. Development & Technology Co., Ltd. Electronic Produc 43 
405 Mr. Wichai Pottdoun President Thai Green Tech Co., Ltd. Communication 51 
406 Mr. Wiwat Sutcharit Senior Manager Wiwatsan Co., Ltd. Agribusiness 461 
407 Mrs. Karnchana Choosangchai Director Evergreen Plc. Shipping 591 
408 Mr. Praween Suppapoun General Manager Fiber Industrial Product Co., Ltd. Manufacturing 52 
409 Mr. Tanakorn Nougnutda Deputy MD Yellow Coconut Co., Ud. Ar riculture 50 
410 Mr. Songkran Jamkrachai Senior Manager Siam Chemical Co., Ltd. Chemicals 46 
411 Mr. Pornchai Chaivishit Senior Vice President Thai Plastics Plastics 43 
412 Mr. Surasak Wattanasid Vice President Winner Design Limited PartnEýý Building & Furnis 50 
413 1 Miss Chanpeen Ngammung President Thai Techno Plate Co., Ltd. IManufacturing 47 
414 Mr. Sook Sangsutti First VP Cityart Aluminium works Co., Ltd. Machinery & Equ 46 
415 Mr. Prawit Sompornsang nager S. P. P. Pumps (Thailand) Ltd. Plastics 50 
416 Mrs. Somsiri Sirisawat Director World Tech Co., Ltd. Com uter 58 
417 Mr. Suchart Kaowcharoung CEO Hans Pest Control Service Co., Ltd. Services 53 
418 Mr. Kamchai Kammana VP(Production) Advance Services Co., Ltd. Services 46 
419 Mr. Tawatchai Suttima General Manager North Safety Equipment Co., Ltd. Machinery & Equ 49 
420 Mr. Wichean Suriyamanee Assistant Manager Drago (Thai) Co., Ltd. Clothing & Footw 61 
421 Mr. Komwit Napasang Vice President Winstar Co., Ltd. 57 
422 Mrs. Kainapa Sangsanit Deputy MD Wanachai Groups Co., Ltd. Building & Furnis 53 
423 Mr. Chan Boonprasit President Inter Engineering Co., Ltd. Electrical Applian 59 
424 Mr. Pakorn Pompisut General Manager Media Perfect Co., Ltd. Commerce 43. 
4251 Mr. Suppachai Chantrarangsuk Senior Associate Tai Huat Co., Ltd. Transportation 46 
426 Mrs. Maneerat Sinkpae Director Judis Development Company I-Imited Property 481 
427 Mr. Suchart Charounchainunt Director Better Be Home Co., Ud. Household Good 511 
428 Mr. Sanit Kraykom General Manager Big Point Co., Ltd. Manufacturing 46 
429 Mr. Naroung Nimsakul Finance Manager Thai Solder Industry Co., Ltd. Manufacturing 53 
430 Mr. Worrawit Kov0twattanakul General Manager Machcon Alfill Co., Ltd. Computer 61 
431 Mr. Aram Kulprasit Marketing Director Shawdow Rotapack (1991) Co., Ltd. Packaging 50 
432 Mrs. Chantra Prisunt Vice President Filpac Co., Ltd. Packaging 58 
433 Mr. Anun Kaowpiroum Vice President Thai Sek Son Co., Ltd. Commerce 46 
434 Mr. Surapol ttiya Manaaina Director Thiptanaporn Co., Ltd. Commerce 43 
435 Mrs. Sangaroung Kulprasit Regional Manager Sunoco (Thailand) Co., Ltd. Electrical Applian 51 
436 Mr. Suwit Suwiriyasirikul President Thai Houghton 1993 Co., Ltd. Plastics 43 
437 Mr. Tanourn Nungmanij Senior Manager Boelube Eastern Co., Ltd. Chemicals 46 
438 Mr. Wiboon Tippayasak Vice President Olympic Business Ltd., Part. Commerce 57 
439 Mr. Pichai Chaipongtorn Deputy MD Yellow Plus Co., Ltd. Household Good 40 
440 Mr. Suchart Boonpa - Managing Director Chem - Lube International Co., Ltd. Chemicals 43 
441 Mr. Tammawit Sangchai President Bhonretanaparb Co., Ltd. Commerce 46 
442 Mr. Promtep Ralchan Deputy Manager Firm Products Co., Ltd. Commerce 40 
443 Mrs. Keinkarn Sirisawat President Thanachai Sales And Services Co., Ltd. Machinery 61 
444 Mr. Mongkong Wongvvichai Managing Director Oxy Guard Co., Ltd. Services 43 
445 Mr. Suriya Sarit First VP Fuft - Tech Company Limited. Electronic Equip 51 
446 Mr. Boompen Jaturapan Senior Vice President Sintorn Trading Co., Ltd. Commerce 461 
447 Mrs. Pornsid Chucharoung Director Tapping Screws Co., Ltd. Machinery & Equ 57 
448 Mr. Piroj LeetopUn Senior Manager Bangkoknitikarn Law& Detective Co., Ltd. Services 50 
449 Mr. Somchart Manasil Director Siam Hardware Co., Ltd. Machinery & Equ 49 
450 Mr. Chanwit Anougkakul Manaoina Director Pan Siam Express Co., Ltd. Transportation 50 
451 Mrs. Chamchan Nounchan Vice President Stainless Fastener Co., Ltd. Household Good 43 
452 Mr. Anutchai Somwong Vice President Lenso Communication Co., Ltd. Communication 51 
453 Mr. Yeiyoun Kamoonwong Managing Director SPK Supplies Co., Ltd. Construction 46 
454 Mr. Sayunt Sangsayunt Executive Manager Davit Telecom Sales & Sendce Co., Ltd. Communication 53 
455 Mr. Pipat Chaiyo Senior Manager Sermkit Enterprise Co., Ltd. Warehouse&Silo 57 
456 Mrs. Somjai Samransit Director Century Quick Co., Ltd. Services 50 
457 Mr. Prakoom Kanjananukul Managing Director N. P. Doulos Co., Ltd. Commerce 46 
453 Mr. Prasant Kaowkasam General Manager Thammasorn Co., Ltd. Chemicals 58 
459 Mr. Anusorn Taneepuncharoung Executive Manager Crown Billiard And Snooker Ltd. Part. Services 511 
460 Mr. Surachai Wiriyasirikamol Vice President Soew Heng Huat Pacific Co., Ltd. Hotel 37 
461 Mrs. Suttinee Prakit Senior Vice President Inter Shutter Co., Ltd. Property 53 
462 Mr. Koopchai Ktnusoon Senior Manager Poonsaftha Trading Co., Ltd. Commerce 41 
463 Mr. Priwan Roungsuriya CEO Big Shuttle Co., Ltd. Container 57 
464 Miss Somsri Srisuwan General Manager Pro Champ Co., Ltd. Fabrics 50 
465 Mr. Pornchai Jarearnchai President Pornchai Jarearn Ruam Trading Co., Ltd. Services 46 
466 1 Mr. Samrin Intranung Managing Director Samrin Import - Export Ltd., Part. IServices 331 
z 
C, 





C 
a. 



Appendix 19 
FIELD WORK 
SOURCE: TENNIS CASE 
QUESTIONS Subi Sub2 
-Sub3 
Sub4 SubS Sub6 I Sub7 Sub8 SubS Sub10 
1. Search for more information 0 1 1 1 0 11 1 0 1 0 
2. Systematic approach to problem 0 0 0 0 1 1 1 0 1 0 
3. Generate alternative 0 1 0 0 1 1 0 0 0 0 
4. Involve others in DMP 1 1 1 1 1 0 1 1 1 0 
TOTAL 1 3 2 2 3 3 3 1 3 0 
QUESTIONS Subi 1 Sub12 Subl3 Sub14 I SublS SublS Subl7 SublB SubI9 Sub20 
1. Search for more information 1 0 1 0 0 1 1 1 0 1 
2. Systematic approach to problem 1 0 1 0 0 1 1 1 0 1 
3. Generate alternative 0 1 0 0 1 1 0 0 1 0 
4. Involve others in DMP 1 1 0 0 1 0 1 1 1 0 
TOTAL 3 2 2 0 2 3 3 3 2 2 
QUESTIONS Sub2l Sub22 Sub23 Sub24 Sub2S Sub26 I Sub27 Sub28 I Sub29 Sub30 
1. Search for more information 0 1 1 0 0 1 1 1 1 1 
2. Systematic approach to problem 0 0 1 0 1 1 1 1 0 1 
3. Generate alternative 1 0 0 0 0 0 0 1 0 0 
4. Involve others in DMP 1 0 0 1 1 0 0 0 1 1 
TOTAL 2 1 2 1 2 2 2 3 2 3 
QUESTIONS Sub3l Sub32 SuIJ33 Sub34 Sub35 Sub361 Sub37 Sub38 Sub39 Sub40 
1. Search for more information 0 0 1 1 1 0 1 0 0 11 
2. Systematic approach to problem 0 0 0 0 1 0 0 0 1 0 0 
3. Generate alternative 1 0 1 0 0 a 1 0 0 
4. Invotve others in DMP 0 0 0 1 1 1 1 1 0 
TOTAL 1 0 2 2 3 1 3 1 
QUESTIONS Sub4l Sub42 Sub43 Sub44 Sub45 Sub4G Sub47 Sub48 Sub4S SubSO 
1. Search for more information 0 1 0 1 0 1 0 0 1 0 
2. Systematic apProach to problem 0 0 0 1 1 1 0 0 1 1 
3. Generate altemative 1 0 1 1 0 0 0 1 0 1 
4. Involve others in DMP 0 1 1 1 1 1 0 0 0 
-1 
TOTAL 1 2 2 4 21 3 ol 1 2 3 
QUESTIONS Sub5l Sub52 Sub53 Sub54 I SubSS Sub5G Sub57 SubS8 Sub59 Sub6O 
1. Search for more information 1 0 0 0 1 1 0 1 0 0 
2. Systematic approach to problem 1 0 1 0 0 1 1 0 1 0 
3. Generate alternative 0 0 0 1 1 1 1 1 1 1 
4. Involve others in DMP 1 0 1 1 0 0 1 0 1 
TOTAL 3 0 2 2 2 3 2 3 2 2 
QUESTIONS Sub6I SuIJ62 Sub63 Sub64 I SubGS Sub66 Sub67 Sub68 Sub69 Sub70 
1. Search for more information 
- 
1 0 0 1 1 1 0 0 1 0 
- 
ýSstematic approach to problem 1 0 1 0 0 0 0 1 1 0 
3. Generate alternative 0 0 0 0 0 1 1 1 1 0 
Involve others in DMP 0 0 1 0 1 1 0 1 0 0 
TOTAL 2 0 2 1 2 3 1 3 3 0 
QUESTIONS Sub7l Sub72 Sub73 Sub74 I Sub75 Sub76 Sub77 Sub78 Sub79 Sub8O 
1. Search for more information 0 1 0 1 0 0 1 1 0 0 
2. Systematic approach to problem 1 0 0 0 0 1 0 0 1 0 
3. Generate alternative 1 1 1 1 1 1 0 0 1 1 
4. lnvotve others in DMP 0 1 1 1 0 0 0 0 0 1 
TOTAL 2 3 2 3 1 2 1 1 2 2 
QUESTIONS SUM SUM SUM Sub84 Sub85 Sub86 SUM SON I Sub89 SubSO 
1. Search for more information 0 0 1 1 1 1 1 1 0 1 
2. Systematic approach to problem I u 1 0 1 1 0 0 1 0 
3. Generate altemative 1 0 1 1 0 0 0 0 1 0 
4. Invotve others in DMP 0 0 0 1 1 1 1 0 0 0 
TOTAL 2 0 3 3 3 3 2 1 2 1 
QUESTIONS Sub9l Sub92 Sub93 Sub94 Sub95 Sub96 SubS7 Sub98 Sub99 SubIDO 
1. Search for more information 0 1 0 0 1 0 1 1 0 1 
2. Systematic approach to problem 0 0 0 1 1 1 0 1 0 1 
3. Generate altemative 1 1 1 1 0 1 0 0 0 1 
4. Invotve others in DMP 1 1 0 1 1 1 0 0 1 0 
- 
TOTAL 2 3 1 3 3 3 1 2 1 3 
QUESTIONS SublOl SU15102 Subl03 SU15104 SUMS SublOG Subl07 SublO8 SublOS SubllO 
1. Search for more information 1 0 1 1 1 1 1 0 0 1 
2. Systematic approach to problem 0 1 0 0 1 0 0 0 1 1 
3. Generate alternative 1 1 0 0 0 1 0 0 0 0 
4. Involve others in DMP 1 1 0 1 0 1 0 0 1 1 
TOTAL 3, 3 1 2 2 3 1 0 2 3 
- 
QUESTIONS Sublil Subll2 Subl13 Subll4 Subl 16 Subll6 Sub'117 Subl`18 Subll9 Sub1201 
1. Search for more infonnation 0 0 0 1 0 1 1 1 1 0 
2. Systematic approach to problem 1 1 0 1 1 0 1 1 1 1 
3. Generate alternative 1 1 0 0 0 0 0 1 1 1 
4. Involve others in DMP 0 0 0 1 0 1 1 0 1 1 
TOTAL 2 2 0 3 1 2 3 3 4 3 
QUESTIONS Sub121 Sub122 Sub123 Sub124 Sub126 Sub126 Sub127 Sub128 Sub129 Sub130 
1. Search for more information 1 1 0 1 0 1 1 0 1 1 
2. Systematic approach to problem 0 0 1 1 1 0 1 0 0 0 
3. Generate alternative 0 1 0 1 0 1 0 1 0 1 
4. Involve others in DMP 1 1 0 1 0 1 0 0 0 
.1 
TOTAL 2 3 1 4 1 3 2 1 1 3 
QUESTIONS Subl3l Sub132 Sub133 Subl34 Sub135 Sub136 Sub137 Sub138 Sub139 Sub140 
1. Search for more information 1 0 1 0 1 0 0 1 0 0 
2. Systematic approach to problem 1 1 0 0 0 1 0 1 1 0 
3. Generate alternative 1 0 0 1 1 0 0 0 1 1 
4. Involve others in DMP 1 1 1 1 1 0 0 1 0 1 
TOTAL 4 2 2 2 3 1 0 3 2 2 
QUESTIONS Subl4l Sub142 Sub143 Sub144 Subl45 Subl4G Subl47 Sub148 Subl49 SublSOI 
1. Search for more information 0 1 0 1 0 0 0 1 1 1 
2. Systematic approach to problem 1 0 1 1 1 1 0 1 0 1 
3. Generate alternative 0 1 1 1 1 1 0 0 0 0 
4. Involve others in DMP 0 1 1 1 1 0 0 1 1 1 
TOTAL 1 3 3 4 3 2 0 3 2 3 
QUESTIONS Subl5l SubI52 SubI53 SublS4 SublS5 SublSG Subl57 SubI58 Subl59 SublGO 
1. Search for more information 0 0 0 1 0 1 0 1 1 0 
2. Systematic approach to problem 1 0 0 0 o 1 0 0 1 1 
3. Generate altemative 1 1 1 1 0 0 0 1 1 1 
4. Involve others in DMP 1 0 0 1 1 0 0 1 0 1 
TOTAL 3 1 1 3 1 2 0 3 3 3 
QUESTIONS SublGI SubIG2 SubI63 SubIS4 SubIS5 Subl6G SubI67 SublG8 SublG9 Sub170 
1. Search for more information 1 1 0 1 0 1 0 1 0 1 
2. Systematic approach to problem 0 0 1 0 0 1 1 0 1 1 
3. Generate altemative 1 0 0 0 1 1 0 1 1 1 
4. Involve others in DMP 1 1 1 0 1 1 1 1 1 0 
TOTAL 3 2 2 1 2 4 2 3 3 3 
QUESTIONS Subl7l Sub172 Sub173 Subl74 Sub175 Subl7S Subl77 Subl78 Sub179 Sub1801 
1. Search for more information 0 1 1 0 0 1 0 0 1 1 
2. Systematic approach to problem 0 1 1 0 1 0 0 0 1 1 
3. Generate altemative 1 0 1 1 0 0 0 1 0 1 
4- Involve others in DMP 0 1 0 1 1 0 1 0 1 1 
TOTAL 1 3 3 2 2 1 1 1 3 4 
QUESTIONS Subl8l SubI82 SUbI83 Subl84 SUMS SublBS Sub187 SubI88 SubI89 SubI90 
1. Search for more information 1 0 1 0 1 0 1 0 1 0 
2. Systematic approach to problem 0 0 . 0 0 0 1 1 1 0 0 
3. Generate alternative 0 0 1 0 1 1 - 0 1 1 0 
4. Involve others in DMP 1 0 1 0 1 1 1 1 1 1 
TOTAL 1 21 0 3 0 3 3 3 3 3 1 
QUESTIONS Subl9l SublS2 Subl93 Subl94 Subl96 Subl96 Sub197 SubI98 Sub199 Sub200 
1. Search for more information 0 1 0 0 1 0 1 1 0 1 
2. Systematic approach to problem 1 1 1 1 1 1 0 0 1 1 
I Generate altemative 0 1 0 1 0 0 1 1 1 0 
4. Invotve others in DMP 0 0 1 0 0 0 1 1 1 1 
TOTAL 1 3 2 2 2 1 3 3 3 3 
QUESTIONS Sub201 Sub202 Sub203 Sub204 Sub205 Sub206 Sub207 Sub208 Sub209 Sub210 
1. Search for more information 1 1 0 0 1 1 0 1 0 0 
2. Systematic approach to problem 1 0 0 1 0 1 1 1 1 1 
3. Generate alternative 0 0 1 1 1 1 1 0 1 0 
4. Involve others in DMP 0 1 1 0 0 0 1 0 0 1 
TOTAL 2 2 2 2 2 3 3 2 2 2 
QUESTIONS Sub2ll Sub212 Sub213 Sub214 Sub215 Sub2lG Sub217 Sub218 Sub219 Sub220 
1. Search for more information 1 1 0 1 1 0 0 1 0 0 
2. Systematic approach to problem 0 1 1 0 0 1 0 1 0 0 
3. Generate altemaWe 1 0 1 0 1 1 1 0 0 0 
4. Involve others in DMP 1 1 1 0 1 0 1 0 0 1 
TOTAL 3 3 3 1 3 2 2 2 0 1 
QUESTIONS Sub221 Sub222 Sub223 Sub224 Sub225 Sub22G Sub227 Sub228 Sub229 Sub230 
1. Search for more information 1 1 0 0 1 1 0 0 1 0 
2. Systematic approach to problem 1 1 1 0 1 1 1 1 0 1 
3. Generate alternative 0 1 0 0 0 1 0 1 1 0 
4. Involve others in DMP 1 1 1 0 1 1 0 0 1 0 
TOTAL 3 4 2 0 3 4 1 2 3 1 
QUESTIONS Sub231 Sub232 Sub233 Sub234 SUMS Sub23Gj Sub237 Sub238 jSub239 Sub2401 
1. Search for more information 1 0 1 0 0 0 1 0 1 0 
2. Systematic approach to problem 0 0 1 1 0 0 1 0 1 1 
3. Generate alternative 1 1 0 0 1 0 0 1 0 0 
4. Involve others in OMP 1 1 1 1 1 1 0 0 1 1 
TOTAL 3 2 3 2 2 1 2 1 3 2 
QUESTIONS Sub241 Sub242 SU15243 Sub244 Sub245 Sub246 Sub247 Sub248 Sub249 Sub2501 
1. Search for more information 1 0 1 0 1 1 1 -- 0 1 0 
2. Systematic approach to problem 0 0 1 1 0 1 1 0 0 1 
3. Generate alternative 1 1 1 1 1 1 0 1 1 1 
4- Involve others in DMP 1 1 1 0 1 1 1 1 1 1 
TOTAL 3 2 4 2 3 4 3 2 3 3 
QUESTIONS Sub251 Sub252 Sub253 Sub254 Sub25S Sub256 SUb257 Sub258 Sub259 Sub260 
1. Search for more information 1 1 0 0 1 0 1 0 1 1 
2. Systematic approach to problem 0 0 1 1 0 1 1 1 0 0 
3. Generate alternative 1 0 1 1 1 0 0 0 0 1 
4. Involve others in DMP 1 1 0 1 1 0 0 1 1 1 
TOTAL 3 2 2 3 3 1 2 2 2 3 
QUESTIONS Sub261 Sub262 Sub263 Sub264 Sub266 Sub26S Sub267 Sub268 Sub269 Sub2701 
1. Search for more information 0 1 1 1 1 1 1 0 0 0 
2. Systematic approach to problem 1 0 0 0 0 1 0 0 1 1 
3. Generate alternative 0 0 0 1 1 0 1 1 0 0 
4. Involve others in DMP 1 0 1 1 1 1 1 1 0 1 
TOTAL 2 1 2 3 3 3 3 2 1 2 
QUESTIONS Sub271 Sub272 Sub273 Sub274 Sub275 Sub276 Sub277 Sub278 Sub279 Sub28O 
1. Search for more information 1 1 0 1 1 1 0 1 0 1 
2. Systematic approach to problem 1 0 0 1 1 0 0 1 1 0 
3. Generate alternative 0 0 0 0 1 0 1 0 0 1 
4. Involve others in DMP 1 1 1 1 1 1 1 0 1 1 
TOTAL 3 2 1 3 4 2 2 2 2 3 
QUESTIONS Sub281 Sub282 Sub283 Sub284 Sub286 Sub286 Sub287 Sub288j Sub289 Sub2901 
1. Search for more information 1 1 0 1 0 1 0 0 0 1 
2. Systematic approach to problem 0 1 1 1 1 0 1 1 1 1 
3. Generate alternative 0 1 0 0 1 1 0 1 1 0 
4. Involve others in DIVIP 0 1 1 1 0 1 0 0 1 0 
TOTAL 1 4 2 3 2 3 1 2 3 2 
QUESTIONS Sub291 Sub292 Sub293 Sub294 Sub296 Sub296 Sub297 Sub298j Sub299 Sub3001 
1. Search for more information 1 1 0 1 1 1 1 0 1 0 
2. Systematic approach to problem 0 0 0 1 0 0 1 1 1 0 
3. Generate alternative 0 0 0 0 0 0 0 0 0 0 
4. Involve others in DMP 0 1 1 0 0 0 1 1 1 1 
TOTAL 1 2 1 2 1 1 3 2 3 1 
QUESTIONS Sub3Ol Sub302 Sub303 Sub304 Sub3O5 Sub3O6 Sub307 Sub308 Sub309 Sub310 
1. Search for more information 1 0 1 0 1 1 1 0 0 1 
2. Systematic approach to problem 0 1 0 1 1 1 0 1 1 f 
3. Generate alternative 0 0 1 1 0 0 1 0 0 1 
4. Involve others in OMP 1 0 0 0 1 1 1 1 1 0 
TOTAL 2 1 2 2 3 3 3 2 2 3 
QUESTIONS Sub3ll Sub312 Sub313 Sub314 Sub315 Sub316 Sub317 Sub318 Sub319 Sub320 
1. Search for more information 0 1 1 0 1 1 1 0 1 0 
2. Systematic approach to problem 1 5 1 0 0 0 0 0 1 1 
3. Generate alternative 0 1 0 0 0 0 1 0 0 1 
4. Involve others in OMP 1 1 1 0 1 0 0 1 11 1 
TOTAL 2 3 3 0 2 1 2 1 2 3 
QUESTIONS Sub321 Sub322 Sub323 Sub324 Sub325 Sub326 Sub327 Sub328 Sub329 Sub330 
1. Search for more information 1 1 0 0 1 0 0 1 1 0 
2. Systematic approach to problem 0 T 1 1 1 0 0 1 0 0 
3. Generate alternative 0 0 1 1 1 1 0 0 0 0 
4. Involve others in DMP 1 1 1 0 0 1 0 1 1 1 
TOTAL 2 3 3 2 3 2 0 3 2 1 
QUESTIONS Sub331 Sub332 Sub333 Sub334 Sub335 Sub336 Sub337 Sub338 Sub339 Sub340 
1. Search for more information 0 1 1 1 1 1 1 0 1 1 
2. Systematic approach to problem 0 0 1 1 0 0 0 0 0 0 
3. Generate alternative 0 0 1 0 0 0 0 1 1 1 
4. Invotve others in DMP 1 1 1 1 1 0 1 1 1 1 
TOTAL 1 2 4 3 2 1 2 2 3 3 
QUESTIONS Sub341 Sub342 Sub343 Sub344 Sub345 Sub346 Sub347 Sub3481 Sub349 Sub3501 
1. Search for more information 0 1 0 1 0 0 1 1 0 1 
2. Systematic approach to problem 0 T 1 1 0 1 0 1 0 0 
3. Generate alternative 0 0 1 1 0 1 0 1 1 0 
4. Involve others in DMP 0 0 1 1 1 1 1 1 1 1 
I TOTAL I ol 2 3 4 1 3 2 4 2 2 
QUESTIONS Sub351 Sub352 Sub353 Sub364 Sub355 Sub356 Sub367 Sub358 Sub359 SuIJ360 
1. Search for more information 1 0 1 1 1 0 1 1 1 0 
2. Systematic approach to problem 1 0 1 1 1 1 1 0 1 1 
3. Generate alternative 0 1 0 0 0 1 0 0 1 1 
4. Involve others in OMP 0 1 0 1 0 1 0 1 1 0 
TOTAL 2 2 2 3 2 3 2 2 4 2 
QUESTIONS Sub361 Sub362 Sub363 Sub364 Sub366 Sub366 Sub367 Sub368 Sub369 Sub370 
1. Search for more information 1 1 1 0 1 1 0 1 1 0 
2. Systematic approach to problem 1 1 0 1 0 1 0 1 1 T 
3. Generate alternative 1 0 1 0 0 0 1 0 0 1 
4. lnvotve others in DMP 1 1 0 1 1 0 --4 0 1 1 
TOTAL 4 3 2 2 2 2 2 2 3 3 
QUESTIONS Sub371 Sub372 Sub373 Sub374 Sub376 Sub376 Sub377 Sub378 Sub379 Sub380 
1. Search for more information 1 1 1 1 1 0 1 0 0 0 
2. Systematic approach to problem 1 0 1 1 0 0 0 1 0 1 
3. Generate alternative 0 1 1 1 0 1 1 1 1 1 
4. Involve others in DMP 0 1 1 1 1 1 1 1 0 1 
TOTAL 2 3 4 4 2 2 3 3 1 3 
QUESTIONS Sub381 Sub382 Sub383 Sub384 Sub385 Sub386 Sub387 Sub3881 Sub389 Sub390 
1. Search for more information 1 1 0 1 0 0 1 1 0 1 
2. Systematic approach to problem 1 0 1 0 1 0 1 1 0 1 
3. Generate alternative 1 0 0 0 1 1 0 1 1 0 
4. Involve others in DMP 0 1 0 1 1 1 1 0 0 1 
TOTAL 3 2 1 2 3 2 3 3 1 3 
QUESTIONS Sub391 Sub392 Sub393 Sub394 Sub39S Sub396 Sub397 Sub3981 Sub399 Sub4001 
1. Search for more information I I 1 0 1 0 1 1 1 0 
2. Systematic approach to problem 1 0 1 1 1 1 0 1 0 0 
3. Generate altemative 0 1 0 0 1 0 0 1 1 0 
4. Involve others in DMP 0 1 1 1 0 1 1 0 1 1 
TOTAL 2 3 3 2 3 2 2 3 3 1 
QUESTIONS Sub40l Sub402 Sub403 Sub404 Sub40S Sub406l Sub4O7 Sub408 Sub409 Sub410 
1. Search for more information 1 0 0 1 1 1 1 1 1 0 
2. Systematic approach to problem 1 1 1 1 0 1 0 0 0 1 
I Generate aRemative 0 1 1 1 1 0 0 1 0 0 
4. Involve others in DMP 0 1 1 0 1 0 1 0 1 0 
TOTAL 2 3 3 3 3 2 2 2 2 1 
QUESTIONS Sub4ll Sub412 SubM Sub414 Sub415 Sub4lG Sub417 Sub4l8j Sub4l9 Sub420 
1. Search for more information 0 1 1 1 0 1 1 1 0 0 
2. Systematic approach to problem 0 1 1 1 1 1 1 0 0 
3. Generate altemative 0 0 1 0 1 1 1 1 
4- Involve others in DMP 0 0 1 0 1 0 1 1 
TOTAL 0 2 4 2 3 3 4 2 
QUESTIONS Sub421 Sub422 Sub423 Sub424 Sub425 Sub426 Sub427 Sub428 Sub429 Sub430 
1. Search for more information 1 0 1 1 0 1 0 0 1 1 
2. Systematic approach to problem 0 1 0 1 0 1 1 1 1 1 
I Generate altemative 0 1 1 1 1 1 1 1 1 1 
4. Involve others in DMP 1 1 1 1 1 0 1 1 1 1 
TOTAL 2 3 3 4 2 3 3 3 4. 4 
QUESTIONS Sub431 Sub4321 Sub433 Sub434 Sub435 Sub436 Sub437 Sub438 Sub439 Sub440 
1. Search for more information 1 0 11 0 0 1 0 1 
-1 
0 
2. Systematic approach to problem 0 0 0 0 1 1 1 1 0 1 
3. Generate alternative I 1 0 1 1 1 1 1 1 1 
4. Involve others in DMP 1 0 1 1 1 0 0 0 1 0 
TOTAL 3 1 2 2 3 3 2 3 3 2 
QUESTIONS Sub441 Sub442 jSub443 Sub444 jSub446 Sub44G Sub447 Sub448 jSub449 Sub4501 
1. Search for more information 1 1 0 1 0 0 0 1 0 
- 
1 
2. Systematic approach to problem 0 1 0 1 0 1 1 1 1 
3. Generate alternative 1 0 1 a 1 0 1 1 
4. Involve others in DMP 1 1 1 1 1 0 1 1 
TOTAL 3 2 3 1 3 2 a 4 
QUESTIONS Sub451 Sub452j Sub453 Sub454 Sub455 Sub456 Sub457 SuIJ458 Sub459 Sub46O 
1. Search for more information 1 11 0 1 1 1 0 1 0 1 
2. Systematic approach to probfem 1 1 1 1 0 1 1 0 
3. Generate alternative 0 0 0 1 0 1 1 0 
4. Involve others in DMP 1 0 
-1 
0 0 0 1 0 
TOTAL 3 2 3 3 0 3 3 1 
QUESTIONS Sub461 Sub462l Sub463 Sub464I Sub466 Sub4661 
1. Search for more information 1 11 0 1 0 1 
2. Systematic approach to problem 0 0 1 1 
3. Generate altemative 0 1 1 0 
4. Involve others in DMP 1 1 1 1 
TOTAL 2 3 3 3 
Reliability 
Appendix 20 
****** Method 1 (space saver) will be used for this analysis 
REhIABILITYANALYSISSCALE (A LPH A) 
Reliability Coefficients 
N of Cases = 466.0 N of Items =5 
Alpha = . 6289 
Page I 
Factor 
Appendix 21 
-----------FACT0RANALYSIS----------- 
Analysis number 1 Listwise deletion of cases with missing values 
Correlation Matrix: 
SD5Ql SD5Q2 SD5Q3 SD5Q4 SD5Q5 
SD5Ql 1.00000 
SD5Q2 . 46467 1.00000 
SD5Q3 . 16967 . 40919 1.00000 
SD5Q4 . 08622 . 29803 . 49762 1.00000 
SD5Q5 . 24577 . 20207 . 12597 . 16072 1.00000 
I-tailed Significance of Cor relation Mat rix: 
is printed for diagona l elements. 
SD5Ql SD5Q2 SD5Q3 SD5Q4 
SD5Ql 
SD5Q2 . 00000 
SD5Q3 . 00012 . 00000 
SD5Q4 . 03147 . 00000 . 00000 
SD5Q5 . 00000 . 00001 . 00324 . 00025 
,I- . ý'xtraction 1 for analysis 1, Principal Components Analysis (PC) 
119b. 
Initial Statistics: 
SD5Q5 
Variable Conmunality Factor Eigenvalue Pct of Var Cum Pct 
SD5Ql 1.00000 1 2.10177 42.0 42.0 
SD5Q2 1.00000 2 1.09824 22.0 64.0 
SD5Q3 1.00000 3 . 84956 17.0 81.0 
SD5Q4 1.00000 4 . 49702 9.9 90.9 
SD5Q5 1.00000 5 . 45341 9.1 100.0 
PC extracted 2 factors. 
-----------FACT0RANALYSIS----------- 
Page 1 
Factor Matrix: 
Factor 1 Factor 2 
SD5Ql . 59058 . 61469 
SD5Q2 . 77651 . 17964 
SD5Q3 . 72422 -. 45759 
SD5Q4 . 64925 -. 55293 
SD5Q5 . 45167 . 41594 
Final Statistics: 
Variable Communality Factor Eigenvalue Pct of Var Cum Pct 
SD-5Ql . 72663 1 2.10177 42.0 
42.0 
SD5Q2 . 63523 2 1.09824 22.0 
64.0 
SD5Q3 . 73388 
SD5Q4 . 72725 
SD5Q5 . 37701 
ý11 
<-A 
VARIMAX rotation 1 for extraction 1 in analysis 1- Kaiser Normalization. 
VARIMAX converged in 3 iterations. 
Rotated Factor Matrix: 
SD5Ql . 01755 
SD5Q2 . 44914 
SD5Q3 . 84262 
SD5Q4 . 85213 
SD5Q5 . 05013 
. 1! ------------FACT0RANALYSIS----------- 
Factor Transformation Matrix: 
Factor 1 
Factor 2 
Factor 2 
. 85225 
. 65841 
. 15447 
. 03356 
. 61196 
Factor 1 
Factor 2 
. 67783 
. 73522 
Factor 1 
. 73522 
-. 67783 
Page 2 
Appendix 22 
Sub. Own Subjects' comment on definition Characteristics of strategic decision 
1 C 1. Involve lump sum of money A. Non-routine problem 
F 2, Effect the company's status in long term B. High level compleAty 
* 3, Have direct impact on the profit and lost of C. High level of money 
the company. D. High risk 
* 4, The decision which needs the very high E. Take time dudng DMP 
level of managers to decide because it F. Effect the company's status in long term 
requi . rs lots of responsibility. G. Require high rank managers to solve 
E 5, The decision which he has to be very careful H. Require expert advise 
before making any decision (on case and 1. Capable of causing delay to other factors 
infoi7nation). J. Require logi tic plan and analysis 
H 6. The decision which he needs lots of advise K. Organisation structure's change 
and comment from the others before L. Any main job of each department 
making the final decision. M. Urgent problem 
A 7. Non-routine problem N. Involve majority of employees in the company 
P. Require high level of information analysis 
2 F 1. Company's long term plan. R. Involve legal action 
C 2. High level of money S. Important problem With litde information 
A1 3. Non-routine problem T. Any problem regards customers 
E 4. Req ire long term to solve U. Involve companys political aspect 
B 5. High complexity V. Problem regards competitors 
3 1 1. The problem which could cause the delay to 
others process if were not decided quickly. 
B1 2. High compleAty 
C 3. High level of money 
4 D 1. High fisk problem 
G 2, The problem for high management level to 
make decision 
IF1 3. Company's goal 
C1 4. High level of money 
B1 5. High complexity 
1 
5 A1 1. Unusual problem 
C1 2. High level of money 
B1 3. High level of complexity 
D1 4. High risk 
1 
6 H 1. Problem which requires people with high 
experience to solve 
C1 2, Investment problem 
D1 3. Hiah risk 
B1 4. High level of complexity 
1 
7 Problem which requires many factor and 
information to be anaýysed. 
F1 2. Problem which regards the we// being of the 
I company as a whole. 
- 
B 3. Hiah compleAty 
C 4. High level of money involved 
E 5. Take time to solve 
8 C 1. Investment problem 
J1 2, Require strategic thinking (step by step 
a r( 
D 3. H! h risk 
B I 4. Hi h 
E 5. Time consuming 
Sub. Own Subjects' comment on definition Characteristics of strategic decision 
9 J 1. Problem whch requires a careful thought 
K 2. organisation's structure 
C 13. High level of money 
B 4. High level of complexity 
A 5. Non-routine problem 
10 K 1. Problem regards any big change within the 
. company 
(e. g. IT system) 
A 12. Non-routine problem 
B 3. High complexity 
E 4. Take firne to make the decision 
C 5. Involve lump sum of money 
11 C 1. Problem which involves lump sum of money 
L 12. Any main job of each department 
B 13. High complexity 
A 4. Unexpected problem 
12 B 1. High level of complexity problem 
J 2. Problem which requires a careful information 
analysis before any decision can be made 
D 13. High risk 
C1 4. Involve lump sum of money 
E1 5. Take time for the decision making process 
13 M 1. Problem which requires immediate solution 
D 2. High risk 
A 3. Non-routine problem 
C 4. Involve lump sum of money 
1 
14 F 1. ProblemIdecision which has a direct effect 
on company's well being. 
G 2. Problem for the top management level to 
make decision 
C 3. Investment problem 
C1 4. Involve lump sum of money 
D 5. High risk 
E 6. Take time for the decision making process 
A 7. Non-routine problem 
15 N 1. Decision regards the majody of the 
I employees in the company. 
F1 2. Company's goal and objective 
F1 3. Company's mission " 
H1 4. Require lots of opinion, sug2estion from 
I experienced manager 
E1 5. Take time to solve 
B1 6. High level of complexity 
1 
16 C1 1. Any type of investment problem 
J1 2. Require good information analysis before 
I taking any decision 
A1 3. Non-routine problem 
C1 4. Involve lump sum of money 
D1 5. High risk 
r 
17 L L 1. The usual probtem which directly under one's 
resDonsibilih- 
J 2. Require a careful and strategic thought 
N 3. The problem which directly has an effect on 
Sub. Own Subjects' comment on definition Characteristics of strategic decision 
majority of employees in the company 
E 4. Time consuming 
C 5. Involve lump sum of money 
B 6. High level of comple)dty 
18 H 1. The problem which require hýgh experience 
manager to solve 
A 2. Unexpected problem 
P 3. The problem which require lots of information 
for the analysis 
B 4. High level of Complex4 
C 5. Involve lump sum of money 
D 16. High risk 
19 R 1. Problem which involves legal action 
C 2. Problem which involve lump sum of money 
H 3. Problem which require lots of advise and 
- 
suggestion from expertise 
D1 4. Risky problem 
E 5. Time consuming 
B 6. High evel of complexity 
A 7. Non-routine problem 
20 G 1. Problem which requires only high 
1 1 management level to solve 
F1 2. Decision on company's future plan 
C1 3. Investment problem 
P 4. Problem which require a good information 
_ analysis E 5. Time consuming 
A 6. Non-routine problem 
21 F1 1. Decision regards company's goal and 
I objective 
1 2. Decision which involves lump sum of money 
B1 3. High level of complexity 
J1 4. Decision which requires logical approach 
E1 5. Time consuming 
Sub. Own 
I 
Subjects' comment on definition Characteristics of strategic decision 
22 B 1. Problem which involve many factors within 
the problem 
- H 2. Problem which needs advise from specific 
area of expetise 
B 13. High complexity 
D 4. High risk 
E 5. Time consuming 
C 6. Involve lump sum of Money 
23. S 1. Important problem with little available 
information 
D 12. Problem with uncertain outcome 
D 13. High risk 
C 14. Involve lump sum of money 
E 5. Time consuming to find the solution 
24 C 1. Problem concerns profit and loss of the 
company 
A 2. Unexpected problem which urgently require 
I the solution 
D 3. High risk problem 
B 4. High comple)dty 
25 C 1. New investment product 
B 2. High complexity 
S1 3. Problem with little available infounation 
A 4. Non-routine problem 
D 5. High risk 
26 F 1. The problem with uncontrollable condition 
B 2. Problem which involves numbers of factor 
A1 3. Non-routine problem 
C1 4. Involve lump sum of money 
E1 5. Take time to look for solution 
1 
27 E 1. Difficult problem which require long time to 
decide 
B 2. Problem which involves many factors 
G 3. Problem which only high management level 
have the authority to decide 
C 4. Involve lump sum of money 
D1 5. High risk problem 
- ý8 A 1. Urgent problem, unexpected problem with 
little time available 
C 2. Involve lump sum of money 
T 3. Any roblem regards the customers 
B5 4 H* h level of compl xity 4 "! [ 
!D p h risk HigM roblem 
Sub., Own Subjects' comment on definition Characteristics of strategic decision 
29 F 1. Problem regards company's objective and 
_ 
goal 
C 12. New investment problem 
G 13. Problem for the high management level 
C 4. Involve lump sum of money 
B 5. High complexity 
30 N 1. Decision regarding employee of the company 
C 2. Problem regarding the cost of the company 
C 13. Investment problem 
D 14. Hiah risk 
C 5. Involve lump sum of money 
31 N 1. Problem which has direct effect to large 
number of the people in the orgainsation 
B 2. High level of Complexity 
C 13. Involve lump sum of money 
D 4. Hiqh risk 
32 B 1. Chain problem (time, factor) 
E 2. Require long time to consider for the solution 
1 3. Problem which the delay in finding the 
I solution could cause the delay to many other 
I function 
B 4. High comDle--: 1- 
L 
33 U U 1. Problem which involves company's political 
aSDect 
D 2. Problem with uncontrollable factors 
I A1 3. Unexpected problem which require an 
I immediate solution 
DD1 4. Hiah risk 
C 5. Involve lump sum of money 
34 C 
L 
1. Problem involves high level of money 
E 2. Problem with little time available to solve 
B 3. High level of compleAty 
D 4. Hiah risk 
A 5. Non-routine problem 
1 
35 C 1. Involve high level of money 
B 2. Problem which involve number of factors 
B 3. High complexity 
D 4. Problem with uncertain outcome 
A 5. Non-routine problem 
D 6. Hiah risk 
36 D 1. Problem with high risk 
F 2. Problem concerns the structure of the 
company as a whole 
J 3. Problem which require a careful thought and 
- 
plan 
cC 4. Involve lump sum of money L 
E: B 
t 
5. High level of complexity 
A_ 6. Non-routine problem 
Sub. Own 
I 
Subjects' comment on definition Characteristics of strategic decision 
37 V 1. Problem regarding the competitors 
J 2. Problem which requires a logistic approach 
H 3. Problem which requires advise from expertise 
C 4. Invofve lump sum of money 
B 15. High level of comple)(ity 
1 
38 D 1. Problem concems high level of risk 
F 2. Problem regards the company's future plan 
E 3. Problem which requires lots of time to search 
for the best solution 
4. Problem which involves others in the decision 
I making process 
C 5. Invo e lump sum of money 
39 G 1. High management level problem 
C 2. Investment problem 
K 3. Decision regards any change within the 
I orga isation 
D 4. High ýisk 
A 5. Non-routine problem 
E 6. Take time to analyse the cause and the 
action to take 
40 J1 1. Problem which requires a careful thought 
A1 2. Non-routine problem 
P1 
- 
3. Problem, which requires lots of information 
1 C 4. Problem regards the profit and loss of the 
company 
B 5. High complexity 
D 6. RiskV Droblem 
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Inteniew translation 
Subiect no. 07: Mr. Pisit Kemmavothin, Vice President of Royal Gardend Resort Hotel Pic. 
Interviewer: Could you tell me what kind of responsibilities are under your direct supervision, 
please? 
Interviewee: I am the Vice President of this hotel (Royal Garden Resort Hotel) and another II hotels 
within the company. My main responsibilities are to make sure that every hotels in the 
company group grow and reach the expecting yearly plan's profit. I have to do this, that 
and keep up with the social contacts to make sure that the aim of the company will be 
achieved at the end of each year. Apart from that main jobs then I nornially try to solve 
any critical problem which may come across from time to time, for example, any nature 
crisis which could have effect to our hotels, like fires or floods. 
Interviewer: Are you the only VP here in this company? Because in some companies that I 1jad My 
interview with they have more than one VP. 
Interviewce: Yes, I'm the only VP here for the company. Well, there are President who is extremely 
busy because lie owns other companies as well as this one, then it's me, VP, and after 
me there are other executive managers of each hotel and so on. 
Interviewer: Could you tell me what do you understand by the word 'Strategic Decision Problem', 
please? 
Interviewee: Strategic decision problem? Well-can you be more specific on that? 
Interviewer: I can't at this stage, sir. I just want your pure understanding of what the word means to 
you before I can be more specific about it. Please try to think and tell me on what you 
understand or consider to be a strategic decision problem. 
Intervicivee: Well-strategic decision problem must be those kind of problem which really very 
important. It must be a decision regarding the kind of project which involves with high 
budgets. Well, basically, this kind of problem must be very important to the well being 
of the company as a whole. I mean, it could be the change in company's strategy or 
company's aims and objectives. Whatever it is about, it must involves Nvith large sum of 
money. Because, if it is only a problem which doesn't involve Nvith high level of money 
then other lower level of authorized people can make the decision. It wouldn't came up 
to me. Most of those small decision are what I consider as a routine and non-strategic 
decision. It doesn't need Idgh rank of management people to make the decision. 
Interviewer: Do you consider your decision problem as a routine type? 
Interviewee: WelLit's routine in a sense that all the problem I face are always be 'strategic decision 
problem'. As we now understand what it's about. But if you meant 'Do I always get the 
same problem, same case over and over againT then my answer will be 'No'. Everyday 
I have new problem, new case. Hoixever, if the similar case or problem which keep 
coming up often enough, then I'm sure all the managers below me can guess what to do 
with it base on the example they have seen them done from me. In other Avords, if it 
becomes routine problem then the person below me will take care of it. I don't dearwith 
routine problem. 
Interviewer: Could you please choose one of your recent 'strategic decision problern' or the on 
going process one that you have to decide and then explain to me step by step of how 
you reached to the decision? 
Intervicivec: Any problein at all? 
Interviewer: Yes, any 'strategic problem'. 
Intervicivee: Well, let ine think. Is 'deciding on business future plan' sound all right to you? 
Interviewer: ' If that's your strategic decision problem then, yes, sir. 
Interviewee: Yes, of course. It is very strategic indeed. 
Interviewer: Then, could you please start by telling me first a little bit of the case's background? 
Interviewee: Well, it's not inuch though. I'm sure you must have heard about the new 
booming economic situation in Myanmar, right? 
Interviewer: Yes. 
Interviewee: Then you must know that Myanmare is opening up its country after decades of isolation 
policy. Many businessman, investors and all the tourists around the world are pouring 
into the country. So, it is a great opportunity for us to invest there as well. 
Interviewer: But why Myanmare? Why not in Thailand or any other countries? 
Interviewee: As I said Myanmare just opens its country to the public. Many people with 
different purpose have been traveling into the country. The most interesting point for us 
is that the hotel room in Fangoon falls far short for the demand. That is our most 
interesting point that -we have on Myanmare. The hotels that they have at the moment 
have such a low standard. Also, their currency is quite weak compares to ours. So, the 
big market and business potential is there obviously. 
Interviewer: Wouldn't you consider it to be risky when investing large sum of investment of such a 
country? 
Interviewee: I don't think so. If you are talking about the government or policy's stability, then, the 
ansiver is no. We have a very strong business connection between hotel management 
and Myanmar authorities. And of course, strong connections with authorities could 
favour company investment, position and many more. 
Interviewer: Why not in Thailand or other countries? 
Interviewee: Competition in the hotel market in Thailand is fierce. Thailand hotel industry boom 
during the past decade has created hotel room supply far ahead of the demand, and the 
competition is intensified. The fierce competition in the market lias initiated a plan for 
us to exTand regionally, rather than to expand locally. According to our research, there 
is a vast opportunity for tourism industry in Myanmar and very few players in the 
market at the moment. Therefore, it has potential to be a big opportunity there which 
sure will expand rapidly. You have to understand that Myanniar openness policy 
favours foreign investment and encourage inflow of tourists to visit unspoiled country 
like Myamnar. Vast opportunity for tourism industry in Myanmar means high potential 
for hotel industry. 
Interviewer: Would your decision be different if the tourist industry in Thailand changes its turn? 
Interviewee: Well, yes. It always be a big possibility for us to decide to invest more locally if the 
tourist industry in Thailand starts to pick up. However, there has to be a careful analysis 
of the future potential first before -we decide on any investment. But it always be easier 
for us in a management sense if wc could invest locally. Also, if the political situation 
in Myanmar chances then we have to reconsider the whole plan. 
Interviewer: Do you consider it as a great risk to invest in such a new business development 
country like Myanmar? 
Interviewee: Yes, but I believe that more benefit can be taken from the business if you are an pioneer. 
If you are start off before your competitors, then you have already won it lialf way before 
your competitors. Also, we have a good analysis team. All the analysis information will 
lielp us reduce certain degree of risk. 
Interviewer: Now, can you go through step by step of your decision making process of how 
you reached this decision, please? 
Interviewee: First I called in my management team for a meeting to discuss about the future 
business's plan. 
Interviewer: Is it a routine meeting or is this something like an urgent meeting for special situation? 
Interviewee: Well, it is both. It is a routine because I have meeting Nvith my management 
tearn once every month anyway. However, we do not talk about the future business's 
plan in every meeting! This time it is especially for the future business's plan because 
there are so much details going on about Thai economic at present and in Myanmar as I 
mentioned earlier. So, it is vital to have this meeting to discuss about our direction since 
the economic situation in Thailand is not as strong as it used to be. This sure xvill have 
an effect on our business both directly and indirectly. We need to prepare for our 
alternative plan. 
Interviewer: How many were you in this meeting? And what was the meeting about? 
Interviewee: There Nvere 5 of us, and that included me. The main discussions Nvere about the 
internal and external economic situation. We also discussed about all the possible 
alternatives apart from invest in Thailand. All the alternatives and discussion followed 
one main line which is our company's objective. 
Interviewer: Were you trying to reach the decision from this meeting? 
Interviewee: No ... this meeting is only our first 
discussion. It is in a Nvay for making an awareness to 
all the management team regarding the situation that we are facing at the moment and 
what to expect in the near future. Also, to get some alternatives listed as our possible 
choices. After the first meeting we decided to meet again about one week later to 
discuss inore on the alternatives. 
Interviewer: Is this second meeting a formal meeting orjust an informal meeting? 
Intcrvie%N, ee: It is a formal in a Nvay even though the president Nvas not there. We discussed more-bn 
the alternatives listed from last time and concentrated on the company's objective to 
keep us on the right track. 
Interviewer: Do you have fonual infonnation analysis during this discussion at all? 
Interviewee: No, it is all based on the general knowledge of each member. We do not 
include any in depth infonnation search at this stage. This second interview's airn was 
to cut down the alternative to the most 
Interviewer: Did you cut all the altemative down to just one final choice? 
Interviewee: No, we cut down to three choices at the end of the second meeting. Then the research 
manager took responsibility on information search of each choices. 
Interviewer: How was the infonnation search done? 
Interviewce: We have our research department who took care of all the information search, internal 
and external information. They would supply use with the business forecast of each 
plan, the background or each countries (choices) and each project's plan in details. 
Then, after the information search is ready, we had our third meeting. The third 
meeting is purely for information analysis. The inforrnation analysis team would 
present us (formal way) with the details of each plan. The we discussed on the 
possibility and some expected problem of each plan. 
Interviewcr: What kind of information that the research team presented to all of you at the meeting? 
Interviewee: There Nvere the business forecast of each plan, background of each country and each 
project's plan in details. 
Interviewer: So, how did you analyses all the choices then? 
Interviewee: There are three main things that we really looked at for the analyses step,. There are the 
financial discussion on the ROI, budget plan of each choice, and discussion on 
possibility and expected problem of each plan. All these were formally presented by the 
research team. Then it comes to the difficult part which is choice evaluation. We had to 
be very careful and take every factors into consideration carefully. We looked at SWOT 
analysis and the ROI as a main factors. We had to come up with the rough idea of the 
final choice during this meeting before I could go and suggest the idea to the president. 
The way our management decide the choice is that we looked at the SWAT analyses 
carefully, and we also looked for highest expected return. The most suitable choice for 
the company based on the company's objective. We followed the company's objective 
quite firmly for our choice evaluation process. 
Interviewer: Did ), on at this stage cut the choice from three to the last choice? 
Interviewee: No, I only had some personal idea of what seems to be the best choice. However, I took 
all three choices Nvith all details and rcconuriendation to the president for his advise and 
suggestion. I had to explain to the president of the details and expected problems of the 
three choices to the president. I also mentioned to him about the most favorable choice 
of the board. 
Interviewer: So, the president is the one who mAe a decision then? 
Interviewee: No, not really. I discussed all the possibilities and problems of each choice to the 
president. He then give his suggestion on the choice. I then do take in all his 
suggestion and discuss that again ivith the board. Normally, the president will not make 
the d-. cision for us. He normally wouldjust mAe suggestion and some problem which 
Ave might over look on the board's most favorable choice. If we decide to go for a 
particular choice and have strong information to back up it's potential to success, then 
lie will never interfere. However, if he sees some thing which ive missed like this case 
then we would give us the suggestion to think about. But the final decision on this type 
of problem will always down to me to make the final decision by myself 
Interviewer: So, did you have to go back to the president again aftenvards? 
IntervieNvee: No, I don't. After the talk with the president, then I called in my last meeting with the 
management team. I told them about the president's suggestion. We then try to find out 
the way out to solve the problem suggested by the president. Then, I will tAe all the 
information in for myself and make the decision alone. 
Interviewer: What kind of information that you look at for this final decision stage? 
Interviewee: I need to look carefully on the facts and figures analyses which provided by our research 
department, and also the recommendation from the president. 
Intcr%riewcr: So, how did you make the decision then? 
IntervieNvee: I took everything that I just said into deep consideration and make my decision mainly 
follow the company's objective. 
Interviewer: What else apart from these facts and figures that you used as a tool to make decision? 
Interviewee: What do ), on mean? 
Interviewer: I mean is there anything else which you use to lielp you come up with the final 
decision? 
Interviewee: Well, I make my decision based on the facts and figures analysis as I told you. I also 
need to follow firmly on the company's objective. And the most useful tool which help 
me to decide apart from the facts and figures is my personal knowledge on the area and 
my past experience. I have been in this business for quite sometime now, I have seen 
things and went through lots of cases. Those experience help me to create my business 
vision which is very useful when one try to make the best decision. So yes, all that were 
taken in to help me to get to the final decision. 
Interviewer: What do you consider yourself as in term of management style, rational (analytical) 
. or Intuitive? 
Interviewee: I think I ain more towards analytical. 
Interviewer: How much do you value past experience? 
Interviewee: I think past experience is important. However, this does not mean that those 
who does not have past experience can not make the good decision. I think the most 
important thing, even more important than past experience is the knowledge on the 
area. If one has this knowledge then I think one can make a pretty much best decision 
in business. 
Interviewer: Would ), on consider copy your competitors' strategy in business? 
Interviewee: It is hard to say. If the competitors show the strong stralegy which we have 
never thought of and it proved to be %, cry good then I need to study thein first and will 
have to see from there. However, I will not just copy them straight away and plus the 
way I do business is that I believe that we have to try to be the first in the business. 
Because I think you have more chance to be successftil and can control the situation 
better if you are the first in the market. 
Interviewer: Are you a quick decision maker or do you normally take time to make one decision? 
Intcrvicivee: It depends, but I normally would prefer to have lots of time to study all the information, 
think about solution, weight them and all that. So, yes is the answer to your question. I 
normally take long time to make one decision because I need to be sure with everything 
before I make the decision. 
Interviewer: Do you look at all aspect of the problem when trying to make the decision? 
Interviewee: Yes, I have to. I try to look at all the aspect of the problem, however, it is not really 
possible to take in all the aspect into consideration when you make the busiDess 
decision. Therefor, I have to try to look at them with all aspect but focus to the few 
main most important on when making the decision. 
Interviewer: Do you refer back to any academic theory at all when you make your decision? 
Intervicivee: Indirectly, yes. It is part of the knowledge though. Academic theory is a good back up 
theory, however, you cannot rely all your decision base on the theory. You must take in 
all the current situation and all the circumstances when you make the decision. These 
things do not appear on the academic theory though. 
Interviewer: Thank you very much for you time. 
Inteniewee: Good luck Nvitli your research. If you need any more information then please do 
not liesitate to contact me. 
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FIELD WORK 
SOURCE: INTERMEW 
Characteristics Subl Sub2 Sub3 Sub4 Sub5 Sub6 Sub7 Sub8 Sub9 SublO 
Rational 
1. Havo number of alternatives lay out 0 1 1 1 0 0 1 0 0 0 
2. Uso of all neccessaly information 1 1 1 0 1 1 1 0 0 1 
3. Analyse the problem in a logical way 0 1 1 1 1 1 1 1 0 0 
4. Take time in OMP 01 0 11 o l1 11 1 11 1 1 
5. Evaluate every alternatives in detail 0 1 1 1 0 0 1 1 1 0 
6. Take the maximise solution 1 1 1 1 1 0 1 ol 1 0 
7. Refer to Academic theory 1 0 0 0 0 1 0 0 0 1 
8. Systematic approach to the problem solving 0 1 1 1 1 1 1 1 0 0 
9. Take every factors of the problem into account 0 1 0 1 0 1 1 1 0 1 
To 1 71 7, 61 61 8 5 3 4 
Characteristics Subll Sub12 Subl3 Sub14 SublS SubI6 Sub17 SublB Subl9 Sub20 
Rational 
1. Have number of altematives Jay out 1 0 1 0 0 0 0 1 1 1 
2. Use of all neccessaly information 1 1 1 0 1 0 1 1 5 1 
3. Analyse the problem in a logical way 1 1 1 1 1 1 0 1 1 1 
4. Take time in DMP 0, 0 01 0, 0 1 0 1 1 01 
5. Evaluate every alternatives in detail 1 0 1 0 0 01 0 1 1 1 
6. Take the maximise solution 0 0 1 1 1 ol 0 0 0 0 
7. Refer to Academic theory 1 0 0 0 0 0 1 1 0 0 
8. Systematic approach to the problem solving 1 1 1 0 1 0 0 1 1 1 
9. Take every factors of the problem into account 1 1 1 0 1 0 1 1 1 1 
Total 1 71 41 71 21 5 2 31 8 16 6 
Characteristics Sub2l Sub221 Sub23 Sub24 Sub25 Sub26 Sub27 Sub28 Sub29 Sub30 
Rational I 
1. Have number of alternatives lay out 0 1 1 0 1 1 1 1 0 0 
2. Use of all neccessaly information 1 1 1 1 1 1 1 1 1 1 
3. Analyse the problem in a logical way 1 1 1 1 0 1 1 1 0 1 
4. Take time in OMP 1 1 0 1 0 0, 0 11 0 11 
5. Evaluate every alternatives in detail 0 1 1 0 1 1 0 1 0 0 
6. Take the maximise solution 01 0 0 1 1 1 0 1 0 ol 
7. Refer to Academic theory 1 0 0 0 0 0 0 0 1 0 
8. Systematic approach to the problem solving 1 1 1 1 1 1 1 1 0 1 
9. Take every factors of the problem into account 1 1 0 1 0 1 1 1 0 1 
Total 6 71 51 61 51 71 51 8, 2 5 
Characteristics Sub3l Sub32 Sub33 Sub34 Sub35 Sub36 ISub37 ISub38 Sub39 Sub4O 
Rational I 
I. Have number of alternatives lay out 0 0 0 1 0 0 1 0 1 1 
2. Use of all noccessaly information 1 1 1 1 1 0 1 1 1 1 
3. Analyse the problem in a loQical way 1 0 0 1 1 0 1 1 1 1 
4. Take time in OMP 01 0 10 1 ,0 0 0 0 , ol 0 
5. Evaluate evM alternatives in detail 0 0 0 1 0 0 1 0 1 1 
6. Take the maxim ise solution 1 0 1 0 1 1 0 0 0 1 
7. Refer to Academic theory 0 -1 o 0 1 1 0 1 0 0 
8. Systematic approach to the problem solving 1 0 1 1 1 0 1 0 1 1 
9. Take everv factors of the problem into account 1 0 1 1 0 0 1 0 1 1 
Total 1 5, 21 41 71 5 2 _61 
31 61 7d 
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The number of heuristics and rational step used within one decision making by each 
managers. 
Managers' 
number 
No. of 
heuristics 
decision 
No. of 
rational step 
decision 
Managers' 
nurnber 
No. of 
heuristics 
decision 
No. of 
rational step 
decision 
1 4 3 21 2 6 
2 2 7 22 4 7 
3 2 7 23 4 5 
4 3 6 24 3 6 
5 3 5 25 3 5 
6 3 6 26 3 7 
7 8 8 27 4 5 
8 1 5 28 2 8 
9 2 3 29 2 2 
10 4 4 30 3 5 
11 6 7 31 5 5 
12 3 4 32 3 2 
13 2 7 33 6 4 
14 3 2 34 3 7 
15 4 5 35 3 5 
16 2 2 36 3 2 
17 6 3 37 3 6 
18 6 8 38 4 3 
19 5 6 39 3 6 
20 2 6 40 3 7 
Average of number of heuristics / one decision = 3.425 
Average of number of rational step / one decision = 5.175 
Appendix : 26 
Heuristics ty 
Source: 40 Thai Executive Managers (Interview Field Work) 
..... ----------------------- 
-------- Mr nx Mr. Xanxai Visitkul ------- -------- -------- 1. Past experience is the most important 
thing when doing business and making 
Chairman & President decision. 
2. Gut feeling is very good tool to use when 
Shipping services, International Trading and making decision. 
consolidation services 3. Don't decide on any choice if you don't 
feel comfortable with it. Must be bad 
choice if you have a negative feeling 
about it. 
4. Intuition is very valuable tactic for the 
................... .............................................................................................................. 
undecided problem. 
.................................. I ................................................................... 2 Mr. Surapol Looliapook 1. Quick decision making is very important in 
financial business because in this business, 
President things change in a matter of seconds. 
2. Intuition which based on past experience in 
Finance & Securities the job is the good guide for making 
decision. 
................... 3 .. ýZ . ............................................................................................. hot Sophonpanish ....................................................................................................... 1. 'Relationship in business will bring 
money, good relationship means good 
Executive Vice President money. Therefore, good businessman is 
one who keeps good relationship aitli 
Banking everyone'. 
2. Try to gain competitive advantage by 
being the first in the new international 
market. 
................... 4 ... . ................................................................................................... Wirat Leenachak ........................................................................................................ 1. 'Keep your eyes and ears open for your 
competitors because it is the best and 
Vice President most reliable information one can get'. 
2. Equity-financing method is proved to be 
Banking more costly than dcbt-financing method. 
3. If the inforniation is fully completed then 
don't use the intuition. However, in case 
the information is only partly available 
then use intuition to make decision. 
...... 0M .............. ........ . ..... ....... .... ..... ..... ... ..... 
. .. IIf you c an' t be aI ca de r, t he n at le ast ti Y 
to be a good follower'. (* He explained 
President that good follower is one who keeps up 
very closely to the competitors' 
............. ...... .. 
movement. It is one of the best way to 
.................................................................................................. 
................... .............................................................................................................. ................ :...: ................................................................................... mininuse the risk - copy the best 
example*). 
2. Gain worldwide corporate recognition 
through advertisement & corporate news 
in cyberspace. 
3. Only use gut feeling to cut down the 
choices. Mien it comes down to last few 
choices then use systematic analysis. 
6 Mrs. Chamat Na-Ayoudaya 1. 'Experience will help one choose the right 
decision (in case of similar situation). 
Senior Vice President 2. 'Experience will help one generate for 
business vision than the non-experience 
Hotel & Travel Services one'. 
3. The tourist industry in Thailand has been 
on a declining stage, must try for new 
approach to attract more customers. 
7 Mr. Pisti Kemmayothin 1. 'If you start off anything before your 
competitors, you have already won it 
Vice President half way'. 
2. 'Good analysis helps reduce risk'. 
Hotels & Travel Sercices 3. 'Experience is not everything in business, 
knowledge is much more important than 
experience'. 
4. Vast opportunity for tourism industry in 
Myanmar means high potential for hotel 
Industry. 
5. If invest in other countries, the company 
would be able to generate more income 
and at the same time build up network. 
6. If the tourist industry in Thailand start to 
pick up, the company will reconsider the 
local expanding plan. 
7. Strong connection with authoritieswould 
also favour the company. 
8. Fierce competition in the market has 
initiated a plan for the company to expand 
regionally, rather than to expand locally. 
8 Mr. Kasam Narkburi 1. 'Information analysis will help minimise 
risk'. 
Managing Director' 
Property Development 
.................... 9 ............................................................................................................. Mr. Yutti Kamonnawin ....................................................................................................... 1. 'Experience is one of the most important 
tools in choosing the fight decision'. 
Director 2. Entrepreneurs prefer leasing of office 
space rather than outright purchase. 
Property Development 
.................... 
....... 
I .............................................................................................................. Mr. Dharunchai Wattanakasam 
............................................................................................. I ................. 
....................................................................................................... 1. 'Get rid of the bad one inunediately 
.................................................................................. ................... 
................... .............................................................................................................. ....................................................................................................... before it effects the others'. 
President 2. 'Gut feeling is a good indicator to confirm 
the choice one has decided'. 
Property Development 3. 'Good decision making should combined 
with both good information analysis and 
good gut feeling'. 
4. Customers learn least about the project 
through the billboard and more through 
television. 
II Mrs. Uraiwan Pisanwanrop I. 'When in doubt about the decision, seek 
advice from, "ise man or those who has 
Vice President long experience and successful in the 
business'. 
Printing & Publishing 2. Reducing numbers of workforce is the 
major step to reengincer organisation 
structure. 
3. Early retirement scheme is the easiest way 
to reduce human workforce with less 
problem. 
4. Machine is less costly compare to human 
labour cost in the long run. 
5. Fewer employees are easy to manage and 
control. 
12 Mr. Surachai Pattanasathorn 1. 'The best way to reduce business risk is to 
do joint venture'. 
Executive Director 2. 'Experience is the most important tool for 
success in business'. 
Transportation 3. It is common that airlines are searching 
for strategic alliance as part of their 
survival strategy into the next 
millennium. 
.......... i ....... I ... . ................................................................................................... Kamchai Jittinawindhara ....................................................................................................... 1. 'Don't throw good money after the bad 
one. If the project starts to show the bad 
Vice President sign, then quit immediately'. 
2. Gut fccling always lead to the wrong 
Argribusiness decision'. 
14 Mr. Phaisarn Monkormawin 1. Fortune telling is one of the good and 
reliable old trick which lead to success'. 
Managing Director 2. The company needs to cut down any excess 
cost as much as possible. To cut down 
Argribusiness overtime is the most suitable choice. 
3. Some competitors had gained the 
competitive advantage by engaging in 
joint venture with each other or with other 
foreign company. 
15 Mr. Ukrit Satamam 1. 'Good planning, logical thought and good 
analysis is the three main keys to 
Executive Director success'. 
..................... ............................................................................................................... 
2. 'One cannot use e, ideline 
.................................................. .................. 
................... .............................................................................................................. Building & Furnishing Material .............................................................................................. ........ to decide the new case'. 
3. The company has the biggest market share 
and good reputation in the business. It 
needs to be the first to launch new 
product. 
4. There is always be a great risk of being 
the first. 
16 Mr. Watchara Sfisakdaporn 1. 'Whatever come up to your mind first is 
CEO always the best solution for the case'. 
Building & Furnishing Material 2. According to the poor econoinic situation, 
it is hard to increase the sales. The best 
way to survive in the business is to cut the 
cost and expenses. 
17 Mr. Ravee Poonsub 1. 'First risk, First rich'. 
2. 'Experience helps people not to make the 
Managing Director same mistake as bad as the first time'. 
3. 'Words of mouth and verbal information 
Finance & Securities are much more useful than the written 
analysis information'. 
4. Have to expand lending portfolio so as to 
boost company assets size. In turn, 
company's size will increase, budget 
accomplished. 
5. To expand the lending size will have to 
include lending portfolio morcjroili the 
regions other than Bangkok. 
6. Economy is sluggish, extremely insecure 
to lend to doubtful potential customers as 
the loan may be default. Bad loans would 
definitely effects company performance. 
18 Mr. Surasak Preedanakorn 1. To minimise the risk is to use the analysis 
information'. 
Vice President 2. Better be late than sorry'. 
3. 'Copy the competitors' strategies only if 
Finance & Securities it's proved to be very successful'. 
4. Uptrcnd interest rate adversely effected 
current debenture portfolio in which it 
would devalue debenture in hand. 
5. Fierce competition amongst market 
players. Price of debentures on hand 
would fall and would incur loss. 
6. Company would invest more in debenture 
trading portfolio when economy starts to 
pick up and shows good sigh for 
investment. 
.................... 19 .............................................................................................................. Mr. Taksin Boonpitak ....................................................................................................... 1. 'Group discussion is the best way to 
generate good business idea'. 
General Manager 2. 'To ain loyalýy from employee you need 
................... .............................................................................................................. ....................................................................................................... to raise them when they are young'. 
Communication 3. 'Big investment, long time plan, life long 
profit'. 
4. Engineer is one of the most important key 
part of this business. To set up the 
training centre will give the company a 
better chance than other competitors in 
selecting the best engineer. 
5. To provide the education for young 
engineer is the best way to gain respect 
and recognition for the company. 
.................. 20 .............................................................................................................. Dr. Wichuda Na-Ranong ........................................................................................................ 1. 'The best way to be successful in business 
is to try to be the first in everything'. 
Director 2. The investment cost of this business is 
extremely high, the more service 
Communication provided, the less cost became. 
21 Mr. Aram Yordsarkdachai 1. 'Heuristics can only be used where no 
money is involved'. 
Vice President 2. Newly established international marketing 
unit needs specific attention and aggressive 
Communication marketing strategy. 
22 Mr. Anuchin SriNvattana 1. 'Information is power'. 
2. 'Joint venture is the best, quickest and 
Vice President sadest way to become big in the market'. 
3. Capital injection from the Japýallese 
Electrical Products & Computers company help decrease financial burden 
of the company. 
4. Technology and know-how from Japanese 
company could lift company production 
standard. 
.............. ..... 23 ........................................... ................................................................... Dr. Sittichai Cliockrattanakorn ....................................................................................................... 1. Academic knowledge is the most important 
tool to any success. 
Managing Director 2. Every decision one takes must be able to 
explained in a rational form. 
Electrical Products & Computers 3. Company is to avoid rising labour cost by 
allocating existing labour expense 
unequally to the workers according to 
their performance. 
4. Daily pay system provides no incentive for 
workers to become productive nor work 
more efficiently as they get pay equally. 
......... ......... 24 ................................................................................................................ Mr. Wanchit Chitnionkonnawin ...................................................................................... : ................. 1. 'Take risk if tile chance to success is 
70: 30'. 
Senior Vice President 2. 'Implement but don't copy'. 
3. 'Past experience is only useful when use 
.................... 
Electrical Products & Computers 
.............................................................................................................. 
with analysis information'. 
........................................................................................................ 
.................... 25 .............................................................................................................. Mr. Chaiwat Sriphengphung ....................................................................................................... 1. 'The more information you have, the more 
advantage you gain from your 
Director competitors'. 
2. 'Expert advise and experience are 
Electrical Products & Computers important in making the right decision'. 
3. 'Gut feeling and heuristics are only useful 
for small or non-strategic decision'. 
26 Mr. Thinnakom Rattanachock I. 'Always use systematic approach in 
decision making process if time is 
Managing Director available'. 
2. 'Only use intuition and gut feeling in case 
Electronic Components where one is inexperienced'. 
3. Lots of benefits can be enjoyed if you are 
the first in the market. 
................... 27 .............................................................................................................. Dr. Wichien Clicatchomnong ....................................................................................................... 1. 'Just do what ), on know best' - key 
success to business. 
Executive Vice President 2. 'Good business plan and logistic thinking 
are like the head light of the car. It helps 
Energy one travel without accident and to see the 
road ahead more clearly'. 
3. 'If the chance to success is 80%, then take 
risk'. 
4. To concentrate all company's fund in one 
main business will help reduce cost. 
28 Mr. Cliarune Boorapamttana I. 'Joint venture is the quickest Nvay to help 
small to medium business to become more 
Vice President powerful in business'. 
2. Joint venture will help the company with 
Vehicles & Parts technical know-how and equipment 
provided by foreign partner. 
29 Mr. Boonpoat Aurunanan 1. 'Business vision always come from his 
past experience and intuition'. 
Deputy Managing Director 2. 'Past experience is a vital tool to help 
when making decision'. 
Vehicles & Parts 
30 Mrs. Piyawan Boonyarittliongchai 1. 'People will spend their last dime to same 
their life. The business on health care 
Vice President will always make money'. 
2. 'Past experience is a good thing but 
Health Care Services logistic thinking and systematic analysis 
are more suitable for strategic decision'. 
3. The company needs to differentiate itself 
from the others in order to survive 
competition. 
31 ia t Kusu in ........ .... .... .... .... ...... ....... ........ ...... .... ...... I Go od b usi ne ssv isi on a nd c onfid en ce a re 
.................... .............................................................................................................. ........... ... 
ý.! g.. s. ucc. ess_t_o.. bu. s. iness 
.................... ................ ............... . 
................... .............................................................................................................. Director ....................................................................................................... 2. 'Too much information can mislead any 
good decision'. 
Health Care Services 3. 'If the chance to success is over 50%, 
then take risk'. 
4. 'No quick decision!, Must always have 
time to consider all important factors 
before making decision'. 
5. The area which has been incresingly 
urbanised will create demand for health 
care services. 
................... 32 ................... .......................................................................................... Mr. Pongsurce Boonnark ........................... ............................................................................ 1. 'Logistic thinking is not a very good 
reliable source for the decision making'. 
Executive Vice President 2. 'Fortune telling is always a good advise to 
follow. The prediction bases on 
Health Care Services reasonable ground'. 
3. 'Past experience is a good tip to help 
malcing good decision'. 
33 Mrs. Nounchan Uthaiwan 1. 'It is always better to wait a little longer for 
a bigger stake rather than rush in for a 
Director tiny bit of it'. 
2. 'Without past experience, the decision 
Footware making process is not completed'. 
3. 'The more information one has, the more 
confidence one gain'. 
4. Company needs to be competiýive -hi term 
of production due to tougher &ompetidon. 
5. Procurement of automatic machine prove 
to be less costly in the long term. 
6. Replacement of labour force by the 
machine is considered to be the best way 
to cut cost of production. 
.................... 34 .............................................................................................................. Mr. Kumphree Puripearyarattana ....................................................................................................... 1. 'It is much safer to be the follower than to 
be an explorer'. 
CEO 2. 'The best way to be successful is to learn 
from other people's mistake and not 
Commerce repeating them'. 
3. 'Systematic approach is the best tool to 
use when making decision'. 
35 Mr. Anuthawee Ruangkrittikun -- ---------------- ----- ------- 1. To be successful in business one needs to 
take risk at all time'. 
Vice President 2. 'The more risk you take, the more gain 
you can expect'. 
Foods & Beverages 3. 'One'sjudgment and gut feeling are far 
more reliable than public inforination'. 
................... 36 ......... ......................................................... .......................................... Mr. Sonimai Poothongkmu ........................................................................................................ 1. 'Customers buy images, if you have the 
image, you have the customers'. 
................... ... 
Director 
........................................................................................... ............ .... _p ... 
2 
........... 
Gut feýling, 
.... .... . .... 
------------------- .............................................................................................................. ....................................................................................................... are the three important keys to make good 
Foods & Beverages decision'. 
3. 'Follow the major competitors' concepts, 
correct any mistake they made and make 
it all better'. 
37 Mr. Sunthom Chaoivanapan 1. 'The market is always big enough for 
everybody to enjoy the benefits'. 
Executive Director 2. 'Systematic approach is the best way to 
iminiiiiise the risk. However, past 
foods & Beverages experience is the useful tactic to help 
making a better decision'. 
3. 'The more money involved, the longer 
time one required to make decision'. 
38 Mr. Threempan Tungkanapuck 1. 'If you feel good about it (choice), it must 
be a good thing to do'. 
Director 2. 'Challenge is always a good attempt for a 
high return'. 
Printing & Publishing 3. 'Experience makes one differ from the 
other. To gain advantage in business is to 
gain more experience than others'. 
4. 'Gut feeling is very important thing in 
running the business'. 
39 Mr. Chairooge Arunpongsfirikul 1. 'Imply not Copy, Adapt not Adopt'. 
2. 'Only takes risk when one has lots of 
General Manager support from others'. 
3. 'Keys to business success are good business 
Printing & Publishing vision and logistic planning'. 
.................... 40 ....... ...................................... : ................................................. oonsree Thachathaivin ............................... ***"*'* ............................................................ 1. 'If business is a communication, then 
figure analysis is a language'. 
Senior Supervisor 2. 'Trust no one but your own analysis'. 
3. 'Experience is not a good business pattern 
Finance & Securities that one should copy or follow for the new 
case'. 
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